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Users and Distributors of Hardwoods 


Made Friends by Reliable Standards 


Our FISCAL YEAR ending 
Aug. 31 coincided very 
closely with the sudden and 
severe depression which 
started a year ago and from 
which business now seems to 
be emerging. The severity of 
the decline can be measured 
by the swift drop in our in- 
spection volume from ap- 
proximately six million feet 
in September, 1937, to less 
than three million feet in Jan- 
uary, 1938. There was quitea 
strain on the machinery of 
the organization, to make ad- 
justments rapidly enough to 
keep pace with the shrinkage 
in income from inspection 
fees. Consequently, the year’s 
operations of the inspection 
department showed a loss, 
part of which was absorbed 
out of the income for dues, 
and the remainder is reflect- 
ed in the figures showing 
some reduction in net re- 
sources of the organization 
—though it was necessary to 
make only a slight reduction 
in our invested reserves. 


Inspection Work Proved 
Very Accurate 

Total reinspections for the 
year were 306,112 feet, or 
only about six-tenths of one 
percent of original inspec- 
tions. Claims against the as- 
sociation developed on 197,- 
241 feet, which was approxi- 
mately 64 percent of the 
total reinspections, but only 
four-tenths of one percent of 
the 49,805,129 feet originally 
inspected. I believe this is an 
all-time low in percentage of 
reinspection claims, indicat- 
ing very definitely the high 
percentage of accuracy in the 
work of our inspection staff. 
The amount of reinspection 





-- Secretary Tells 
National Hard- 


wood Lumber 
Association 


at 4Ist Annual 


Convention 


RESULTS FOR 1938— 


Accuracy of Grade Standards Proved by Report 
on Re-inspection Claims—Which Reached an 
All-Time Low 


Stability of Standards Has Been a Valuable Asset 
to the Hardwood Lumber Industry 


The Buyer Who Has Means of Knowing That He 
Gets What He Pays for Becomes a Satisfied 
Customer 


Code of Sales—Which May Be Revised to Cover 
More Specifically Current Practices — Makes 
Controversies Avoidable 


A Fine Spirit of Teamwork Exists Between All Sec- 
tions and Branches of the Hardwood Trade 


Despite Adverse Conditions, There Was a Loss of 
Only Eight Members in 1938—the Total Stand- 
ing at 641 


Our Efforts to Defend Wood Against Unfair Bias 
Have Been Successful to a Marked Degree 


The Association Is Co-operating With Other Agen- 
cies Engaged in Trade Development 


claims paid by the 
association was $1,- 
412.12, or 2.3 per- 
cent of fees earned. 

The depressed 
business conditions 
during the past year 
added to member- 
ship losses, and crip- 
pled our efforts to 
secure new members. 
Unusual efforts 
were made by our 
membership commit- 
tee under the leader- 
ship of General 
Chairman C. H. 
Barnaby, Jr., and his twelve 
regional chairmen, to main- 
tain our membership rolls at 
the level reported a year 
ago. The committee was 
aided by directors, by the in- 
spection staff and by individ- 
ual members. This splendid 
teamwork, as the report of 
Chairman Barnaby will indi- 
cate, resulted in holding the 
net loss in memberships for 
the year to only eight. This 
figure, when compared with 
our total membership of 649 
at the beginning of the year, 
indicates that the work of 
the committee was very suc- 
cessful under the adverse 
conditions. 


Stability of Grades Is Asset 
to Industry 


No meeting of this com- 
mittee was held during the 
past year. The definite 
opinion seemed to exist 
throughout our membership 
that stability of grading rules 
is most important during 
fluctuating trade conditions. 
By action of the executive 
committee, therefore, the 
usual annual meeting of the 

(Continued on page 53) 



























T pays to handle lumber that has a 
quality. 
is to order from Winton. 





of the same kind of stock 
dealers. 


Cedar Siding and Shingles. 
receive our most careful attention. 
















FOSHAY TOWER 


PAR -TOX 


the Toxic treatment that 
protects millwork against 


Rot & Termites- : the product of a concern 


that has been serving the 
millwork industry for 


75 YEARS 


Before Par-Tox was ever offered to the industry, we 
were sure it answered all the requirements of the 
sash and door mill—needs we have been familiar with 
through close contact over three generations. 


Let us emphasize these facts, all of which are impor- 
tant to the mill; some of which are important to the 
wholesalers and retailers selling the treated millwork. 


1. Par-Tox treated wood dries quickly. 

2. Par-Tox treatment penetrates deeply without 
need of applying under pressure. 

3. Par-Tox treatment does not affect the finishing 
qualities of the wood nor the firm bonding of 
putty. 

1. Par-Tox is regarded by the country’s leading 
authorities as one of the most effective treat- 
ments for the prevention of rot, decay and 
termite damage. 


Dealers are invited to send for a list 
of mills using Par-Tox. Mills are 
invited to write for FREE samples. 
prices and full details concerning 
methods of application. 


IRA PARKER & SONS CO. 


OSHKOSH, WISCONSIN 











A Concentrated Toxic for 

the Preservation of Wood 

Against Fungus and Ter- 
mite Attack 





reputation for outstanding 
The way to make sure of having that kind of lumber 
This means that your customers 
always will be thoroughly satisfied and will come back for more 
Winton stock, that wins trade for 
For more than 52 years the Winton organization has 
been supplying the BEST in softwood lumber. Let us take care 
of your needs in Idaho White Pine, Ponderosa, Sugar Pine, 
Western White Spruce, Douglas Fir, Western Hemlock, Red 
Your inquiries and orders will 
Why not write us today? 


GOOD LUMBER FOR OVER 52 YEARS 


MINNEAPOLI 





WHITE PINE MILLS: 
Idaho. 


SPRUCE MILLS: The Pas Lumber Co., Ltd., The 
Pas, Manitoba. 


PONDEROSA PINE MILLS: Somers Lumber Co, 
Somers, Montana.—Crater Lake Box & Lumber Co., 
Klamath District, Oregon.—Craig Mountain Lum- 
ber Co., Winchester, Idaho. 





Winton Lumber Co., Gibbs, 
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BALL-BEARING 


There are EIGHT highly important points where it 
is possible to put ball-bearings on a double-end trim- 
mer. Four on the saw mandrel—four on the feed shaft. 

Make sure your choice in a trimmer has ball-bear- 
ings at EVERY ONE of these eight points. You'll get 
higher efficiency, higher speed and more accuracy— 
with less strain on your power and a resultant lower- 
ing in your upkeep costs. 

You get ALL 8 in a Corley. 


CORLEY sc’tinc LUMBER TRIMMER 


Writ without obligation, for full particulars 


CORLEY MANUFACTURING CO. 


61 Ross Street Chattanooga, Tenn., U.S.A. 
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Consolidation in 1899 of the Northwestern Lumberman and Timberman 
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Sustained Upswing In 
Home Building Depends 
Upon Economic Recovery 


N AN EDITORIAL commenting on 
the expansion of home building, the 
Wall Street Journal remarks that “one 

may find quite a little encouragement in 
respect to the industrial and general busi- 
ness outlook. The home building move- 
ment is at last getting under way. The 
easier borrowing terms now open to 
home owners through the mortgage in- 
surance machinery of the Federal Hous- 
ing Administration is one of the causes 
of the upturn. In all probability the 
principal other cause is the partial indus- 
trial recovery that has taken place since 
May.” 

Noting that construction other than 
homes traditionally lags behind, as it is 
doing now, the Journal said: “There are 
no doubt some special reasons why com- 
mercial building should presently be 
lagging. Wisely or not, industrial man- 
agement is reluctant to commit itself to 
plant expansion until, for one thing, it 
can form clearer judgment of the second- 
ary consequences of the Government’s 
expanded outlay of borrowed money. 
For another, corporation executives are 
strongly inclined to caution until the 
objectives of the Temporary National 
Economic Committee are more clearly 
revealed and the chances of new and pos- 
sibly troublesome regulatory legislation 
at the coming session of Congress can be 
appraised.” 

With this latter thought many lumber- 
men are in agreement. It is feared that 
the “Temporary National Economic 
Committee” may become another perma- 
nent bureau of the Federal Government, 
and that through it the tentacles of Gov- 
ernment control may become more firmly 
imbedded in the body of our industrial 
economy, and that even further restric- 
tions may be placed upon business and 
industry. However, the Journal does see 
some promise of heavy construction, and 
says: 

“But the volume of heavier types of 
construction in process is likely to in- 
crease pretty well through the coming 
year, if for no other reasons than the mul- 
tiplying P.W.A. projects and the so- 
called slum clearance of the United States 
Housing Authority.” 

In its comment the Journal then 
touches on a phase of the building pro- 
gram that has been very much in the 
minds of the lumber and building in- 
dustries, when it says: 

“How far the home building movement 
can go and how long it can last will de- 
pend more upon the general economic 
condition of the country than upon con- 
tinuously easy borrowing terms. The 
latter can do more to initiate a building 
wave than to keep it going. Men of 
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fairly assured position and income must 
have been the first to avail themselves of 
the new mortgage arrangements; if sus- 
tained general recovery increases the 
number of those reasonably certain of 
continued earning power, home building 
will continue.” 

There are grounds for believing that 
this sustained general recovery will ma- 
terialize—and home building will do 
more to develop this recovery than any 
other one thing. As homes are built there 
is a continually increasing demand for the 
furnishings and accessories that go with 
the home. As this demand increases, 
practically every line of business and in- 
dustry is touched, more men are em- 
ployed, and as the number of persons 
regularly employed increases the number 
of new home builders grows and the circle 
continually widens. 

While proceeding with due caution, of 
course, every business and every person 
even remotely connected in any way with 
the building industry should be devoting 
their energies toward helping to get more 
people interested in owning and building 
homes. 
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Hardwood Producers and 
Distributors Plan For 
Their Industry 


ELCOME, hardwood lumbermen! 
W As this issue of the AMERICAN 

LUMBERMAN goes to press the 41st 
annual convention of the National Hard- 
wood Lumber Association has begun its 
deliberations in Chicago. Hardwood 
lumbermen, producers and_ wholesale 
distributors, from all parts of the United 
States and from Canada, are here to dis- 
cuss problems of vital interest to the en- 
tire industry. Changing conditions, the 
development of other materials and new 
ways of doing things have made it neces- 
sary for these lumbermen to give serious 
consideration to ways and means of se- 
curing new markets and holding old ones. 
Some industries which for many years 
were large users of hardwoods and com- 
prised the real backbone of the hardwood 
market no longer are important consum- 
ers. The very life of the hardwood in- 
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Do YOU LIKE to have kids come to your yard after materials “to make some- 
thing,” or—be honest now!—are your sentiments better expressed by this 
paragraph from “Mauk Talk,” by the C. A. Mauk Lumber Co., Toledo, Ohio: 


“Well, it’s September and all the small pests who have persistently been 
scratching around in your lumber yard, getting in the way and risking their necks 
looking for a board ten feet long and six inches wide with no knots in it for a dime 
and would you saw it up, please, to make a boat out of—are back in school and 
we hope they have to stay after!” 

* * * * 

Don’t FORGET THAT OCT. 9-15 is “Fire Prevention Week”; or, what is 
still more important, that every day in the year should be a fire prevention day. 
Annual reminders and spasmodic efforts may help to reduce the annual fire loss, 
but it is steady, everyday vigilance that counts most. We have received from the 
National Fire Protection Association (headquarters, Boston, Mass.) a number of 
pieces of fire prevention literature, including colored posters, book of “Facts About 
Fire” ; and most important of all, the “Fire Prevention Picture Book,” for children, 
which is attractively illustrated by outline drawings, to be colored by the youngsters 
with crayons, cautioning about some of the most common fire hazards. The subjects 
thus illustrated include smoking, rubbish, matches, bonfires, electric appliances, 
Christmas lighting, dry cleaning; furnace, stove and garage risks; camp fires etc. 
That’s tackling the problem from the right angle—that of educating the children 
—as persons who have reached maturity without learning to observe such simple 
precautions as are prescribed are probably too dumb to be much impressed by 
any such warnings. A child can be taught, but the adult dimwit who, for instance, 
flips his lighted cigarette or match without regard to where it will land, is a pretty 
hopeless prospect for safety propaganda. 


x * *& & 


Have YOU EVER THOUGHT about the number of commercial items 
of lumber that can be secured from one tree? Recently the AMERICAN LuUMBER- 
MAN mentioned that there was a list of 600 such items obtained from a Douglas 
fir log. Immediately there were requests for this list. James Stevens, of the West 
Coast Lumbermen’s Association, answering one of these requests, referred to 
“West Coast Woods and Their Uses” and further said: “In the kitchen of my 
own home this morning I counted the following: joists, subflooring, flooring, studs, 
lath, sheathing, paneling, molding, doors, door frames, stepping, sash and window 
framing, trim, cupboards and doors, shelving, drawers, breakfast table top, sink 
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dustry depends upon the development of 
other markets to replace those that have 
been lost and while developing these new 
potential markets, educating the industry 
itself on how to merchandise its products 
so as to profitably and _ satisfactorily 
serve these new outlets. Through the in- 
telligent leadership of this influential 
association and other industry organiza- 
tions, much already has been accom- 
plished. More and more producers and 
distributors are thinking along these 
lines, much experimental work is being 
done, and there is real hope of an unques- 
rejuvenation of the hardwood 
industry. 

The several hundred lumbermen who 
are attending this convention, some of 
them from long distances, have come not 
altogether for the opportunity offered for 
friendly contacts and enjoyment of en- 
tertainment features, but they have come 
seriously seeking information and help, 
and determined to co-operate in any 
worth while program that will better the 
condition of the industry as a whole, and 
of its individual component parts. 

A suggested outlet for a considerable 
portion of hardwood production for 
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which the present demand is sluggish is 
through the building industry in the 
shape of what the secretary of the Na- 
tional Hardwood Lumber Association 
has termed character marked hardwood 
paneling. The possibilities of this mar- 
ket. are being thoroughly explored by 
Appalachian Hardwood Manufacturers 
(Inc.) and Southern Hardwood Pro- 
ducers, and studies and experiments so 
far made have demonstrated that the 
proposition is entirely feasible, that the 
market is sympathetic and that retail dis- 
tributors are ready to co-operate. 

This is only one of the many topics 
uppermost in the minds of hardwood 
lumbermen and Secretary John McClure 
is putting before the convention not only 
many constructive suggestions, but an 
array of talent seldom equalled on any 
convention program. 

The AMERICAN LUMBERMAN wel- 
comes these hardwood producers and 
distributors and is convinced that out of 
their deliberations will come not only a 
more hopeful feeling, but a stronger de- 
termination to co-operate to the fullest 
extent in restoring the hardwood industry 
to a place of prestige and prosperity. 
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drain board, ironing board, bread board, rolling pin, and handle for a homemade 


fly-swatter.” 


Dealers might develop a lot of interest in their communities by 


offering prizes for the persons naming the largest number of articles and places 
in various rooms of their homes made from wood, or where wood was used. It 
would be fun to try it out yourself, don’t you think? 


x *« * * 


A LITTLE NEWS ITEM from Dallas, Tex., tucked away in a corner of one 
of the pages of this issue of the AMERICAN LUMBERMAN conveys the information 
that “scores of young couples” have recently opened “thrift accounts” in the sav- 
ings banks of that city, according to officials of those institutions, for the express 
purpose of accumulating funds for building homes, with FHA assistance. Evi- 
dently this trend is of sufficient volume to have attracted the attention of bankers. 
It is to be hoped that the movement will spread. Dallas is a fine city, but it must 
not be allowed to have monopoly of a good idea. Boost it in your home town, 
lumbermen. Your local banker and newspaper editor will be glad to help popular- 


ize thrift accounts for home building. 


zs *¢ & *& 


An OHIO NEWSPAPER recently recorded this social item: “We extend 
birthday greetings to Miss Sylvia Brown, the competent and efficient bookkeeper 
at the Standard Lumber Co., who has been attempting to keep her birthday a 
secret, because the boys at the plant have promised her a good paddling on one of 


those modern shingle machines.” 


Ain’t we got fun? 


* *¢ & ® 


Tue CITY OF CASPER, Wyoming, recently celebrated its Golden Jubilee. 
During the celebration the Casper Wholesalers’ Association ran a large ad in a 
Casper newspaper entitled: “Here’s to the Heroes Who Have Been in ‘Hot Water’ 


for the Last Fifty Years.” 
paragraph : 


To give an idea of the text of the ad we quote the first 


‘“Here’s to the fellow who gets things started in a civic way and is blamed if 
the parade is small, and promptly forgotten if the celebration is a big success. And 
to his wife who bolsters his courage; keeps him trying to arouse public enthusiasm, 
and never lets him know how her heart sinks in fear; gives wise counsel, and 
never says ‘I told you so’ when things go wrong.” 


Among the members of the association are the Nicolaysen Lumber Co., and 


the Rohlff Lumber & Supply Co. 
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A Wise Dealer Knows 
Homes Should Be Sold-- 
But Only as “Homes” 


HERE IS BUT ONE WAY to sell 
the renter or any other prospect 
on the idea of building a home or 

buying an old one and remodeling it. 
That way involves nothing more or less 
than selling the home as a “home,” with 
all its comforts and advantages, and not 
as an investment, to sell later at a profit, 
or as a dwelling to live in at a figure less 
than the cheapest available rent. 

Hugh Potter, Houston, Tex., real 
estate dealer, and a former president of 
the National Association of Real Estate 
Boards, as the principal speaker at a re- 
cent dinner in Dallas, held before the 
observance of National Home Show 
Week in that city, warned lumber dealers 
and realtors against the practice of sell- 
ing homes as anything other than just 
“homes.” Mr. Potter offered this advice 
following his prediction of a home build- 
ing boom of national proportions and 
probably without precedent in this coun- 
try’s history. 

“Prior to 1932, we were producing 
new homes at the rate of 500,000 each 
year. For several years after 1932, we 
built fewer than 100,000 homes a year. 
In the last six years, the shortage of 
homes due to population increase, fire 
loss and obsolescence, has mounted to a 
need for at least 2,000,000 new dwellings. 
The desire for home ownership is here. 
It is our job to sell each prospect the 
right kind of a home for his needs and 
one he can afford,” Mr. Potter said. 

Lumber and building material dealers 
are in business to make a profit ; they are 
also in business as a long-time venture 
and dependent on the type of community 
in which they live. Selfishly, as well as 
a service to their communities, they must 

strive to see that each family owns its 
own home, if possible, and that the idea 
of owning a home for comfort, security 
and standing in a community is the basis 
on which it is sold. 

It is true that homes have been built, 
lived in for many years, and then sold at 
a profit. This is the exception rather 
than the rule, except in boom times, or 
special population increases, as in oil- 
field developments etc. It is often true 
that homes can be built and lived in for 
an amount per month which is less than 
the builder has paid for rent—for just 
bare living quarters. This is so, espe- 
cially under the long-term FHA financ- 
ing plan. Most home owners seem to 
feel that the advantages of a home are 
worth far more than its cost, and, when 
homes are paid for, the taxes, upkeep 
etc., must be looked on as rent, while the 
house is a bulwark against depression 
and old age. Thus it seems that selling 
a home as a “home” is the right way and 
the best way. 
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N AN ADDRESS before the 

Milwaukee Retail Lumbermen's 
Club, H. W. Wilbur explained the 
plans and purposes of the Mer- 








chandising Institute which he ex- 
pects will be ready to begin serv- 
ing the dealers early in November. 
He began his talk with 


In this audience I have no doubt that the 
answer to the first two questions is “Yes, we 
should do a better selling job—yes, we can do 
a better selling job.” You and I—all of us— 
in the lumber and building material business 
recognize the need for better selling and some 
dealers, at any rate, have shown the ability 


All of us recognize the need for 
better selling: we need more sales- 
men who will do a creative sell- 
ing job 
SES BBB RB RRR e|e 


to measure up to that need as indicated by their 
sales achievements. 

We recognize the need because wherever we 
look we are bound to see how other industries 
have caught up on home building by capitaliz- 
ing those instincts which formerly manifested 
themselves almost entirely in home-ownership— 
Pride, Love of Comfort, Convenience and 
Beauty—caught up on us, yes, and passed us 
through intelligent, hard-hitting, aggressive and 
persistent personal salesmanship. 

Yet as I have said, there are dealers in our 
own business who have evolved and are using 
selling methods and personal salesmanship 
which are a match for the best that competitive 
industries are using. Therefore we know that 
we can do the better selling job that is needed 
—that there is nothing about the retail lumber 
and building material business which makes it 
impossible to do a better selling job. 

That brings us to our third question—How 
—" equip ourselves to do a better selling 
job? 
The answer is, We must make ourselves— 
train ourselves to be—better salesmen. All of 
us—dealers and employees, partners, presidents, 
bookkeepers, yard managers, yard men, truck 
drivers—whatever our present level of selling 
ability, can and must lift that level of selling 
ability. 

Our business is different and difficult, but 
our customers are human beings and so are we, 
and so are our partners and our employees. 
And they are no different human beings than 
you find. driving ice trucks, or milk trucks, or 
selling electric refrigerators, coal stokers, oil 
burners, tombstones, automobiles, tires, bat- 
teries, furniture, carpets, gas appliances, radio 
programs, or any of the scores of products 
and services which are getting at least some 
of the prospect’s dollars that we should be 
getting for our own good and for the pros- 
pect’s good. 

This is what the committee of dealers and 
their association secretaries learned in three 
years’ study of the activities of these industries 
—those industries which are putting up a real 


To train a salesman we want him 
to learn the elements of value to 
the purchaser in the products he 
is selling 
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hree Questions for 
Should We... 


Can We 


How Can We Equip to... 


fight and a successful one for John Q. Pros- 
pect’s spending money. They have more better 
salesmen than we have, and they are con- 
stantly training better salesmen to sell the 
prospect on the value of their products or 
services. 

We may not be able to match them in de- 
livering a new home or a modernization job 
like they deliver an automobile or a radio or 
a refrigerator, but we can match them—if we 
will—in brains and manpower—trained sales- 
man-power. We can do it through the Mer- 
chandising Institute’s program. That program 
was initiated by dealers and some of their 
association secretaries. They laid down the 
specifications and the plans for the program 
as a result of three years’ study, and those 
specifications and plans have been checked and 
approved by practical men in all branches of 
the industry, who backed up their approval by 
subscribing through their associations the fund 
needed to prepare and promote the program. 
The board of directors of the Institute, after 
considering proposals from a large group of 





H. W. WILBUR, 
West Allis, Wis.; 


President Merchandising 
Institute 








reputable organizations and individuals that 
offered to prepare the program in accordance 
with the specifications we set up, interviewed 
those which had the best records and finally 
unanimously agreed to hire Trade-Ways (Inc.), 
of New York, which has done similar work for 
some of the leading associations and manufac- 
turers in the country. 

And to help in making the program most 
useful to dealers and their employees and 
others who enroll, the Institute is hiring a 
competent educational director who, together 
with the State and regional association secre- 
taries, will help you to get the maximum value 
out of the program and its application. 

You have heard something abovt the pro- 
gram. There has been some publicity about it 
in the trade press and in the newspapers. We 
want you to know as much about it as we do, 
because full knowledge brings understanding, 
and understanding brings enthusiastic co-opera- 
tion which you, as association members, know 
is vital to success. 

First I want to tell you what this sales train- 
ing program is not—it is not pep meeting stuff 
—it is not mere inspirational atmosphere—it is 


not the man-building hokum to develop the 
hypnotic stare which floors the prospect, nor 
is it that bunk mixture of psychology and 
phrenology—sizing up the prospect by the shape 
of his head or ears, the tilt of his nose or the 
way it is set in his face, nor the color of his 
eyes or hair, nor the way he wears his third 


We would want the salesman’ to 

be able to visualize clearly to the 

customers what these products 
mean to them 


vest button. And it isn’t going to be any re- 
hash of threadbare generalities regarding the 
science of salesmanship or the worn-out pat 
phrases used by sewing machine salesmen or 
whatnot. 

Perhaps the best way to get down to brass 
tacks on the subject of sales training is to talk 
together about what we would do to train a 
salesman. What would we like him to know, 
and how would we go about training him? 

In the first place, we would probably want 
him to know all about the products he is sell- 
ing; we would want him to know all about the 
materials, the design, and the workmanship of 
those products. We would like him to know: 
the quality of those products that commend 
them to architects, contractors, builders, and 
home owners and farmers—their chief talking 
points, their elements of value to the purchaser, 
their comparative advantages over each other 
in terms of what those advantages mean to our 
customers. We would want him to know those 
things not merely in a superficial way, not 
merely in terms of-a few stereotyped familiar 
phrases, but we would want him to know them 
with sufficient thoroughness and in sufficient 
detail so that he could talk interestingly and 
convincingly to customers about them. We 
would want him to know those things not 
merely in a technical way, but also from the 
standpoint of the user—the man or the 
woman to whom he must make the sale. In 
order to get this information, we would prob- 
ably like to have him take a trip, if possible, 
to the mills and factories where those products 
are produced, and spend a few days there 
studying the how and why of their production. 

In the second place, we would probably want 
to provide some definite means for developing 
the sales ability and sales skill of the salesman 
in using the information we give him. We 
would like him to be able to make an interest- 
ing sales talk about the products he is selling; 
we would like to have him able in the course 
of his sales talk to visualize to customers 
clearly what those products would mean to 
them. We would like to have him prepared 


We want to make sales facts 
available in practical textbooks in 
such form that they can be readily 
applied 
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Retailers 


DO A BETTER“ 
SELLING JOB § 


to answer convincingly the questions the pros- 
pects bring up without getting into arguments 
or aimless discussion; we would like to have 
him know how to handle effectively the diffi- 
culties that often come up in making sales 
where more than one person has to be sold, 
or where other factors come up to complicate 
the situation. We would like to have him 
prepared to meet the price question. And we 
would like to have him able to sell the prospect 
on how easily and simply he can buy and pay 
for the building job he should have done 
through the new financing which is now avail- 
able to him. 

In order to get that kind of sales training, 
we would like, if it were possible, to have these 
salesmen go out and work with the most suc- 
cessful salesmen who are selling lumber and 
building materials at retail no matter where 
they are located. If there is a dealer doing a 
good job in Syracuse, or Toledo, or Topeka, 
or Winona, or in dozens of other cities and 
towns where good selling jobs are being done, 
we would like to have our salesmen go there 
and spend time working with that man, watch- 
ing what he does, what he says, how he sells, 
how he demonstrates quality. In other words, 
we would like to have him study and learn how 
to apply the best ideas and methods that are 
proving successful in actual use by retail lum- 
ber and building material dealers. 

The kind of sales training I have just been 
describing is the kind we intend to have in the 


We would like the salesman to 

study the best ideas and meth- 

ods that are proving successful 
in actual use 


Merchandising Institute’s program. It obviously 
is not possible for every dealer to go through 
that travel plan of training himself, or to put 


every one of his salesmen through that kind of, 


training; but it is possible for the Merchan- 
dising Institute to collect and organize for you 
and for every other dealer, and for all em- 
ployees, just the kind of information about the 
product and about the methods of selling it 
that I have indicated, and to put that informa- 
tion into clear, simple, and understandable form 
so that you and every other dealer and all your 
salesmen and employees can take advantage of 
it. The gathering, organizing, and clear pres- 
entation of such information is the job that 
the Merchandising Institute has put in the 
hands of Trade-Ways, which will do that job 
for us under the supervision and subject to the 
approval of members of our board of directors 
and a committee chosen by the secretaries. 
Trade-Ways’ first step in building the sales 
training program along the lines I have indi- 
cated was to prepare complete plans and in- 
structions for their field men, which we checked 
to make sure that they covered every possible 
point on which we wanted information. Those 
men are out in the field now getting the in- 
formation. You can not get at the facts about 
selling by sitting around a luncheon table. The 
only way to get the facts is to go out in the 
held and observe and question the men who 










are using them. Those field men are contacting 
leading dealers, leading salesmen, association 
secretaries, manufacturers and others, and they 
are learning what salesmen do and what they 
say, how they answer questions and what 
efforts they make to close sales. The field men 


To give a man a chance to apply 

the information presented, prac- 

tical problems requiring thinking 
will be presented 


then prepare as nearly a verbatim report as is 
possible of what was said and done. 

When they get through, there will be thou- 
sands of pages of such material covering what 
they saw and heard in dealers’ establishments, 
in association offices, and in manufacturers’ 
sales and technical departments. 

When Trade-Ways has completed the job 
of getting the facts as I indicated, they will 
sift all that material and prepare a written 
report for us of their findings, conclusions, and 
recommendations for the contents of our pro- 
gram. Our board and the secretary committee 
will check that report carefully, and, after it 
has been approved, we can be sure that the 
final conclusions and . recommendations are 
sound and practical. 

That will complete the first step in the 
preparation of our program: Getting the facts 
and the information. The second step is to 
make those facts and that information avail- 
able, in a helpful way, for use by dealers and 
their employees everywhere. It is one thing 
to collect and organize information; it is an- 
other and equally important thing to put out 
that information in such form that it will be 
studied and applied. The method which our 
three years’ study found most successful is to 
organize all the material in a sales training 
program covering the period of from six to 
ten months. That is long enough to cover the 
main sales problems in our industry, and not 
too long to prove tiring to those who .are 
enrolled for the program. The exact length 
will be determined after we have checked the 
Trade-Ways reports. 

In order to be thoroughly effective, a sales 
training program must contain three elements. 
In the first place, it must provide information. 
The Institute’s program will furnish this in 
the form of a series of comparatively short, 
practical text_-books, each containing about 60 
or 70 pages and each covering a section of the 
general subject matter. Don’t let the word 
“text book” scare you. The printed page is 
still the most helpful way in which to provide 
information so that it can be read, digested, 
studied, and retained for future reference. 
There are text books and text books, however ; 
and these text books of the Institute’s program 


Means of best applying the ideas 
locally will be discussed in sec- 
tional sales conferences 


The AMERICAN LUMBERMAN fre- 
quently receives requests from deal- 
ers for information as to available 
sources from which can be secured 
training in 
other helps, for those who are am- 
bitious to do a real job of serving 
their communities. 
dising Institute, discussed here by 
its president, H. W. Wilbur, offers 
an outstanding opportunity for 
sales training —EDITOR. 
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merchandising, and 


The Merchan- 


are not going to be academic books on lumber 
or building materials or salesmanship. They 
are going to be practical books, dealing with 
your daily problems, based on thorough field 
investigations, written in an interesting and 
stimulating style in the language you are ac- 
customed to using, and with plenty of illus- 
trations and incidents taken from the. day’s 
work. There will be from six to ten such 
books in the Institute’s program, which will be 
delivered to those who are enrolled for the 
course at intervals of one month. 

It is not enough, however, to give people 
information. The next step is to get them to 
do some thinking about the information we 
give them. That is not easy. One of the jobs 
of a real sales training program is to get peo- 
ple into the habit of thinking about their sales 
problems and the way to work them out. The 
way we will do is to include in each text book 
a sales case based on an actual sales interview. 
A complete account of the sales interview is 
given—just what is said and what is done; 
and each person who is enrolled for the course 
is asked, after reading the book, to comment 
on the various steps in the sales interview and 
to give his judgment on how the interview was 
handled. ' Each sales case is tied up closely with 
the ideas and methods presented in the current 
assignment, and gives the man a chance to 
apply those ideas to the case in hand. We do 
not ask him to write essays; we make it easy 
to indicate the answers on the questions asked, 


The course will give each man the 

benefit of the ideas and experi- 

ence of his fellow dealers and 
salesmen 


and to send those answers to us for comment 
and review. They are gone over by a com- 
petent staff and returned with a complete 
analysis of the sales case. : 

I want to emphasize that all of this material 
is presented in manuscript form to the board 
ef directors, and is passed on by them before 
a single word goes to the printer. The secre- 
taries committee too will pass on the manu- 
script, so that every bit of material when it is 
issued will be authentic and practical and in 
terms which reflect the dealer’s viewpoints and 
problems. : : 

After you have given people information and 
started them thinking about it, the next step 
is to make sure that they apply it. That will 
be done through sales meetings. . There will 
be a sales meeting on each section of the course 
to go over the current assignment and to dis- 
cuss how the ideas presented can best be 
applied locally. In organizations where three 
or more men are enrolled, we are going to 
recommend that the dealer or sales manager 
conduct the meetings with his own men. And 
to make it easy for him to conduct such meet- 
ings in a helpful way and make them interest- 
ing and constructive, there will be a specially 
prepared conference guide on each section of 
the course which will contain complete instruc- 
tions for conducting the meeting—what topics 
to assign in advance, how to conduct the dis- 
cussion of those topics, how to lead the discus- 
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sion to definite conclusions, and how to stage 
sales practice interviews in order to get the 
men in the habit of applying the ideas pre- 
sented. 

For one-man yards, and other small yards 
where there are only one or two men enrolled, 
we will work out plans for groups to get 
together and hold such sales meetings at a 
central point. With the help of the educa- 
tional director, your State or regional associa- 


AN OPPORTUNITY FOR 
DEALERS’ SONS AND 
AMBITIOUS EMPLOYEES 


Many dealers look forward to the time 
when their sons will be ready to come 
into the business and assume manage- 
ment responsibilities. Many of these 
young men now are entering their last 
years at college, or perhaps plan from 
high school to enter business. To train 
these boys and prepare them to do an 
intelligent and successful job of mer- 
chandising, this Merchandising Institute 
offers an exceptional opportunity. 

Perhaps dealers may have in their em- 
ploy ambitious young men as well as 
older employees whom they plan to en- 
courage and assist with a view to pro- 
moting them to places of greater re- 
sponsibility and usefulness. This Mer- 
chandising Institute course will afford 
an admirable opportunity for training 
without disrupting the routine of busi- 
ness. A letter to the president or sec- 
retary of the Institute will bring particu- 
lars of an opportunity that should not be 
overlooked. 


tion secretary or one of his field men will help 
to organize such groups and get them started 
on the right foot. One of the members of the 
group or an association representative will act 
as the leader at such meeting, and for that 
conference guide. Our committee found that 
among others, groups of printers held meetings 
of that sort with great success. There were 
scores of such groups and they not only held 
several hundred such meetings in connection 
with the first year of their training program, 
but they proved so interesting that they con- 
tinued to hold similar meetings in succeeding 
years. 

To summarize: The Institute’s program in- 
cludes a field study to get the facts about the 
successful selling ideas, methods, and pro- 
cedures which are in use by dealers in all parts 
of the country. That study is under way. It 
will be concluded and we will have our report 
early in October. The next step will be to 
organize, prepare, and present to you through 
a sales training program the information which 
every dealer and dealer’s employee should have. 
The sales training program will consist of in- 
teresting text books giving the necessary in- 
formation; of actual sales cases to get those 
who are enrolled thinking about the ideas pre- 
sented; and of sales meetings conducted as I 
have indicated in accordance with the con- 
ference guides which will be furnished to the 
leaders to help the men apply the ideas and 
methods covered in the program. 

Some of you may have been enrolled or 
heard about the similar program which was 
prepared and conducted by the Curtis Com- 
panies along these lines over ten years ago, and 
Johns-Manville more recently. Now we have a 
program which will be prepared as the result of 
our initiative, for ourselves, based on our own 
experience, and prepared entirely from our 
viewpoint. 

With the financing which FHA makes avail- 
able, one of the hurdles which has blocked us 
can now be readily surmounted. There is a 
clearer road ahead for the better salesmanship 
which I am confident the Institute’s program 
will make possible. 

The program will be ready to start by the 
middle of November, so. that all of us can 


make it an important factor in improving sales 
volume and profits in 1939. You will receive 
by the end of October a complete announce- 
ment about the program, covering the contents 
of the course and full facts about how you can 
enroll for it. Until the course is actually 
organized, we will not know surely just what 
the cost per enrollment will be, but we are 
sure that it will be less than $30 per man 
enrolled. That low fee is possible because of 
the co-operation and subscriptions from the 
National Lumber Manufacturers Association 
and its affiliated associations, the National Re- 
tail Lumber Dealers Association, and a number 
of the State and regional associations, the 
Asphalt Shingle and Roofing Industry, ar@l the 
Insulation Board Institute. Ordinary sales 
courses which are not even definitely related 
to our business cost anywhere from $75 to 
$150 per enrollment. 

However, I can tell you right now the bene- 
fits that you and every other dealer and all 
dealer employees will get from your enroll- 
ment investment. 

The first benefit is that you will receive 
through the sales training course, an authorita- 
tive, complete, and helpful summary of all the 
information that a dealer or dealer’s employee 
needs in selling lumber and building materials. 
That summary will be based on actual practical 
experience and will give each man the benefit 
of the ideas and the experience of all his fellow 
dealers and salesmen. 

The second benefit is that the course will 
act as a tonic for all dealers and their em- 
ployees. It will get them to analyze their 
present selling methods more carefully; it will 
stimulate them to apply new ideas; it will 
bring about the better salesmanship which we 
should have and can have. 

The third benefit is that the course will pro- 
vide a means for obtaining new salesmen. We 
need more salesmen—salesmen of the right 
kind. And I don’t mean salesmen who will 
merely go out and ask for a chance to bid on 
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of us, keep us out of a rut, and working on 
our toes. 

Fifth, the course will develop more aggres- 
sive and hard-hitting selling, and that will mean 
a better cashing in on the interest which is 
being created in home-building by the publicity 
of FHA and by the advertising and promo- 
tional efforts of the manufacturers who produce 
the goods we sell. 

These are important benefits. You can have 
them at a cost per man about equivalent to one 
week’s wages or less. Those benefits will mean 
easier sales, more sales, more intelligent sell- 
ing, a steadier volume of business. Those are 
the results that have been secured by similar 
sales training programs in other industries. 
With your co-operation and your participation, 
I feel sure that they can be achieved by you 
and by every other dealer in our industry. 

Watch for the announcement of the program. 
It will be the call of the retailers in the lumber 
and building material fields saying, “Come and 
get it.” 


The Merchandising Institute is an activity of 
the National Retail Lumber Dealers’ Associa- 
tion, in which it has the cooperation of the 
National Lumber Manufacturers’ Association 
and its affiliates, and of manufacturers of build- 
ing materials. Its officers are: 

President—-Hawley W. Wilbur, secretary- 
treasurer Wilbur Lumber Co., West Allis, 
Wis. 

Vice presidents—I. N. Tate, vice president 
Weyerhaeuser Sales Co., St. Paul, Minn.; J. 
S. Bryant, manager Asphalt Shingle & Roof- 
ing Institute, New York City, N. Y.; E. H. 
Batchelder, vice president The Insulite Co., 
Minneapolis, Minn. 

Treasurer—O. N. Cloud, vice president 
Peavy-Moore Lumber Co., Shreveport, La. 

Secretary—Paul S. Collier, secretary-mana- 
ger Northeastern Retail Lumbermen’s Asso- 
ciation, 82 St. Paul Street, Rochester, N. Y. 

Directors: H. W. Wilbur, Paul S. Collier, 0. 
N. Cloud, Adolph Korper, president Capitol 
City Lumber Co., Hartford, Conn.; C. I. Chey- 
ney, president Bailey Lumber Co., Bluefield, 








To aid them in promoting home building, model homes are kept in continuous circulation among 


Wisconsin dealers by Don S. Montgomery, secretary State association. 


Exact scale models of the Certi- 


grade Home and Quintuplets are here being looked over by (left to right): W. W. Woodbridge, 

manager Red Cedar Shingle Bureau; H. P. McDermott, Retail Lumbermen's Mutual Insurance Co. 

Milwaukee; Mr. Montgomery; Hawley W. Wilbur, Wilbur Lumber Co., West Allis, Wis., and president 
Merchandising Institute; and Ralph W. Hansen, field representative Red Cedar Shingle Bureau 





a job, but who will do a creative selling job 
and make competition in our business construc- 
tive instead of destructive. This program 
should prove a helpful factor in attracting new 
men to the business, make it easier to hire 
them and to put them on a money-making basis 
quickly, thus providing a tool for training men 
that will mean saving time and money for 
every dealer. 

Fourth, through the sales meetings to take 
up the various sections of the course, the pro- 
gram provides the means for developing greater 
interest, keener enthusiasm, more sustained 
confidence, and more successful effort on the 
part of the whole organization. Such discus- 
sions and such meetings help to liven up all 


W. Va.; J. S. Bryant, manager, and G. R. 
Stark, assistant manager, Asphalt Shingle & 
Roofing Institute, New York City; E. H. 
Batchelder; I. N. Tate; Charles R. French, 
National Lumber Manufacturers’ Association, 
Washington, D. C.; W. B. Greeley, secretary- 
manager West Coast Lumbermen’s Associa- 
tion, Seattle, Wash.; E. L. Saberson, vice- 
president Masonite Corporation, Chicago, III. 

Alternate directors: B. G. Dahlberg, presi- 
dent The Celotex Corp., Chicago, Ill.; C. C. 
Stibich, Tahoe Sugar Pine Co., Auburn, Calif.; 
S. V. Fullaway, Jr., secretary Western Pine 
Association, Portland, Ore.; A. S. Boisfon- 
taine, Southern Pine Association, New Or- 
leans, La.; W. W. Woodbridge, manager Red 
Cedar. Shingle Bureau, Seattle, Wash.; Joseph 
Sanders, The Insulite Co., Chicago, Ill.; W. G. 
Stromquist,-The Masonite Corp., Chicago, III. 
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It may take more than a few lines of classified 
advertising to secure 49 home building prospects 


er) RENT —but one home builder is a lifetime booster, at 
RECEIPTS no further expense to the dealer 

tlie renters have forgotten the advantages of a 

home—privacy, a yard for the children, stand- 
ent ing in the community, a more hopeful attitude 
7% toward life itself and, last but not least, property 
~~ which at any figure is 100 percent more valu- 
B able than a stack of rent receipts, even if the 

” latter are as thick as.a French fortification. 

sail Just as a matter of comparison, let’s see what 
reg happens to the “lucky” one of the forty-nine 
ana- prospects who rented the “six room, tile bath, 
880- kitchen, extra lavatory, garage, in a refined 
. neighborhood” for $90 per month. At the 
1 & end of a year he has spent $1,080; $2,160 at 
Ro the end of two years etc. Mrs. Jones still has 
field, bridge parties on Saturday afternoons and 


there’s no chance to get a nap. The Brown’s 
radio starts just a little too early on Sunday 
mornings, and the children are continually 
skinning their knees and elbows while playing 
on the concrete court. The park is too far 
away for them to play unless they are driven 
there in the car. A window box is the extent 
of any lawn or flower garden, and walking 
up three flights of stairs isn’t the most pleas- 
ant exercise in the world. 

At the end of ten years, he has collected 120 
receipts, still doesn’t own a nickel’s worth of 
property and has spent $10,800 in rent. In 
fifteen years, the receipt pile has increased to 
180 and $16,200 has gone by the way. At the 
19 20 21 22 23 24 25 26 27 28 29 30 31 32'33etc, end of 20 years, 240 little pieces of paper indi- 


cate that the sum of $21,600 has gone for 
r-e-n-t. 

Investigate 

Our Building Loan 
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This Building Loan Table Shows Payments 


In ten years, at $88.75 per month, the 
on Each $1,000 Borrowed 


“lucky” renter could have paid for a $7,800 
home; in fifteen years, at $89.27 per month, 
he could have owned a $10,000 home; and at 
the end of twenty years, he could have owned 
a $12,000 home acquired on payments of $88.55 
per month. 


Amount Interest Due on | Tax&Ins. | Total Amt. 


Borrowed | Due at §%| Principal | Estiengted | Due Es. Yr. 





















a ° Of the forty-nine prospects for the $90 apart- 
Corti Ser Vice ment, there were possibly thirty who had suffi- 
ridge, cient funds for — 5 ge bg homes — 
- able for their needs. It is safe to say that 
sident Ther e Is None BETTER! five of the group could have: been sold the 
eau ‘ minute they were shown a typical house they 
——w WE FURNISH EVERYTHING could afford, and were ages the — on 
3 low, monthly terms, terms that wou ave 
ok FOR A COMPLETE HOME surprised them simply because no one else had 
y. H. gone to the trouble to tell them about modern 
‘ench, financing. 
ation, The rush to rent the $90 apartment isn’t an 
mee! isolated case. People still rent. Most renters 
— are prospective home builders, The Clem 
ig Til. Lumber Co., Dallas, Texas, found out, through 
presi- pit Rk. 3. WYYrrrreeier ee 4 interest and results from the advertisement, 
c. C. MONTHLY COST: FOR A 64,000.000 LOAN ............ 37.16 : _ shown to the left, that most people ‘Sust hadn’t 
alif.; MONTHLY RENT FOR A $4,000.00 HOME ............... we 2500 Live Oak 7-891f stopped to realize that it was so easy to own 
Pine ei a home and how they were wasting their 
isfon The above advertisement was one of the most successful ever used by a Dallas dealer. The informa- money by renting.” Surely then it is worth- 
f oa tion was nothing new—but it was news to many renters who, because of its message, became home while for every dealer to spend the necessary 


time and money to “uncover” this information 
for his share of prospective home owners, 


builders. Buying a home under the FHA plan, at less interest than that computed when the advertise- 
w. G. ment was used, is even more to the owner's advantage 








On July 1, 1937, the firm of F. X. La- 
Liberte & Sons, of Southbridge, Mass., 
an old and successful general contracting 
firm, decided to embrace a new field, and 
accordingly opened a modern lumber and 
building material yard and store. To run 
this new enterprise, Mr. LaLiberte, now 
retired, chose his daughter, Mrs. Tapin. 
We spent the greater part of a day at the 
yard, and, if we are any judge of execu- 
tive capacity and merchandising ability, 
Mr. LaLiberte knew exactly what he was 
doing when he selected Mrs. Tapin as the 
manager of the new materials store. 

Southbridge is a manufacturing town 
with a population of about 17,000. In the 
early summer of 1938 there were about 
forty-five residences under construction, 
and four or five major construction proj- 
ects. The houses were all small ones, 
being built without FHA financing. As 
the early summer business was being com- 
pleted, the company was considering the 
possibility of constructing fifty small 
houses with FHA financing, although no 
definite decision had been reached in re- 
gard to undertaking this project. 

Added to the volume of materials being 


View at right of entrance to office and 

display room. Kitchen display is at left, 

and order counter at right. Mrs. Tapin's 
office is at rear 


Uptodate Materials 
Store Is Opened by 


Bay State Contractor 


Outside view of office and main display 
room of Southbridge Lumber Co., South- 


moved for new buildings, the company 
was making very good over-the-counter 
cash sales. To get this business, very 
definite merchandising facilities and poli- 
cies have been set up. The display room, 


Rack for displaying 
doors, which pull out 
on rollers 


modern in every respect, is divided into 
departments. At the left, as one enters 
the door, is the builders’ hardware sec- 
tion. Like all other departments, this one 
has its manager who spends all of his time 
on hardware alone. A photograph shows 
R. W. Guertin, the hardware manager, 





bridge, Mass. 


behind the counter. Concealed lights fur- 
nish the illumination for the display board 
in the background. Behind the display 
rack is the hardware storage room. Mr. 
Guertin, in addition to taking care of the 


SOLER EASE LE IGS 





| 


counter trade, spends considerable time 
out in the town soliciting business. All 
items on display are marked in code, and 


Wallpaper department in paint store. 
Behind display is room for customers to 
examine rolls of paper 
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the RETAILER 


Woman Manager Pushes Sales by Win- 

dow Displays, Attractive Interior Exhibit, 

Colorful Mailing Pieces and Newspaper 
Ads, and Personal Salesmanship 


the sales price is marked on the boxes in 
the store room. Mr. Guertin has spent all 
of his business life in the hardware indus- 
try, and has some definite ideas on hand- 
ling that class of merchandise, and par- 
ticularly with regard to delivering it to 
construction jobs. 

“The only safe way to send good build- 
ers’ hardware to a job,” he said, “is to 
ship it out of the yard right along with the 
material it belongs to, marking it plainly 
before it is loaded, and wrapping it care- 
fully for protection.” 

To keep cash sales built to a strong, 








steady volume, Mrs. Tapin uses two ad- 
vertising media. The: first is the local 
newspaper, and the second is a series of 
direct mail pieces. These are sent out 
every week, and are designed to tie in 
with seasons, holidays and special events 


Large glass and glazing department 


R. W. Guertin, man- 

ager of hardware 

department, behind 
counter 





whenever possible. These mailing pieces 
are 8'%4x11-inch colored paper, the color 
changing each time. Every piece is illus- 
trated by using a mimeoscope, and the 
reading matter is mimeographed. The 
mailing list includes about 200 names in 
the Southbridge area, and 50 in the 


neighborhood of Spencer, where the com- 
pany owns a small yard. 


HAS MODERNISTIC SALES ROOM 
AND SEPARATE PAINT AND 
WALLPAPER BUILDING 


In addition to the hardware depart- 
ment, the main sales room contains two 





kitchen exhibits, some unpainted furni- 
ture, a door rack,-panels for flooring and 
decorative insulation-board, and numerous 
applications of various interior materials. 
The interior design is modernistic, and 
strategically located is a large order coun- 
ter. Two delivery trucks are maintained 
for the specific use of the yard. In an- 


other: building, constructed with the idea 
of providing as many display windows as 
possible, is the paint and wallpaper de- 
partment. There is perhaps at least $3000 


View down main alley of large, closed 
lumber shed 


worth of paint on the shelves of this store. 
In the rear is a glazing department in 
which a large stock of glass is kept. 


STORE IS A PERPETUAL EXHIBIT 
OF BUILDING SPECIALTIES 


Every staple commodity used in ordi- 
nary construction, including all hard ma- 
terials, is handled in the yard, and in addi- 
tion, every specialty on which there is apt 
to be a reasonable turnover is displayed 
and advertised. By rotating these specia!- 
ties with the seasons, there is always a 
popular leader available to use as a fea- 
ture on the direct mail advertising pieces. 

(Continued on page 59) 


Part of large paint store with stock valued 
at more than $3000 
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Texas Line-Yard Company 


Broadcasts News Program 

SAN ANTONIO, TEx., Sept. 19.—To 
help the public keep in touch with world 
events from day to day, the Alamo Lum- 
ber Co., with retail yards in thirty-three 
South Texas cities and towns, is now 
sponsoring a 15-minute newscast every 
night over Radio Station KTSA. The 
program is broadcast from San Antonio 
and first went on the air Monday, Aug. 
22. 

The commercial talk, which comes in 
the middle of the news program, features 
the FHA Title I, concerning repairs and 
modernization ; also occasionally features 
Title II, emphasizing that a modest home 
can be built, with very little cash pay- 
ment, at a monthly cost that does not 
exceed the usual rent for such a home. 

Decision to sponsor this nightly news- 


cast for benefit of the people in the terri- 
tory it serves is in line with the progres- 
sive spirit shown by the Alamo Lum- 
ber Co. throughout the 35 years it has 
been a factor in the development of South 
Texas. 

Commenting on results from this form 
of advertising, President George C. 
Vaughan informed the AMERICAN LUM- 
BERMAN: 

“Our various yards report that they 
are having a good many inquiries coming 
from these broadcasts, and a reasonable 
number of sales are being made. The 
news program seems to be wanted by 
nearly everyone, hence more than the 
usual number of people listen in when it 
is in progress. Of course, it is a new 
venture with us, and we are as yet un- 
able to fully determine its actual value.” 

At the age of 80 years, President 
George C. Vaughan, one of the original 





mesh, was in black. 





Timely Tia for Dealers 


Many kinds of clever and convenient racks for storing and displaying 
screening have come to the attention of the AMERICAN LUMBERMAN editors, 
but one of the simplest and most efficient seen recently was in the shed of 
the Ridge Lumber & Supply Co. at Gary, Ind. Made of wood, the rack 
is perfectly horizontal and takes up little space. 





accompanying picture it is divided into ten compartments on each side, 
each of which contains a roll of screening of a certain width. The width 
in inches is shown on a typewritten tab inserted in a holder above each 
storage pocket. A specially interesting feature of the rack was the painting 
of the side holding the galvanized screening with aluminum paint, for 
quick identification, while the opposite side, containing the black wire 


As may be seen in the 








incorporators, is still active in directing 
affairs of the big enterprise. Other offi- 
cers are Curtis T. Vaughan and E. L. 
Powell, vice presidents; R. A. Dawson, 
secretary, and R. F. Vaughan, treasurer. 





Chance to Pick Up a Dollar or 


Two, For a Letter 


It will pay any dealer or employee 
who has a good method for displaying 
sales literature furnished by manufactur- 
ers, to carefully read what follows, for 
we are offering a couple of cash prizes 
for the best plan. Here’s the proposi- 
tion—A Missouri dealer, who operates 
three yards, writes us as follows: 


“We are much interested in the articles 
appearing from time to time in the 
AMERICAN LUMBERMAN describing sys- 
tems and plans used by retail lumber 
dealers. We would at this time be par- 
ticularly interested in ideas for a neat and 
orderly rack for holding advertising 
literature furnished by manufacturers. 
We find this literature very helpful in 
selling their products, but our chief diff- 
culty is in keeping it so as to be readily 
accessible when talking to a customer. 
If you can give us any ideas as to how 
other dealers handle this type of ma- 
terial, we would appreciate hearing 
from you.” 

For the best answer to the above let- 
ter received before Oct. 12 we will pay 
$2; for the second best answer, $1. A 
photograph or rough sketch of the rack 
or device will be helpful, but is not re- 
quired. An extra allowance will be paid 
for any picture printed. 





These Dairy Farmers Favor 
White Painted Buildings 


Writing the AMERICAN LUMBERMAN, a 
Park Ridge (Ill.) correspondent says that 
the farmers in his locality—particularly 
those specializing in dairying—are show- 
ing a marked preference for white, when 
painting or repainting their buildings. He 
asserts, in fact, that during the last year 
or so more than 100 farm buildings in 
Cook and McHenry counties have been 
repainted white. Some owners have 
waited until erecting one or more new 
buildings on their farmsteads, and then 
have painted everything uniformly white. 
The reason commonly given is that white 
symbolizes cleanliness and, therefore, is 


especially appropriate for dairy farms. 


Another specific advantage claimed is that 
advertising or lettering of the farm’s 
name or products shows up stronger in 
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black against a white background than any 
other combination. One man who has a 
farm in McHenry county, but lives in 
Park Ridge, has built five new buildings 
on his farm this year, all of which he 
painted white, and at the same time also 
had the existing house, barn and silo re- 
painted white. 





Gives Movies a Boost 


CHEYENNE, Wyo., Sept. 19.—The P. 
J. Black Lumber Co., this city, went off 
the beaten path in its advertising last 
week when it ran a two-column ad, six 
inches deep, which said: 

“To a bigger and better motion picture 
year, and to our local movie houses—al- 
ways the tops in entertainment.” 





Tomato Crop Injects Cash 
Vitamins Into Community 


HoicGate, Ouro, Sept. 19—How di- 
versification of farming, especially the in- 
troduction of some new “cash crop,” can 
create or add to the prosperity of a com- 
munity, is being vividly illustrated here, 
where the largest crop of tomatoes in 
years is now being gathered. In dollars, 
it means, according to local people, 
around $350 a day paid to the tomato 
growers hereabouts over a period of six 
weeks or so. 

The harvest is in full swing, and the 
Holgate Lumber Co., which is the local 
receiving ‘station, is taking in an average 
of 8,000 hampers a day. It takes three 
hampers to make 100 pounds. 

The saga of the annual tomato harvest 
and the resultant trek to market is in- 
terestingly told by the local newspaper 
—the Holgate Review —as follows in 
part: 

“An average of 15 trucks, the big kind, 
tote tomatoes out of Holgate every night. 
Tuesday 12 trucks were being loaded at 
one time. The big transports haul 540 
baskets. Some of them go to Bowling 
Green, and when that plant is swamped 
they are routed direct to the Heinz main 
cannery in Pittsburgh. 

“The contract growers still are getting 
$12 per ton for tomatoes dumped in Hol- 
gate. The crop is so abundant that the 
non-contract farmer finds himself without 
a market. The non-contract grower fig- 
ured on a short crop this year and then 
he would be in position to demand a price, 
but the elements and nature crossed him, 
and the husbandmen who signed up are 
disposing of their wares as fast as they 
can get them to market. 

“When the farmer picks his tomatoes 
clean the vines continue to bear until the 
first killing frost. On an average that 
jee come some two or three weeks from 
ate. 

“A matter of 8,000 hampers daily 
means some $350 per day paid out to 
local growers over a period that by all 
reasonable expectation, ought to endure 
six weeks. No mean sum. And tomatoes 
are just one of the new things that have 
been added to the local income here- 
abouts in the last few years.” 
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A Good Paint Stunt—Why 
Don't You Try It? 


A visual education in the benefits of 
paint is being taken home with them by 
motorists from all sections of the nation 
who travel on U. S. Route 25 south of 
Middletown, Ohio. The fact that scores 
of people have stopped to study the 
“lesson” presented by the house shown 





This half-painted house near Middletown, 
Ohio, is attracting considerable attention 
to the paint manufacturer 


in the accompanying picture is proof of 
the public’s interest in what paint can 
do to improve appearance of a dwelling. 
Here is an idea that could be carried out 
by any retail lumber dealer in his trade 
area. 

Driving along the highway recently, 
a representative of the AMERICAN LuM- 
BERMAN was impressed by this type of 
paint advertising by a manufacturer, so 
stopped to get a few facts. He learned 
that a month before du Pont had sought 
permission from Mrs. Nancy Bishop, 
owner of the house, to paint half of the 
wood residence this year and allow it to 
remain that way for twelve months. 





Two signs like this one direct one's attention 
to the ep we om effects of paint on 
dwellings needing it 


Next summer the other half of the house 
will be given two coats of paint, and, 
then, the whole will receive a third cover- 
ing. In its-“before and after” present 
condition the structure is more effective 
than a dozen billboards would be pro- 
claiming the merits of paint. The sign 
shown here is seen by south-bound traf- 
fic, while a similar one faces motorists 
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approaching the demonstration and 
headed north. 

“Lots of folks have stopped to look 
and take pictures,” it was said by Mrs. 
John Chambers, who occupies the house 
with her husband and family. “The paint 
people picked this house for the project 
because it is half way between Cincinnati 
and Dayton and is seen by thousands of 
travelers every day. It is kind of con- 
spicuous, but we don’t mind for it will 
look fine when finished.” 

When calling at the Denny Lumber 
Co. in Middletown later, the writer was 
told by George E. Denny that the com- 
pany was feeling beneficial results from 
the demonstration. The firm added the 
du Pont line of paint to its stock about 
six months ago and has enjoyed a good 
business. Paint and allied products were 
never handled by the concern before. 





Dealers Co-operate to Educate 
Building Public 

Tuxsa, OKxa., Sept. 19.—Sixteen of 
the larger lumber merchants of this city 
are sponsoring a campaign of education, 
to inform the building public of the false 
economy of using cheap, inferior, green 
and unseasoned lumber. 

The ads tell of the free inspection serv- 
ice which the Tulsa testing laboratory 
maintains for the benefit of builders, 
prospective builders, lending agencies 
and architects. Through this laboratory, 
which is maintained by national lumber 
and material manufacturers, the local 
engineer will inspect and certify as to 
the true grade standard of all lumber 
submitted. The firms taking part include: 

Kiowa Lumber Co., Long-Bell Lumber Co., 
T. E, Montgomery Lumber Co., O. K. Lumber 
Co., Rounds & Porter Lumber Co., Service 
Lumber Co., Stephenson-Browne Lumber Co., 
W. E. Winn Lumber Co., Blankenship-Catlett 
Lumber Co., T. J. Carter, Crews Lumber Co., 


Curd Lumber Co., Dickason-Goodman Lumber 
Co., and the Hanna Corp. 


The Houses That WPA Builds 
For About $25 Each 


During the last year or two, large- 
scale construction of little villas, of the 
type described in the literary works of 
Chic Sale, has furnished considerable 
employment for WPA workers, and, tak- 
ing the country over, has consumed no 
small amount of lumber. How the prop- 
osition is being handled in territory near 
Chicago is told in a news story appear- 
ing in the Tribune, of that city. Presum- 
ably about the same technique is in vogue 
in other localities, so it may afford deal- 
ers generally a suggestion as to how they 
may sell some lumber. Many dealers of 
course have long since “staked out” this 
field in their localities, and some have 
boldly gone after the business with large 
newspaper advertisements, featuring the 
sanitary superiority and the better ap- 
pearance of the WPA product. The Chi- 
cago Tribune story follows: 

Gay little back yard buildings of the newer 
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age of leisure will soon be dotting Lake county’s 
landscape. The people want them. The WPA’s 
specialists are ready with their hammers and 
scrollwork saws to build them. 

They will be cute as a bug’s ear. And if they 
all look exactly alike, a little paint and an 
artist’s touch here and there can make them 
different. 

They'll cost about $25, delivered and in- 
stalied, in the duplex home size. It’s a low 
price and you can buy as many as you wish. 

Building them is the WPA’s idea. The Lake 
county board of supervisors gave the plan its 
blessing at a merry session in Waukegan yes- 
terday by agreeing to pay $20 a month rent on 
the factory building at 122 Dugan street, Wau- 
kegan (Ill.), in which they will be turned out. 

The architecture is to be modern but not 
extreme, according to Daniel Hentges, chair- 
man of the board of supervisors. 

Getting one is as simple as the architecture. 
Just telephone your lumber dealer, give him 
your name and address, mention the new WPA 
project, and give him some idea about the size. 

Folks with cottages in the lake region couldn’t 
wait. Even before the board of supervisors had 
approved the plan, they sent in their applica- 
tions. And now the specialists have 350 advance 
orders. 





Here's a Hopping Big Product 
of a Big State 


From E. P. Hobbs, secretary-treasurer 
of the People’s Lumber Co., Conroe, Tex., 
the AMERICAN LUMBERMAN has received 
a number of attractive photographs of 
buildings and scenes in that thriving east 
Texas city. A striking picture included 
with the group is that of one Texas prod- 
uct that is always a source of especial in- 
terest to visitors to the Lone Star State. 
This is a picture of a Texas jackrabbit. 
Jackrabbits in Texas grow to unusual 
size, but the one, the picture of which was 
sent by Mr. Hobbs, apparently must have 
been the grand-daddy of all of them—and 
probably dates back to the time of that 
historic lumber character, Paul Bunyan. 





Only in the big State of Texas can you find 
jackrabbits like this 


The People’s Lumber Co. early this 
year succeeded the Day Lumber & Tim- 
ber Co. of Conroe, having purchased the 
interests of that company. Commenting 
on this thriving east Texas industrial cen- 
ter, Mr. Hobbs said: 

“Our small city, located 40 miles north of 
Houston, developed an oil field about six years 
ago. Today we have about 1,000 producing 


oil wells, and it is generally conceded that this 
is one of the most systematically laid-out oil 
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fields in the United States. We are proud of 
our town and its people. It is not overrun 
with retail business concerns, and we have 
never experienced a boom; but have had a 
steady growth of home building and remodel- 
ing of old structures and business houses, 
Within its corporate limits this town has ap- 
proximately 7,000 inhabitants; supports four 
retail lumber yards, all of which are doing a 
nice business. We have a large lumber manu- 
facturing plant located within our city limits 
and several smaller mills all around it. We 
have just finished a beautiful city-county hos- 
pital, and soon another large grade school 
building will be under construction. We have 
one of the finest school systems in the United 
States, considering the size of the county and 
the community.” 


With reference to the AMERICAN LuM- 
BERMAN, Mr. Hobbs says: “We enjoy 
reading the AMERICAN LUMBERMAN and 
find it full of helpful data. It is educa- 
tional and supplies the solution to many 
problems that confront the average lumber 
dealer every day.” 

Conroe is the home of the Conroe Lum- 
ber Corp., one of the group of five mills 
whose products are marketed through the 
Angelina County Lumber Co., Keltys, 
Tex. 





Magnolia's Beauty in Millwork 
Earns It Popularity 


Crossy, Miss., Sept. 19.-—In its manufactur- 
ing operations here, the Crosby Lumber & 
Manufacturing Co. is featuring the production 
of magnolia trim and molding. The company 
has some very fine magnolia and is offering 
it to the trade worked into casing, base and 
any kind of molding. This stock is cut to 
length and wrapped, and all of it is sanded 
and run from kiln dried stock. Magnolia has 
become quite popular, as it takes a beautiful 
finish. It takes paint well and makes an 
attractive job. Included in the equipment of 
the Crosby plant here is a modern glue press, 
which enables that concern to work up and 
supply to the trade attractive wall panels. 





South Haven (Mich. retail lumbermen participated with three floats in the Main Parade, Sept. 3, of the city's four-day Peach Festival, 
celebrated gayly with the aid of neighborly cities in the State's resort section. Winkel Lumber Co. (left) showed the largest red- 
South Haven Lumber Co. (center) exhibited a coal stoker. Michigan Shore Lumber & Supply Co. (right) 
of a summer cottage, price-tagged $275 and decorated in the spirit of the carnival 


wood plank in Michigan. 


paraded the “makings” 
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First Northwestern Success 
Stories Contest---Theme ls: 


“Soliciting Our Share of the Consumer’s Dollars (Sales)” 


Amemcanfiimberman 


FIRST PRIZE—Robert C. Leachman, Des Moines, Iowa 


Some smart man once said: “Build a 
better mouse-trap and the world will 
make a path to your door.’’ While this 
slogan might have been very appropriate 
for the age in which it was written, it is 
not true today in most cases. So far as 
the lumber and building material business 
is concerned the public is not going to 
beat a path to the lumber yard unless by 
some ingenious method we are able to 
induce it to do so. That method, in my 
opinion, can be briefly described as a 
campaign of persistent salesmanship and 
advertising of the modern 1938 variety. 

We in the retail lumber business have 
realized for some time that there is a vast 
amount of potential business in each com- 
munity that can be obtained if we can get 
our prospects to see that the repairs and 
improvements needed on their property 
would enhance the value of their homes 
many-fold. Many people come in to our 
yards and ask the cost of certain im- 
provements, but if the inquiry is followed 
a little later we find that the prospect has 
used his money for a new automobile, or 
some persistent salesman has called at the 
house and sold his wife a new radio or 
washing machine. 


A MARKET SURVEY 

Confronted with these facts, we decided 
to make a survey of our rural territory 
to find out just how much potential busi- 
ness there was for 1938. We took a terri- 
tory within a radius of fifteen miles of 
our plant, and divided it into three dis- 
tricts. We then called a local business 
school and employed three young men, 
ranging in age from 21 to 23, who owned 
automobiles. These young men were 
first given a week’s schooling on the prod- 
ucts which we sell. The Red Cedar 
Shingle Bureau gave us its entire co- 
operation, not only by supplying us a 
great deal of valuable literature, but also 
by assigning a technical man to instruct 
these men on the merits of red cedar 
shingles. 

They were then given a brief schooling 
in insulation and insulation products, and 
a day was devoted to the technicalities 
of gypsum products. While they were 
given price lists covering all items, they 
were instructed not to go into detailed 
cost, but to find the prospects, report 
them to our office, and we would send 
one of our regular salesmen out to make 
the sale. They were each assigned a 
territory and instructed to call at each 
house in that territory. A card system 
was used and each man was instructed to 


get the name of the owner, his address, 
the name of the tenant, list the condi- 
tion of all buildings, roofs, sidewalls etc., 
and also list any work contemplated or 
desired. 
salesman at each call, whether the pros- 
pect was interested in work or not. Our 
men were also given a large shopping bag 
with our name prominently displayed on 
the outside, under which was the list of 
the products we sell. In this bag was 
placed descriptive literature of these prod- 
ucts. After consulting the owner or ten- 





The AMERICAN LUMBERMAN is pleased 
to present herewith the first-prize winner 
in the First Success Stories Contest, con- 
ducted by the Northwestern Lumbermen’s 
Association, Minneapolis, Minn. The 
prizes were: $10 for first, $5 for second 
and $1 to each of the ten receiving hon- 
orable mention. 

The winner of the first prize was 
Robert C. Leachman, of the Leachman 
Lumber Co., Des Moines, Iowa; second 
prize was awarded to C. N. Lundsten, 
Lundsten Lumber Co., Delano, Minn., 
and honorable mention was accorded ten 
additional contestants, as follows: 


C. W. Durian, David L. Triggs, 
Wellman, Iowa Pine River, Minn. 


Philip K. Lothrop, W. Don Smith, 
Cherokee, Iowa Deadwood, S. D. 


0. C. Olson, C. A. Jones, 
Maddock, N. D. Donnellson, Iowa 
Earl A. Magnuson, C. J. Olson, 
Esmond, N. D. Fessenden, N. 

H. F. Durow, H. M. Waldron, 
Max, N. D. Hettinger, N. D. 





ant, our man would leave him one of our 
pencils, which we found always accept- 
able, and give the shopping bag containing 
the literature to the lady of the house. 


OLDEST WOOD SHINGLE ROOF 


To add impetus to this campaign, we 
announced a cash prize contest for the 
oldest wood shingle roof in use. This 
announcement was made in newspaper 
ads, and also in a broadside which was 
given out by the salesman on every call. 
At this point we might say that this 
contest created considerable interest and 
brought in many entries. The first prize 
was given for a roof seventy-one years 
old, and the newest roof in the list of five 
prizes was fifty-eight years old. 


TRAINING THE SALESMEN 


The three salesmen were at our office 
at eight o’clock each morning, and we 
would have a short meeting, going over 


A card was made out by the - 


4! 


each card from the 
day before, and 
mapping out recalls 
on immediate pros- 
pects. We made 
three files for these 
cards. The first file was for immediate 
prospects—people who were going to have 
some work done within a short time. 
The second file was a call-back file, for 
those who did not intend to have any 
work done, or who requested that our 
men call back. The third file we called 
the “dead” file, which included those 
prospects whose work was already started 
or finished, and those who for various 
reasons were not interested. Each sales- 
man would go over the cards he turned 
in, to be sure he had them in the right 
classification. At the end of each morn- 
ing meeting the men would get a new 
supply of prospect cards, bags and pen- 
cils, and continue their house-to-house 
canvass. 


RESULTS OF SURVEY 


Within a period of six weeks these men 
had traveled approximately 3,400 miles, 
including many call-backs where people 
were not at home, or desired to see them 
later. They had called on 874 home own- 
ers or tenants. Of the 874 calls, only 366 
were not interested in any improvements, 
were buying from a competitor, or had 
just completed their work. This left a 
live-prospect file of 508, 185 of which 
were definitely interested in doing some 
work in the very near future. Going over 
the cards of these 185, we made the fol- 
lowing tabulations : 

The prospects for new buildings were 
divided as follows: 

24 Corn Cribs 

19 Barns 

6 Hog Houses 

5 Chicken Houses 

1 Granary 

Néw roofs took the lead in the im- 
provement or remodeling bracket. In 
this bracket we found the following pros- 
pects : 


120 New Roofs 
17 House Remodelings 





20 New Houses 
14 Garages 

7 Sheds 

1 Brooder House 


28 Painting Jobs 
16 Building 


21 Insulation Remodelings 
29 Fencing 35 General Repair 
13 Concrete Work 4 Porches 


The tabulation of cards in the call-back 
file of work to be done later, or improve- 
ments needed in the very near future, 
summed up with: 


156 New Roofs 12 New Flooring Jobs 
65 Remodeling Jobs 32 Fencing Jobs 


(Continued on Page 59) 











GENEVA, ILL., Sept. 19—A good ex- 
ample of what a small lumber yard can 
do in the way of staging a modern home 
and building material exhibit was demon- 
strated Sept. 15-17 by the Geneva Lum- 


ber & Builders Supply Co. The success 
of this venture, which Samuel Smith, 
manager, intends to make a semi-annual 
event, is testified to by the attendance 
of 1,000 people. A special attraction on 
the last day was the showing of two mo- 
tion pictures, “Trees and Men” and “Coal 
Bin of America”. Since the company 
handles both lumber and coal, the movies 
constituted excellent educational merchan- 
dising for they showed how lumber is 
manufactured and how coal is mined. 
Three good prospects for new houses 
were developed during the exhibit, and 
results are expected from other seeds of 
interest sown. The company’s double 
garage was transformed into a spic-and- 
span display space for the three days by 
spray painting the walls and ceiling and 
scrubbing the floor. Tables were set up 
around the walls and were filled with 
samples of building materials, and stacks 
of literature published by manufacturers 
whose goods are sold. Three Weyer- 
haeuser model houses built to scale oc- 
cupied a table in the center of the garage 
and attracted probably more attention 
than any other one exhibit. Several 
enlarged photographs of demonstration 
homes hung on the walls and attracted 
further attention. Mr. Smith told the 





One corner of the exhibit space was de- 
voted to a display of some millwork 








The office of the lumber company is sur- 
rounded by neatly landscaped lawn 





AMERICAN LUMBERMAN representative 
that several bills of materials for new 
houses had been sold by the firm this 
year, and that most of them were FHA 
financed through the State Bank of Gen- 
eva. Most of the loans are for 80 per- 
cent, it was said. 


STOKER IS DEMONSTRATED 


A feature of the local company’s ex- 
hibit was the stoker which was demon- 
strated by Charles G. King, sales mana- 
ger of the Fox Valley Stokol Agency. 
The Geneva Lumber & Builders Supply 
Co. has had the agency for Stokol in the 
south half of Kane County and all of 
Kendall County since August, and ex- 
pects to do a good business with the 
units which are a companionate line for 
its coal. A number of prospects for the 
stokers were developed at the exhibit, 
where people were shown exactly how 
one operated with accompanying explana- 
tion by Mr. King. 

Housewives who visited the materials 
show evidenced a lot of interest in the 
complete kitchen assembly against one 
side of the display quarters. The cabi- 
nets are made by a Geneva concern which 
supplies a national manufacturer of 
plumbing equipment with them. 


MANAGER FINDS PERSONAL CALLS 
RESULT IN SALES 


Mr. Smith spends at least one-third of 
his time out in the territory making 
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Townsfolk 
Stimulated 


By Show In 
Small Yard 


personal calls on customers and prospects. 
He has been manager of the yard for 
only six months, and is using every pos- 
sible means to stimulate trade. Adver- 
tising is placed in the local newspaper 
regularly. Farmers in the area are being 
called upon and receive manufacturers’ 
mailing pieces. Seven large billboards 
have been erected in the past month to 
publicize the company’s line of stokers, 
and three salesmen in addition to Mr. 
King are pushing them. 

“The most effective selling a dealer can 
do is by getting out and talking to peo- 
ple,” Mr. Smith says. “I’m going to fol- 
low up this building material show with 
personal calls on as many of the livewire 
prospects created as it is possible to see. 
I don’t want those folks to have time to 
‘cool off’ before I have a chance to talk 
their needs over with them. As far as is 
humanly possible, I am meeting everyone 
who attends this three-day show and see- 
ing to it that he learns everything he 
wants to know about the material in 
which he has a particular interest.” 

Many of the people who came to the 
yard during the three days of the exhibit 
had received personal invitations from 
Mr. Smith. Others were invited by let- 
ters, posters in local store windows, and 
newspaper space. The weather finally 
co-operated on Saturday, the last day of 
the event, with lots of sunshine and higher 
temperatures. All of the 200 seats pro- 
vided for the spectators at the motion pic- 





Women who visited the three-day show 
were interested in this kitchen layout 
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Manager Gets Several 
“Active” Prospects For 


New Homes As People 
See Models, Plans, and 


Photographs -- Dealer 
Spends One-Third of 


Time On Personal Calls 


tures in the lumber shed were filled at 
both the afternoon and evening showing. 


NEW DISPLAY WINDOW IS SALESMAN 


A new show window has just been 
huilt in one end of the nail shed, and, in 
addition to improving the appearance of 
the property is a good salesman, since it 
is next to a much-traveled sidewalk. The 





These model houses made to scale caught 
the attention of every show visitor 





space where the attractive window now 
is formerly was the solid back wall of 
the nail storage place. After Mr. Smith 
decided to transform it into something 
useful, he asked the Celotex Corp. to de- 


sign. back and end walls and the ceiling. 
This was done with attractive results, and 
a flooring company co-operated by laying 
hardwood samples to show six different 
grades and finishes. A mantel is shown 
against the back wall, a corner cabinet 
is on the right, and two storm doors bal- 
ance the display on the left. 


Parade Float Features Pike’s Peak 


This unusual and very attractive float, 
designed and built by the Crissey-Fowler 
Lumber Co., Colorado Springs, Colo., 
was a striking feature of the recent Labor 
Day parade held in that city. As every- 





one who has visited Colorado Springs 
knows, the one inescapable and unforget- 
able feature of its mountainous environ- 
ment is the world famous Pike’s Peak. 
Hence it was appropriate that the above 
lumber company should build its float 
around that central figure—or a very 
realistic representation of it. It is equally 
appropriate that space on the float also 
should be given to a miniature model 
house, emphasizing the company’s busi- 
ness of supplying materials largely for 
homes. 

All of the work of constructing and 
decorating the float was done by mem- 
bers of the Crissey-Fowler Lumber Co. 
organization. As may be seen from the 
picture, the cab and hood of the truck 
were completely covered by a_ house, 
made of Upson board. The roof of the 
house is painted green, and on it is let- 
tered in white the slogan: “Serving the 


Pike’s Peak Region for Over 60 Years.” 
The lower part of the float is covered 
with muslin, stretched on a frame, with 
strips of black cloth to make the panels. 
The cluster of streamers on each black 





Rear and side view of 
parade float built by 
Crissey-Fowler Lum- 
ber Co., Colorado 
Springs, Colo. 





strip is made of shavings, with a red 
painted wood disk at the top. 

The painting of Pike’s Peak is on Up- 
son board, the picture appearing on both 
sides, so that the float appears the same 
from whichever side viewed. Below: the 





Side view of float— 

Note the outline of 

Pike's Peak, and the 

miniature house over 
the cab 


MENT-ROOFIM 





Pike’s Peak. 





representation of Pike’s Peak are ar- 
ranged displays of various building ma- 
terials. The letters “Crissey & Fowler” 
are cut out of %4-inch plywood. 

As the parade in which this float ap- 
peared was a night event proper illumi- 
nation of course was necessary. This was 
accomplished by using a 12-foot reflector, 
equipped with four 25-watt, 6-volt bulbs, 
the power coming from two automobile 
batteries. This reflector was concealed 
behind the sign reading “Cement, Roof- 
ing, Millwork, Paint.” Both sides of the 
float were lighted the same, and there 
was a small searchlight on the summit of 





Young Dallas Couples Save 


for Homes 


Da.tas, TEXAS, Sept. 19.—Home building in 
Dallas has found reflection in a new variety of 
“thrift account,” bankers of the city declare. 

Scores of young couples planning to build 
homes with FHA assistance have opened sav- 
ings accounts in banks, and at the Dallas post- 
office, and many families which have in the 
past been renters have begun “laying away” to 
build homes. 
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The building industry is heartily backing 
the “Ready for Winter” movement culminat- 
ing Nov. 1. The Federal Housing Adminis- 
tration is cooperating in the program. 
Dealers and others desiring to take part 
in this autumn drive for modernization busi- 
ness may find the following suggestions use- 
ful: 


LEARN ALL YOU CAN ABOUT THE 
FHA PLAN—Dealers and contractors may 
wish to study the provisions of the Property 
Improvement Credit Plan, a brief explana- 
tion of which appears herein. More de- 
tailed information may be had from two 
booklets published by the Federal Housing 
Administration and obtainable at financial 
institutions making this type of loan, or from 
the Federal Housing Administration. These 
booklets are: “Property Improvement Loans 
Under Title I” (Form FHE-1), which con- 
tains rules and regulations and detailed ex- 
planatory material; and “Eligible Improve- 
ments to Property” (Form FHA-145), which 
explains the principles determining the type 
of improvements considered eligible. 


MAKE ARRANGEMENTS WITH A 
LENDING INSTITUTION — More than 
4,600 banks, savings, building and loan as- 
sociations, finance companies and other lend- 
ing institutions throughout the country have 
been authorized by the Federal Housing Ad- 
ministration to make insured Property Im- 
provement Loans. The financial institution 
with which you do business probably has 
qualified in this respect; if not, it may decide 
to do so if you make known your desire 
to participate in the program. Talk over 
your requirements with the financial institu- 
tion and establish a working arrangement 
for transacting business. If you are unable 
to locate a lending institution which is pre- 
pared to make such credit available, get in 
touch with your local FHA Office for assis- 
tance. 


OBTAIN A SUPPLY OFFHA 
PRINTED MATERIAL—AIl financial in- 
stitutions participating in the Property Im- 
provement Credit Plan have been advised of 
the “Ready for Winter” program and have 
been given complete information concerning 
the special FHA printed matter featuring 
this theme, as well as the regular informative 
booklets and routine forms. Obtain your 
supply of such printed matter through your 
financial institution, or order from the Fed- 
eral Housing Administration Office nearest 
you. 


USE NEWSPAPERS AND OTHER 
ADVERTISING — Most newspapers have 
already received from the Federal Housing 
Administration proofs of advertising illus- 
trations and copy featuring property im- 
provements for winter and can obtain mats 
of the illustrations. You and the newspa- 
per can adapt this material to fit your re- 
quirements. Similarly, radio stations and 
motion picture theaters have been advised of 
material available to them. If practicable, 
it would be advantageous to supplement your 
newspaper advertising with short announce- 
ments on the radio and in motion picture 
theaters. 


Amemcanfiimberman 


VISIT AND TALK TO PROPERTY 
OWNERS—While the general momentum 
of the “Ready for Winter” program and the 
fall season will result in a certain amount of 
additional business, you can make the com- 
ing months more productive if you and your 
salesmen will get out and talk to as many 
prospects as possible every day. 


SEND LETTERS TO PROSPECTS— 
Where it is impossible to contact home 
owners and others personally, direct mail 
often is effective. A suggested letter is 
shown; this, of course, may be adapted to 
your purpose. As a more simple mailing, a 
postcard briefly featuring what you offer for 
winter modernization can be printed and 
mailed at moderate cost. A suggestion for 
such a card is also presented. Names for 
the mailing may be obtained from your lists 
of customers and prospects, from tax lists, 
the telephone or city directory, or by a per- 
sonal tour of suitable neighborhoods, noting 
the homes and other properties in need of 
improvements and addressing the letter: “To 
the Property Owner or Occupant, 1532 
Blank Street, Blankville, Missouri,’ if the 
names are not available. As an alternative, 
or to supplement letters sent by mail, house- 
to-house distribution of a circular- might be 
considered. 


USE THE TELEPHONE—Another 
method of covering the ground quickly and 
injecting a more personal note is to tele- 
phone people you consider prospects for 
modernization, calling their attention to the 
wisdom of making necessary repairs now 
and endeavoring to arrange an appointment 
for going into the matter in more detail. 


DISPLAY FHA POSTERS AND 
BOOKLETS—To identify yourself with the 
“Ready for Winter” program and obtain 
maximum results from people who pass or 
enter your place of business, show the FHA 
display material in your windows and on 
counters and desks, put a few FHA folders 
within easy reach of the public, and, if you 
have the window space, create a special dis- 
play featuring how your products may be 
used in modernizing for winter. 


USE YOUR MANUFACTURERS’ 
SALES MATERIAL—Many large manu- 
facturers and dealers in building materials 
are participating in the “Ready for Winter” 
program. Some of them have prepared spe- 
cial booklets, display material and sales plans 
a this theme. Take advantage of such 
helps. 


THE PROPERTY IMPROVEMENT 
CREDIT PLAN 


Under Title I of the National Housing Act, as 
amended Feb. 4, 1938, the Federal Housing Adminis- 
tration insures loans made by banks, savings, building 
and loan associations, finance companies and other 
financial institutions for the purpose of property mod- 
ernization and structural improvements, Three types 
of loans are provided: 


Class 1. Loans not exceeding $10,000 to 
repair, alter or improve existing structures 
or the real property in connection therewith. 
Examples of such improvements are remodel- 
ing, building additions, painting and decorat- 
ing, installing a new roof, landscaping, etc. 
The purchase and installation of equipment 
and machinery is no longer eligible for any 
type of Property Improvement Loan. Heat- 
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Developing and Handling Business 


in the 1938 “Ready For Winter” Program 
Under the Property Improvement Credit 
Plan, Title | of the National Housing Act 


ing, plumbing, wiring, built-in air condi- 
tioning and ventilating systems and a few 
other items are considered a part of the 
structure and are eligible improvements. 
Class 2 Loans not exceeding $2,500 for 
erecting new structures other than residen- 
tial. xamples are garages, barns, silos, 
business buildings, wayside stands, etc. 


Class 3. Loans not exceeding $2,500 to erect 
new structures used wholly, or in part, for 
residential purposes. 


BORROWER AND CREDIT—The borrower 
must be the owner of the property to be im- 
proved or a lessee thereof under a lease ex- 
piring not less than six months after the 
maturity of the loan. His financial capacity 
to repay the loan satisfactorily must be evi- 
denced by the facts given in the Credit 
Statement and by the credit investigation of 
the lending institution. Loans in excess of 
$2,500 must be submitted by the financial in- 
stitution to the Federal Housing Administra- 
tion for approval. This approval also must 
be obtained where an application for an ad- 
ditional loan brings a borrower's total 
amount outstanding to over $2,500 (advanced 
since Feb. 4, 1938). 


LOCATION APPROVAL AND CERTIFI- 
CATE OF CONFORMANCE—Applications for 
Class 3 loans must be submitted to the local 
Insuring Office of the Federal Housing Ad- 
ministration for prior approval as to the 
proposed location of the new structure. Be- 
fore the application for a Class 3 loan is ap- 
proved, the Certificate of Conformance, which 
is a statement by the borrower that cer- 
tain property conditions outlined in the regu- 
lations will be complied with, must be ex- 
ecuted by the borrower. 


MAXIMUM CHARGES PERMITTED — In 
Class 1 and Class 2 loans the total charge 
paid by the borrower for interest, discount 
and fees of all kinds must not be in excess 
of an amount equivalent to $5 discount per 
$100 original face amount of a one-year note 
to be paid in equal monthly installments, cal- 
culated from the date of the note. In Class 3 
loans the maximum discount is $3.50 per $100. 


PAYMENT OF LOANS—Notes must be pay- 
able in equal monthly, semi-monthly or 
weekly installments, except when 51 percent 
Or more of the income of the borrower is 
derived directly from the sale of agricultural 
crops, commodities or livestock. In _ such 
cases the note may be made payable when 
income will be received, but at least one pay- 
ment must be made during each year. 


MATURITIES—Class 1 and Class 2 loans 
may not have a final maturity in excess of 
five years from the date of the note, except 
in loans made by savings, building and loan 
associations and similar institutions. Class 
3 loans may not have maturity in excess of 
seven years from the date of the note. 


TITLE I BOOKLETS AND OTHER 
EDUCATIONAL MATERIAL 


The material listed below may be obtained through 
your lending institution or by writing the nearest 
Federal Housing Administration Office. 


CHECK LIST FOR HOME OWNERS (Form 
FHA 838).—A folder featuring the thought 
of making property “Ready for Winter.” It 
contains a check list of oagmontes improve- 
ments and gives a brief explanation of Prop- 
Intended for dis- 





erty Improvement Loans. 
tribution to the public. 


HOW TO IMPROVE YOUR PROPERTY 
(Form FHA 792).—A folder explaining the 
main features of Property Improvement 
Loans. Part of the copy is in simple question 
and answer form. Suitable for year-around 
distribution to the public. Because FHA 838, 
described above, features modernizing for 
winter, it is the preferable folder to use at 
this time. 


GROSS CHARGE AND DISCOUNT TABLES. 
—These contain tables for figuring the gross 
charge or discount. FHE 17 is used for the 
$5 maximum charge permitted in Class 1 and 
Class 2 loans; FHE 18 contains tables based 
on the $3.50 maximum charge permitted in 
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Class 3 loans. These folders are not in- 
tended for distribution to the general pub- 
lic and only enough should be ordered to 
supply each salesman with one or two copies. 


WINTER POSTER (card) for financial in- 
stitutions (Form FHA 2988).—Size 94,”x11%”. 
Features the FHA Property Improvement 
Credit Plan for financing property improve- 
ments in preparation for winter. 

POSTER for dealers (Form FHA 299.)— 
Size 28”x36”".—Suggests making property im- 
provements to be “Ready for Winter.” In- 
vites public to inquire for information. 


WINDOW DISPLAY—If you have space 
available for a window display involving 
several pieces, write the Federal Housing 
Administration, Washington, D. C., for infor- 
mation concerning material available for this 
purpose. 


NEWSPAPER ADVERTISEMENTS.—Proofs 
showing a number of newspaper advertise- 
ments in various sizes, with illustrations, all 
featuring “Ready for Winter,” have been sent 
to newspapers. Mats and suggested copy 
will be supplied to them for your use. In- 
cluded with this assortment are advertise- 
ments for dealers, builders, contractors and 
financial institutions. 


RADIO.—Contact your local radio stations 
for information concerning spot announce- 
ments, furnished by the Federal Housing 
Administration, which may be adapted to 
your use. 


SUGGESTED LETTER FEATURING 
THE “READY FOR WINTER” 
PROGRAM 


While this letter is intended for the painting 
business, it illustrates how any line of business 
may tie in with the “Ready for Winter’ Pro- 
gram in letters sent to customers and prospects. 


DEAR ————————-:: 

Autumn is an ideal time of the year for 
painting your home. 

The outside wood has had a chance to dry 
out during the hot summer months and is in 
the most favorable condition for painting. 
In addition, a good paint job includes a 
general check-up of the condition of the ex- 
terior. Where necessary, decayed pieces of 


wood are replaced, windows are reputtied — 


and other steps taken to seal your house 
against severe winter weather. 

Because dull winter days make a bright 
attractive interior especially desirable, inside 
decorating should be done now. Some fresh 
paint and new paper will add a pleasant note 
to the next six or seven months spent in- 
doors. 


We are participating in a nationwide 


oe 


“Ready for Winter” program. Besides mod- 
erate prices and high-grade workmanship, 
we can offer you a convenient method of 
payment in the Property Improvement 
Credit Plan under Title I of the National 
Housing Act. No cash is required at the 
start, and the monthly payments are sur- 
prisingly low. 

It will give you a lot of satisfaction to 
enter winter in a freshly painted and dec- 
orated home. Estimates made without obli- 
gation. Please write, telephone, or call at 
our office now, to assure having the work 
done in time. 

Very truly yours, 





Following is a suggestion for postcard to be 
used in advertising general exterior improve- 


Amemcanfiimberman 


ments in preparation for winter. Other lines of 
business can use something similar, making the 
message appropriate to their field. 


IS THE OUTSIDE OF YOUR HOUSE 
WEATHER-PROOF? 


Are the roof and sides of your home capa- 
ble of shedding water, or do they allow 
moisture to seep in, rotting the wood and 
ruining inside walls and ceilings? 

Prepare for autumn rains and winter 
thaws. New roofing, a paint job, repaired 
downspouts and gutters—perhaps you need 
some or all of these NOW. Such improve- 
ments may be financed under the FHA 
Property Improvement Credit Plan; no cash 
down, convenient monthly payments. 

Let us examine your house and quote you, 
without obligation. Fill in and mail the 
attached card which requires no postage, or 
*phone 


NAME ADDRESS 


Present Material Prices 
Argue For Winter 
Building 


WasHIncTon, D. C., Sept. 19.—The down- 
ward trend of building materials prices, as 
shown by Federal Government reports from all 
sections of the United States, is expected to 
lend impetus to winter home building, moderniz- 
ing and property repairing, according to the 
National Retail Lumber Dealers Association. 

Citing statistics from the U. S. Department 
of Labor and from the Federal Home Loan 
Bank Board, both of whom report a sharp 
drop from 1937 cost figures as well as a con- 
tinued price level far below the 1926 average, 
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Don A. Campbell, president of the national 
organization of dealers, today viewed the out- 
look for construction activity as “encouraging.” 

He based his viewpoint on an analysis of the 
nation’s building picture, particularly the down- 
ward trend of building costs in the face of ris- 
ing residential building activity. 

“Using the 1926 figures as an index of 100,” 
Mr. Campbell said, “Federal sources reveal that 
residential construction stands at 34.2 for July, 
as compared with 22 for the same month last 
year. In the building materials category, the 
cost index figure has dropped from 96.7 in July, 
1937, to 89.2 for the corresponding month in 
1938—a decrease of 7% percent.” 

Supplementing government research in this 
field, Architectural Forum in its September 
issue reports findings of an impartial analysis 
of building costs covering the past twelve 
months, and reveals that the cost of building a 
house has consistently tended downward over 
that period. Says the Forum: 

Today, $6,000 will purchase a house that 
in September, 1937, carried a $6,600 price tag. 
Or, to put it another way, the home buyer 
who a year ago had $6,000 to spend could 
build his house now with $600 left over— 
more than enough to cover the cost of a 
garage or the down payment required under 
a 90 percent mortgage. 

If this buyer delayed his purchase, he is 
wondering if now is the time to build. Ar- 
chitects and builders are wondering if they 
can justifiably advise that now is the time 
to build. The answer to this question lies 
in an analysis of the factors affecting the 
cost of construction. And the apparent an- 
swer is “yes.” 

The National Retail Lumber Dealers Asso- 
ciation, through its 28 regional associations, is 
co-operating with the Federal Housing Ad- 
ministration, organized labor, and civic and fra- 
ternal groups, in a concerted drive to stimulate 
fall and winter modernization of existing prop- 
erties, and construction of new homes. 


UNLOADING COAL BY GRAVITY 


So seldom does a roving reporter in 
search of better ways of doing things in 
lumber and building material yards find 
a novel and effective way of handling coal 
that when a representative of the AMER- 
ICAN LUMBERMAN noticed a hump at 





the end of a railroad siding entering the 
yard of the Shafer-Hammond Lumber 
Co., Massillon, Ohio, he asked why it 
was there. The explanation was forth- 
coming immediately, as follows: 

The railroad siding enters the front of 
the main lumber shed, and continues on 
through it to the coal storage piles. To 
keep the coal clean in open storage a 
concrete mat 160 feet long and 40 feet 
wide has been provided. Coal is received 
in bottom-dump cars, and by lifting the 
end of the siding five feet above grade 
these cars can be unloaded by gravity, at 


a great saving. Several automatic con- 
veyors are then used to move the coal 
from its position under the track to the 
piles on the concrete mat. 

The accompanying photograph shows 
the end of the siding, elevated above the 


- 





Bottom-dump coal 
cars empty 
through ties of 
graded siding. 
Conveyors trans- 
fer coal to piles 





grade of the concrete mat and the yard, 
while at the left are two of the conveyors 
used to pile the material. The same con- 
veyors are used for loading trucks. 

“The whole system has nothing but 
advantages,” said C. M. Shafer. “The 
only possible disadvantage would be if 
the locomotive engineer decided to order 
his fireman to fire up when the locomo- 
tive is under the shed, and blast our 
lumber stock with smoke. One of the 
railroad men made that mistake just 
once, and we have never had any trouble 
since.” 
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From 1930 Through 1937 


September 24, 1938 


How Much Building? Where? Cost? 


A survey of new housing in forty-one States and the District of 
Columbia, 1930-1937 inclusive, was recently conducted by the Investors 
Syndicate, Minneapolis. 1930 was used as a “normal” year and the 
survey covered building in 310 cities representing thirty-three percent 
of the population. A digest of building in ten States (c) was repro- 
duced on page 46 of the Sept. 10 issue of the AMERICAN LUMBERMAN. 
Data issued since that time concern building activities in Washington, 
D. C., California, Washington, Utah, Colorado, Arizona, Oklahoma, 
Kansas, Nebraska and Ohio. 

Results of the survey show that the States mentioned will probably 
actually and relatively forge ahead in housing activities. Some of the 
new building has undoubtedly replaced structures destroyed by fire or 
wrecked because of obsolescence. Replacement of former structures and 
the shortage or surplus of housing at the time the survey was made 
were factors not considered in the strictly mathematical study. 

Washington, D. C., home building, in 1937, was down 16 percent 
after a three-year increase. Per person building cost mounted $31.64, 
the first increase since 1933 and partially accounted for the drop in 
residential construction. 1937 California home building, in the point of 
volume and value, reached the highest level in seven years. Building 
costs declined $4.28 per person, the first drop since 1933, and helped 
lift volume to a figure but slightly below the 1930 total. Washington 
building, in 1937, lagged behind population growth even though resi- 


dential construction lifted 12.12 percent and building costs declined 
3.62 percent, the first drop in three years. 

Home building in the point of value and volume in Utah reached 
the highest level in eight years in 1937 and an increase of $76.66 in 
per person building costs failed to halt the rise in volume of con- 
struction. Colorado home building, in 1937, was also at the highest 
in volume and value for the past eight years despite an increase of 
$80.68 in per person building costs. 1937 Arizona building was at the 
highest level in seven years as a decline of $57.96 in per person building 
costs, the third successive drop, helped lift residential construction. 

Oklahoma’s new building lagged behind the population increase in 
1937, even though the volume of building was practically the same as 
the year before. Building costs declined 4.31 percent per person. 
A decline of 2.4 percent in building costs, the first in four years, helped 
lift 1937 residential construction in Kansas to the highest volume since 
1930. Nebraska home building, in 1937, registered its first drop since 
1934. This despite a decrease in building costs. Ohio residential con- 
struction in 1937 provided housing for almost twice as many people 
as the estimated population increase. However the volume of building 
was down 14 percent from the preceding year. Building costs were 
up $13.02 per person. 

Pertinent facts of the survey, for the States considered, are given 
as follows: 


Building Survey (a) Wash., D. C. Calif. Wash. Utah Colo. Arizona Okla. Kansas Nebraska Ohio 
1937 Per Capita Building Cost 

Compared to. 2986 ..-cccccccce $31.64+ $4.28— $32.28—  $76.66— $80.68+ $57.96— $38.90— $18.65— $188.18— $13.02+ 
1937 New Houses Sheltered..... 21,408 72,808 5,696 3, ,680 1,708 6,940 3,700 2,268 19,136 
1930 New Houses Sheltered..... 12,300 | -.seasem 2,668 2,920 2,404 11,892 Geee 9 weades 22,516 
New Houses in Low Building Year 

DE cadeacecceseneeeeds ee ('33)2,320 ('34)10,732 ('34)1,164 ('34)224 (’33)712 ('34)112 (°33) 300 (34) 428 (734)596 ('34)2,384 
Compared to 1931 to 1937, 1937 

Houses Sheltered ............. 25% 27% 23.64% 35% 27% 28% 30.17% 29% 21.28% 23.7% 
Compared to 1931 Through 1937, 

BOOe CNOUCONO ccc cccccccccese yp eer > — eee te 17% 39% 51.71% ae 36.58% 
New Houses 1930 Through 1937 

EE <6. 0-¢eveemasubeeeawae 87,200 267,984 24,096 8,592 17,516 6,160 22,996 12,588 10,660 80,680 
Population Increase 1930 Through 

BOGS cdo dcbbodak<+te Cbins 040 ee 141,284 361,927 See A baletate? BA aoa. - Sees EEE ial, rakameaioie:  ~ ngiccansd Gatmcenci-uc) le Le  eaateeede 
Houses Built 1930-37 Filled Popu- 

BE BOE a vc cdecerrdesecrcce 62% 74% a: .. ¢ieaee chads” (cai  ) ae ce ae rs ible 
Per Capita Building Cost 1937 (b) $997.68 $920.21 $858.72 $850.25 $1,149.68 $852.24 $863.19 $755.84 $872.50 $1,269.02 
1937 Per Capita Cost Com- 

a ES rrr ere Sed sis td's 3.62— 10%+ 7.54%+ 6.36 %— 4.31%— NS eee ee 1%+ 
Per Capita Building Cost 1930... $1,769.47 $815.82 $826.42 $804.22 $986.24 $514.89 $958.29 Vaemee § =f veews $1,352.22 
1937 Building Cost Compared 

to 1930 vein insiiinaneds . sags ahaha 43.6 %— 12.79% + SS eee eee 9.92 %— 6.8%— 20.55%— 6%— 
New Housing Value 1937........ * $21,358,373 $66,998,856 $4,891,298 $2,608,590 $3,380,537 $1,455,631 $5,990,561 $2,796,618 $1,979,050 $24,284,000 
New Housing Value 1936 ....... $24,640,000 $62,092,593 «...... SEeeenee § Sesces «how $6,321,850 $2,602,212 $3,224,495 $33,726,409 
1937 Housing Value Compared 

to 1936 aed bee owen ee 4 peaedaw 13.35 %— 8%+ 8.05%+ 69.61% + 30.25%4+ 4.58%— 5.24%— 7.46%+ 38.62%— 28%— 
1937 Housing Value Compared : 

to 1930 — wiser eceteue » erat 53.8% + 11%+ 56.94%— 21% + 86.83%+ 17.54%+ °47.23%— 23%— 47.55%4+ 20%— 
1930 Housing Value Compared 

PEGE  étenwiiesscsbaeeewe’s 22.26% 28% a « alwae  o.vegeea” «wees 50% ee 30% 
Towns Surveyed As to Popula- 

tion of State ¢eeeeee ens - eaedas 100% | Co ee _ ee eee 4 18.7%5 15.32%° eae =>) a Kewes 8 49%° 


(a) Taken from initial reports of building survey conducted by 
Investors Syndicate, Minneapolis, Minn. Later reports will cover 
a total of 41 states and the District of Columbia. Survey covers 
310 cities and includes 33% of the population. 

(b) em average per capita cost of new housing was 
1, -08. 

(c) Minn., lowa, Md., Ky., Fla., Ga., Ala., La., Tex., Mont. 

(1) Alameda, Berkeley, Fresno, Long Beach, Los Angeles, Oakland, 
Pasadena, Sacramento, San Diego, San Francisco,-San Jose, 
Stockton, Vallejo. 

(2) Bellingham, Everett, Seattle, Spokane, Tacoma. 


(3) Ogden, Salt Lake City. 

(4) Colorado Springs, Denver, Pueblo. 

(5) Phoenix, Tuscon. 

(6) Muskogee, Oklahoma City, Tulsa. 

(7) Hutchinson, Kansas City, Topeka, Wichita. 

(8) Lincoln, Omaha. 

(9) Akron, Ashtabula, Canton, Cincinnati, Cleveland, Columbus, Day- 
ton, East Cleveland, Hamilton, Lakewood, Lima, Lorain, Mans- 
field, Marion, Newark, Portsmouth, Springfield, Steubenville, 
Toledo, Warren, Youngstown, Zanesville. 








Texas to Publicize Wood 
Products by Exhibit, Celebration 


LurKin, Tex., Sept. 19—Plans are being 
made by the Texas Forest Festival Association 
for a large exhibit of Texas forest products, 
and celebration, to be held here Oct. 11 to 16, 
inclusive. It was stated by Ed Burris, man- 
aging director of the association, that the large 
collection of forestry and agricultural products 
will be housed in four buildings which will be 
elected for the purpose on the association 
grounds here. One of the buildings will be oc- 
cupied by a unique wood products display, de- 
veloped at a cost of $20,000 by the Texas Mill 
Managers’ Association, Mr. Burris said. 

Because of the fact that timber is the basic 
commodity for Texas’ second largest industry, 
organizers of the association have six principal 


objectives to develop forests in eastern Texas: 
To publicize Texas forests to the State and 
nation; to promote timber growing as a cash 
crop to the landowner and as a basic raw ma- 
terial for industry; to do educational work in 
fire protection, reforestation and conservation; 
to obtain a more equitable taxing system on 
timber land, so that continued private owner- 
ship on a profitable basis may be possible; to 
offer aid to the Texas Forest Service, and to 
sponsor an annual festival. 

In stressing the magnitude of eastern Texas’ 
timber resources, Mr. Burris said that there is 
12% million acres of pine and hardwoods. The 
stand of commercial timber is estimated at 25 
billion board feet. 

Nearly 87 million cords is classified as spe- 
cies suitable for the manufacture of pulp, sig- 
nificant when it is considered that the annual 
requirement in the United States is only 13 
million cords, 


Campaign for Lower European 


Rates Is Successful 


Tacoma, WasH., Sept. 17.—Evidencing suc- 
cess of the vigorous campaign made here a 
few months ago by prominent lumbermen for 
lower rates on wood products moving from 
Tacoma and other Puget Sound ports to cities 
in the United Kingdom, welcome word was 
received here this week from the Pacific Coast- 
European Steamship Conference. Tariff supple- 
ments announced that effective immediately, 
the 45-cent rate on doors for the United King- 
dom will be dropped to 40 cents each, and the 
rate on plywood shipments will be reduced, 
from 70 cents a hundredweight to 60 cents. 
The fight for the reduced rate was instituted 
by a number of local lumbermen, with Axel 
Oxholm, managing director of Pacific Forest 
Industries (Inc.), acting as spokesman. 
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$16.80 per Month 


Buys a Small Home in the Miami Area 


Those who may have heard that living costs 
are exceedingly high in the Miami, Florida, 
area should investigate the homes now being 
built at 6400 N. W. Seventh Avenue which 
sell for $2560. This development, covering 15 
blocks, is backed by the Biscayne Improvement 
Corp., and the 300 houses in fifteen designs are 
being built by the Lester F. Preu organization 
which has handled the construction of 450 
homes in this area. 


“The driveways leading to the houses are 
of crushed coral stone, which when wet are 
almost as hard as concrete. Each house has a 
concrete porch. All framework is longleaf 
yellow pine, sheathed with wallboard and the 
siding is % by 8-inch cypress. Red cedar 
shingles are used on the roof and the floors 
are made up of short lengths of oak. 

“You will notice that the floor plans are all 
the same but the fronts of the houses are 


4] 


varied slightly and the painting is also varied 
to such an extent, along with the. trimming, 
that you do not get the sense of looking at 
the same house many times over. The same 
painting job is not duplicated oftener than 
every sixth house. 

“The wall and ceiling construction is plaster 
over wood lath. The cost of the house includes 
such landscaping as may be seen in the ac- 
companying picture, linoleum for the bathroom 





A group of newly completed low-cost homes in the Miami area. 


The homes require a down payment of but 
$260, with monthly payments of $16.80 on an 
FHA insured mortgage. The payment is 
broken down into principal and interest on the 
loan, $13.46; mortgage insurance, 50c; taxes 
homestead exemption, estimated, 62c; wind and 
fire insurance, estimated, $2.22. 

Information about the low-cost homes was 
furnished the AMERICAN LUMBERMAN by E. W. 
“Ned” Thompson, Jr., sales manager of the 
Peavy-Wilson Lumber Co. (Inc.), Holopaw, 
Fla., manufacturer of virgin long leaf yellow 
pine and tidewater red cypress. “I inspected 
one of the houses,” Mr. Thompson said, “and 
found it the neatest proposition I have yet seen 
in the realm of low-cost residential construc- 
tion. The cost of $2560 on 20-yearterms is 
very reasonable. 

“The property is located on Seventh Avenue 
which is an arterial street and the location is 
but four miles from the center of the city and 
is inside the city limits. Water, electricity and 
telephone are available and the streets are 
paved. Sewerage is provided with septic tanks 
which work well in the sandy soil. 
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Selling at $2560, a home may be purchased for $260 down and $16.80 per month on a 
FHA insured mortgage over a period of twenty years. Variation of the front of the houses and variation of painting allows the use of one floor plan 


and kitchen floors, all 
bathroom and all elec- 
trical fixtures. No pro- 
vision is made for 
heating as this is not 
often necessary in 
Miami. The closets 





LEFT—Floor plan of the 
$2560 home. Note the 
convenient arrangement, 
room sizes and ample 
closet space. 300 such 
homes are to be con- 
structed 





are of very good size . 
for a small home. The 
porte cochere is open. 
This is ample as a 
garage, as thousands 
of cars are left in the 
open air in Miami.” 





Tons of Material for One Huge 


tt 
"Overcoat 

New York, N. Y., Sept. 19.—An “overcoat” 
for 12,000 families, requiring 350,000,000 square 
feet of material, was ordered recently, This 
1,000-ton order may sound like a Government 
purchase during a war but it is strictly a 
peace-time order for mineral wool to bring 
year-around comfort to 48,000 people in the 
Metropolitan Life Insurance Co, apartment 
Project in the Bronx. It constitutes the largest 
single insulation order in the history of resi- 
dential construction and will go into the largest 
housing project in this country. The United 
a Gypsum Co., Chicago, was awarded the 
order. 

The apartment group will consist of 171 
structures, from seven to thirteen stories high, 
covering 120 acres of ground. The largest Gov- 
ernment housing project built to date, housing 
_ families, would easily fit into one corner 
Of it, 


Similar mineral wool “overcoats” made from 
rock, glass or slag, have long been used in 
industrial insulation and, during the past decade, 
the product has become one of the leading 
materials for insulation of existing and new 
houses. 


Greatest Summer Activity in 28 


Years 


EvANSVILLE, INp., Sept. 19.—‘‘The greatest 
summer building revival in twenty-eight years,” 
said William Johann, president A-One Build- 
ing Co., in noting local activity. Group housing 
projects are becoming more popular. Biggest 
of petgnese projects was announced on Sept. 
10 by Gale Bradford, president Bradford Homes 
(Inc.). He obtained permits for construction 
of 28 new residences. The A-One Building Co. 
recently announced immediate construction of 
nine new houses. Modern Builders (Inc.) has 
just completed a group of six pre-fabricated 
frame houses, 





Second New Orleans Low-Cost 
Housing Project Approval 


New Orteans, La., Sept. 19.—Approval by 
the U. S. Housing Authority of a second slum- 
clearance project places this city in a preferréd 
class, with approximately $20,000,000 to be ex- 
pended for low-rental dwellings. The recently- 
approved project sets a cost of $3,372 per dwell- 
ing unit, which, with 10 percent added local 
participation, brings the total sum to be ex- 
pended to $10,924,000. The first such project, 
for which land is now being acquired, provides 
for a $8,411,000 Federal contribution, plus the 
10 percent local support. No definite commit- 
ment has been obtained by the New Orleans 
Lumbermen’s Club in its efforts to persuade the 
U. S. Housing Authority that wood sash and 
frames may be economically used in New Of- 
leans. Arguments for the use of wood have 


been backed with photographs of century-old 
structures whose frame sash and trim are in 
excellent condition, 
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The largest volume of construction contracts since July, 1937 
was awarded in the 37 Eastern States during August, accord- 
ing to F. W. Dodge Corporation. The month’s total of $313,- 
141,000 represented increases of 12 percent over August of 


August Construction Total 
Largest Since July, 1937 


September 24, 1938 


Nationwide Increase in 
Residential Gives 
Largest Housing Vol- 
ume Since April, 1937 
August of last year and a 13 percent increase over July of 
this year. Since the volume of small-house construction began 


to increase over last year as early as last May, and since total 
residential building was 7 percent over last year in July, the 
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last year, and 30 percent over July of this year. Both privately August record was a continuation and confirmation of a definite Pi 
financed and publicly financed projects increased over the upward trend. strati 
preceding month, and the August construction total of nine The new Federal public works program made itself felt in | of 1 
out of fifteen districts ran ahead of the corresponding district the August total for public works and utilities, amounting to a 
totals of August, 1937. $125,093,000, which was 40 percent ahead of the August, 1937 J pix 
In all fifteen districts, August residential contracts ran ahead figure and 60 percent ahead of the July, 1938 figure. Non- ] to < 
of August, 1937, and produced the largest national residential residential building, with an August total of $87,316,000, ran | meth 
total since April, 1937. Residential awards for the month 20 percent ahead of the preceding month, although it lagged Ba 
amounted to $99,632,000, being a 36 percent increase over 26 percent behind the total for August, 1937. ate ¢ 
and | 
‘ ‘ . i : 
*1 4: M “In periods of depression, when unemploy- financial units and that the aging has taken = 
Home Building Discussed at ment, strikes and illness and other family mis- place quite rapidly in the last eight years. only 
International Congress fortunes take their toll, the man who has his — Mr. Baltz, who is one of twenty-three Amer- ] ,,\¢ 
Piecene Steers Giik tiie home, debt-free or comparatively so, can icans attending the congress of European, | Ty, 
“‘pnked” enenaen tan tn bg ‘call die Becee weather any economic distress. For centur- South African and American thrift and home } 41 q 
irom the pw ” be berg nye y s 5 d ies, a home that was owned has meant physical _ financing institution representatives, was a fea- the 1 
: a =~ om > = n consider~ and economic sanctuary. But the sense of se- tured speaker along with Senator Edward R. h 
-g Bnd pega a hy — 5 — at curity in the home is inseparably intertwined Burke, of Nebraska, Morton Bodfish, Chicago, oy 
r= Buildin Sock A ' ‘toa © dfele ber with the ownership of the home. No matter executive vice president of the United States fj jie 4 
Chi pantens # 4 th : 4 : _ e - o ri ’ om how fine the rented apartment may be or the Building and Loan League, and Ralph H. Rich- 
ra ee 4 e Nits 13 = 5 oe coat great housing that a benevolent government may pro- ards, president of the Federal Home Loan 
he an ld of he importance 1 et iL we vide, the owner-occupied home, well located, Bank of Pittsburgh. te 
tetas ecg Bis se Owners and small pro- well built and paid for constitutes, an ‘island “The entire business, across international 
prietors. or just merely clean, convenient and of safety’ for the individual and those who are borders, is probably moving in the direction of 
compact housing. ; ? ; important to him.” more nearly uniform type of activity and pol- | 
Mr. Bodfish is executive vice president of icy,” said Mr. Baltz. “Some of the most sig- 
the United States Building and Loan League, ZurRICH, SWITZERLAND, Sept. 17.—Concentra- nificant developments in the financial policy of F 
and associate professor of land economics, tion upon policies which will anticipate and American savings, building and loan associa- 
Northwestern University. prevent the recurrence of difficulties experi- tions today have been pursued for a much “M 
“Theories and practices are developing which enced in the last depression is a characteristic Jonger period by some of the European coun- |} in W 
give the individual little place or consideration of savings, building and loan managers in  terparts of our institutions.” ber 
in business or in the State,” said Mr. Bodfish. America today, E. C. Ee Washington, D. C., : A 
“The ideal, the sanctity and the importance of president of the United States Building and ° ul 
the home are endangered when a country Loan League, told delegates to the Sixth In- Opposed to This Sort of Home ning 
sweeps aside the individual in its enthusiasm ternational Congress of Building Societies in Building! Hom 
for a new order. Political and economic se- Zurich this week. He pointed out that the . < closer 
curity for the individual center around the business is growing up in the United States Somerset, Ky., Sept. 19.—Patient John De 
world’s concept of what is a home and what from a loose aggregate of neighborhood insti- Asher, in northern Bell County, appeared be- } home 


the rights of its owner. 


tutions into a well coordinated structure of 








fore the county attorney to obtain a warrant 
against his neighbor, Jim Smith. “I didn’t do 
anything about it when he cut some timber on 
my property,” said Asher. “I didn’t do any- 
thing when he sawed the logs into lumber. 
But when he started building a house on my 
property with my own lumber—that was too 
much,” 





Many New Dwellings in 
Chicago Area 


New single-family homes are going up in all 
parts of the Chicago suburban area. On the 
northwest, three blocks outside the city limits, 
a project is under way calling for the erection 
of 120 dwellings, all small houses in the mod- 
erate cost class, to be sold on monthly payment 








basis under an FHA insured mortgage. One 
contracting company has just finished 15 houses 
in the Chatham Fields section, on the south Th 
side, of which 12 have already been sold. This peo h 
firm is planning erection of 40 more, to be “i 
completed by May 1. These homes, including first 
lot and garage, range in the $8,000 to $8,300 F 
class. Nine houses recently completed in af- 
other part of the northwest side have all been. 
sold. Six new houses are now under construc- ae 
A timely idea for those contemplating remodeling or modernizing their homes, or for new construction, Ver and are already sold in a — ee sales 
is represented by the enclosed porch which has been added to the present residence of H. J. Strief, ermont Heights, on the south side, and plans “N 
) . sind are being laid for an apartment house and rest § 4 
in Dallas, Tex. Architect Storey, by utilizing Insulux glass block, opened up the wall areas for the + hic deal 
: : ov on - dence development on 200 lots purchased in this of tt 
porch so efficiently that even ping pong, where good light is essential, can be played—yet the glass blocks = cection by a building syndicate. All improve: q, t 
diffuse the incoming flood of daylight so well that glare is eliminated. The panels of glass block ments are in and the new homes will be im leads 
provide an attractive appearance architecturally, too, both inside and out. In the above view are the $5,000 class or thereabouts. Contracts have «7; 


(left to right) Mrs. Strief, her son, and Mr. Strief been let for construction of 16 new homes MB he co 
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the Niles Center area and these are expected 
to be ready for occupancy before Christmas. 
The same company plans to build on 17 other 
fots later. In the Northbrook area, two resi- 
dences, of the $15,000 to $18,000 class have been 
started and six more are to be started at once. 
In Glenview Terrace, north of Chicago, 20 new 
homes are being built, two of which are prac- 
tically completed and sold, These will range 
around $12,500 in price. 





Demonstration House Opened 


For Inspection 


TopEKA, Kan., Sept. 19.—After being under 
construction for about ten weeks the demon- 
stration home built by a representative group 
of Topeka contractors and building material 
dealers, was opened for inspection recently. 
The Association of Demonstration Home 
Builders constructed this Colonial-type house 
to demonstrate modern trends and _ correct 
methods in building and home equipment. 

Despite the fact that the house is of the 
average size and was constructed at a moder- 
ate cost, it was built entirely of proper grades 
and dimensions of lumber and material. Dur- 
ing the course of its construction, the home 
has stood as something of a building labora- 
tory. Visitors have gone through the house or 
have watched the various construction steps. 
Those in charge made every effort to answer 
all questions concerning its construction and 
the materials which were used. 

The Robertson Lumber & Manufacturing 
Co. furnished the lumber and millwork for 
the house. 


Amemcanfiumberman 


Chicago Suburbs Have Second 
Best Building Month Since 
October '29 


Building in the Chicago area was most satis- 
factory in August, it is seen in figures just 
released. Permits issued for new construction 
in sixty-eight communities in the Chicago sub- 
urban region leaped to $4,220,436, the second 
highest total for any month since October of 
1929, This figure is nearly $1,200,000 above 
the previous best month of 1938 which was 
June, and represents a sharp upturn from July’s 
$2,801,731. Permits for new homes numbered 
303, fifty above the number twelve months 
previous. 

In Chicago, there were 137 permits issued 
for the building of new houses contrasted with 
94 in August, 1937. The total number of 
permits secured in the city was 196 as against 
168 a year ago. The total amount of new 
construction represented by the permits in the 
outside area and Chicago was $5,611,036. 

For the whole year to date, there have been 
1,521 homes erected or about to be built in 
the sixty-eight towns. They represent an ex- 
penditure of $10,531,423, or an average of 
$6,924. This latter figure is $748 below the 
average cost of the homes built during the 
first eight months of 1937. 

Repairs, alterations and additions to existing 
homes amounted to $364,740 in August, as com- 
pared to $301,251 the preceding month. This 
sum raises the year’s total to $2,048,007 for this 
type of work. 


“Better Homes” Contest Produces Valu- 
able Leads For Dealers 


“My social security number is not recorded 
in Washington, but I have one. It is the num- 
ber over the front door of my very own home.” 


Such was the sentiment of the prize win- 
ning letter in the Johns-Manville “Better 
Homes for a Better America” contest which 
closed recently. 

Designed primarily to stimulate interest in 
home building and remodeling, the contest pro- 





The numerals over the front door of her own home 
are her social security number, according to Mrs. 
en Colligan of Moline, Ill., whose letter won 
first prize of $10,000 in the Johns-Manville "Better 
Homes For A Better America" contest 


vided added returns far beyond expectation, H. 
M. Shackelford, vice president in charge of 
sales promotion for J-M, announces. 

“Not only was the number of entries a great 
deal higher than we hoped, but the character 
Of these entries was such that we are sure 
that they will prove to be the best quality 
leads we have ever turned over to our dealers. 

“The name and address of each entrant will 
9€ sent to the dealer in whose territory he re- 





sides on a specially designed prospect card. The 
unusual feature of these leads is that in each 
case the features of home building or home re- 
modeling in which the prospect is interested 
are shown on the card. 

“In addition to furnishing our dealers with 
high calibre prospects,” Mr. Shackelford de- 
clares, “the many thousands of contest letters 
provide us with an invaluable cross-section of 
public opinion on ‘home,’ and a much needed 
survey on the features of a home in which Mr. 
and Mrs. America are most interested.” 


The basis of.the “Better Homes” contest 
was the “Home Idea” book published by 
Johns-Manville, which deals not alone 
with J-M products but with all of the im- 
portant items which must be considered by 
any person who builds or remodels, includ- 
ing financing, site selection, planning, land- 
scaping, etc. 

“More than 200,000 ‘Home Idea’ books were 
distributed during the period of the contest,” 
Mr, Shackelford said, “in spite of the fact 
that there was a charge for the books. This 
distribution compares most favorably with 
the number of free books of similar nature 
distributed in former years.” 

Each contestant was required to write a 
250-word letter on “what the word ‘home’ 
means to me, and the three things I found 
in the Home Idea Book which appealed to 
me most for my home.” 

Winner of first prize of $10,000 was Mrs. 
P. J. Colligan, a housewife of Moline, III. 

Second prize of $2,500 went to another Mid- 
Western housewife, Mrs. Guy Manifold, of 
Modoc, Ind., and the third prize of $1,000 to 
an Easterner, Russel W. Helser, of Fox 
Chase, Philadelphia. More than 100 other 
winners also received cash prizes of lesser 
amounts. 

Entries were restricted to home owners 
and prospective home builders. Tabulation 
of results show that the number of entrants 
of each class were about the same. 


“If this contest did nothing else,” Mr. 
Shackelford declares, “it showed conclusively 
that the American public till has not only a 
deep and sentimental attachment for home, but 
believes in the home as a foundation for and 
bulwark of individual and national security.” 
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WHY 


Pittsburgh 
Fences 


please your 
trade better 


Only PITTSBURGH Fences enable 
you to offer your customers the bright, 
premium hot-zinc-coated, copper- 
bearing steel wire at standard prices. 
That’s a great selling-feature—but then 
there are other real advantages, too. 
Such as: completeness of this quality 
line, which makes available to you all 
standard farm and poultry fence styles, 
also numerous special lawn fences, and 
other items. 


Something new and highly pleasing 
to your trade is an ornamental design 
of PITTSBURGH Lawn Fence... 
described in the condensed catalog, 
below. 








This four-page condensed Fence Cat- 


alog, which appears in the July 28, 
1938 Merc. ise Directory Number 


Hardware Age, is available to you 
in folder form, upon request. Write— 


PITTSBURGH STEEL CO. 
1624 Grant Bidg., PITTSBURGH, PA. 
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CAPITAL PUSHES CONSTRUCTION 


Building Cost Advance Is Disputed --Wood Rafters Accepted for 
Low-Cost Housing --City Is Host to Management Conference 


[By AmeERicAN LuMBERMAN Staff Correspondent] 


WasuHincton, D. C., Sept. 21.—Harold 
L. Ickes, Public Works Administrator, has 
announced that the number of non-Federal pro- 
jects approved under the new program is near- 
ing 5,500, calling for loans aggregating close 
to $50,000,000 and grants of more than $570,- 
000,000. Total construction costs are estimated 
at more than $1,500,000,000. Reports received 
at PWA headquarters show that, as of Sept. 
14, a total of 567 of these projects were under 
construction, or -11.3 percent of the 1938 pro- 
gram, with estimated construction costs of 
$149,567,506. More and more projects get into 
the construction stage every day. Some time 
necessarily must pass before the full effect of 
the new program can be felt, since numerous 
hurdles must be passed by the sponsors of non- 
Federal projects before they reach the construc- 
tion stage. But they are coming along in good 
shape, according to the official view. While 
obviously proud of the speed made here and 
in its regional and State set-ups, the PWA 
continues to urge States and communities that 
have been slow in applying for approval of pro- 
jects to step on the gas if they want to share 
in the program. 


Costs Rising—Public Urged to Build Now 


Secretary Carnahan of the National Retail 
Lumber Dealers’ Association, is calling to the 
attention of all its divisions a press release put 
out by the Federal Home Loan Bank Board, 
which leads off with the statement that “resi- 
dential building costs are rising for the first 
time in 12 months. This release is based on 
an article appearing in the September issue of 
the Federal Home Loan Bank Review, pub- 
lished by the Board. The article covers reports 
received from 23 cities, in 10 of which increases 
are noted in the cost of residential building, 
while decreases were shown in the other 13. 
The two introductory paragraphs of the re- 
lease give the impression that the increase is 
general. This impression is strengthened by 
the concluding paragraph, which reads: 

“In view of the new rising trend in costs, 
the public was urged to build or buy homes as 
soon as possible in order to avoid any further 
increases in costs which may occur. It was 
emphasized that savings and loan associations 
in the country have adequate funds available 
for financing home purchases and construction, 
and the public was advised to consult these in- 
stitutions regarding home financing needs.” 


Retail Secretary Denies Costs Advanced 


Fearing the public would be confused by 
conflicting reports on the subject of building 
costs, Mr. Carnahan got in touch with the Di- 
rector of the Federal Home Loan Bank Board 
and pointed out that his information concern- 
ing home building costs is not in agreement 
with information received from other sources, 
the latter indicating that, generally speaking, 
a home that a year ago could be bought for 
$6,600 can today be had for $6,000. e also 
pointed out that the Department of Labor 
Building Index has not shown an increase in 
building costs. 

Mr. Carnahan requested the names of the 
23 cities covered in the Home Loan Bank Re- 
view article in order that he might make an 
independent check-up through dealers and their 
contractors to determine whether there has been 


an increase in residential building costs, par- 
ticularly in August as compared with May, as 
indicated in that article. 


FLORIDA INSTITUTE ORDERED BY 
FTC TO CHANGE POLICIES 


Wasurneton, D. C., Sept. 19.—The Florida 
Building Material Institute (Inc.), Orlando, 
Fla., and its officers, directors and retail dealer 
members have been ordered by the Federal 
Trade Commission to cease and desist from un- 
lawful practices which resulted in restraint of 
trade and elimination of competition and tended 
to create a monopoly in the sale of lumber, 
lumber products, building materials, builders’ 
supplies, and millwork. 

The Commission found that the Institute was 
composed of approximately 280 active dealer 
members, all located in Florida, and 47 manu- 
facturers, producers or wholesalers designated 
as associate members, while there were a num- 
ber of dealers and approximately 288 manu- 
facturers, producers and wholesalers co-operat- 
ing with the Institute and conforming to its 
policies. According to findings, the active 
dealer members represent about 70 percent of 
the purchasing power of lumber and other 
building materials in Florida, and in excess of 
50 percent of such products sold by them is 
manufactured in States other than Florida. 

The Institute, organized in 1934, was found 
to have adopted a definition of a dealer which 
was published and distributed in a circular en- 
titled “Distribution Policy,” and any person or 
concern seeking active membership in the Insti- 
tute had to qualify in accordance with the 
definition. 


Findings of the Commission 


Findings of the Commission are that the In- 
stitute, its officers, directors and dealer mem- 
bers combined and conspired to adopt and 
achieve the following objectives: 


(1) To establish active members of the 
Institute and co-operating dealers as a class 
of recognized dealers in Florida, and to con- 
fine sales and distribution by manufacturers 
and producers through the medium of such 
respondent members and co-operating deal- 
ers exclusively. 


(2) To require associate members of the 
Institute and other manufacturers, producers 
and wholesalers to refrain from selling to 
dealers not recognized by the Institute, but 
who were in competition with its active 
members and the co-operating dealers. 

(3) To prevent non-recognized and non- 
co-operating dealers from purchasing their 
requirements direct from manufacturers, 
producers and wholesalers. 

(4) To interfere with the business and 
trade of non-recognized and non-co-operat- 
ing dealers for the purpose of enabling In- 
stitute members and co-operating dealers to 
appropriate and acquire such business and 
trade. 

(5) To monopolize in the Institute mem- 
bers and in co-operating dealers the business 
and trade in lumber and other building ma- 
terials sold in Florida. 


Practices Which Are Prohibited 


Practices which the respondents, pursuant to 
their conspiracy, were found to have engaged 
in for the purpose of accomplishing the forego- 
ing objectives, and which are prohibited under 
the order to cease and desist, are as follows: 

(1) Preparing and publishing bulletins, 
rosters and other data containing names of 
Institute members; names of manufacturers, 


producers, wholesalers and dealers recog- 
nized by the Institute as co-operating with 
it and names of those not so recognized, and 
names of persons or concerns not recognized 
as qualified dealers, for the purpose of indi- 
cating that manufacturers, producers and 
wholesalers should confine their sales to In- 
stitute members and recognized dealers and 
should not sell direct to non-recognized deal- 
ers, and that Institute members and co- 
operating dealers should limit their pur- 
chases to associate members and to manu- 
facturers, producers and wholesalers recog- 
nized as co-operating with the Institute. 

(2) Seeking or obtaining information as 
to sales by manufacturers, producers and 
wholesalers to non-member dealers or to 
those not recognized as co-operating with 
the Institute or as being qualified dealers. 

(3) Using boycott, or threats of boycott 
to persuade or compel manufacturers, pro- 
ducers and wholesalers to refrain from sell- 
ing to dealers not recognized as co-operating 
with the Institute’s program. 

(4) Representing, directly or indirectly, 
that members of the Institute and co-operat- 
ing dealers would withhold or withdraw their 
patronage from manufacturers, producers 
and wholesalers who sold to competing deal- 
ers or to others not listed on the respond- 
ents’ rosters. 

(5) Co-operating with other dealer or- 
ganizations and with manufacturers, pro- 
ducers and wholesalers for the purpose of 
confining the sale and distribution of lum- 
ber and other building materials to the ac- 
tive members of the Institute and to co- 
operating dealers, and for the purpose of 
preventing their sale and distribution other- 
wise, 

(6) Intimidating representatives of manu- 
facturers, wholesalers and producers from 
having or continuing business relations with 
buyers not recognized by the Institute as 
being entitled to purchase direct from such 
sellers. 

(7) Holding meetings to devise means of 
making effective the respondents’ program and 
policies. 


THIRTY COUNTRIES REPRESENTED IN 
MANAGEMENT CONGRESS 


WasuincTton, D. C., Sept. 19—Approxi- 
mately 250 representatives of thirty foreign 
countries today joined with 2,000 American 
business executives and management experts if 
inaugurating the Seventh International Manage- 
ment Congress, a triennial event for which 
American management is serving as host this 
year for the first time. 

Sponsored by twenty-five American organiza- 
tions and societies interested in the advancement 
of management practice and technique, the five- 
day Congress sessions will cover discussion 0! 
more than 200 papers prepared by management! 
experts, business executives atid leaders from 
this country and abroad. 





Wasuincton, D. C., Sept. 21.—Attributing 
man’s achievement in every age to the tools at 
his disposal, Dr. Karl T. Compton, president 
of the Massachusetts Institute of Technology, 
told the Seventh International Management 
Congress here today that the mechanical powét 
now used in the United States was equi 
to 50 slaves working for every citizen, and e 
pressed the belief that technology could 
counted on to function as a force toward tf 
solution of current social problems. 

During the course of his remarks, Dr 
Compton took cognizance of the perennial cof 


(Continued on Page 66) 
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Let ESSCO 
Precision 
Products 
help you to 
get your full 
share of this 
new Lumber 
business. 











Building operations will soon be under way in all parts 
of the country. Home construction will command a big 


part of the increased volume. This greater demand for 
lumber will be good news for the retail dealer. 





Go after this business and get your full share of it. Now 
is the time to check up on your stocks. Be ready to meet 
your customers’ every need for lumber. 


It will pay you to handle ESSCO Precision Lumber. You 
can be sure it is stock of good honest quality, of accurate 
manufacture, thoroughly seasoned, carefully handled 
through every process of production. The ESSCO line 
covers an exceptional range of species and products, 
with every refinement and betterment of modern manu- 
facture. There’s an ESSCO product for every lumber 
need. 


And here is a dependable, broad-gauge service, in tune 
with the times, meeting your every requirement. This 
experienced organization has a 59-year record of effi- 
cient service in the lumber trade. 


Make your business grow in volume and profit by handl- 
ing the ESSCO customer-pleasing line. Why not stock 
up now with these time-tested products? Let us quote or 
fill an order for you. 











TEAL, Hi ESSCO SOUTHERN PINE 

YOUR ESSCO KLAMATH SOFT PINE 

Ney | | ESSCO HARDWOODS 

WRITE | | ESSCO WEST COAST WOODS 
ESSCO OAK FLOORING 
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FXCHANGE SAWMILLS SALES (CO. 


1111 R. A. Long Bldg. KANSAS CITY, MO. 
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National Hardwood Group in Annual 


Members Flock to Chicago For Program of Fine Features 


With the stimulus of perfect autumn weather 
and a list of speakers making addresses on sub- 
jects of primary concern and interest to lum- 
bermen today, members of the National Hard- 
wood Lumber Association gathered with en- 
thusiasm for the forty-first annual convention 
which opened on Sept. 22 at the Congress Ho- 
tel, Chicago. By noon of the first day, regis- 
tration figures had reached 465, and gave in- 
dication of surpassing the 1937 figure of 575. 

As acting president, Joseph J. Linehan of 
Cincinnati gave a brief message at the opening 
of the first session. He expressed deep regret 
that he was called upon to preside because of 
the untimely death of Wilson Henry Lear, 
president for the past two years, who had 
planned to be present and give a review of 
the organization’s progress during the year. 


Mr. Linehan declined to comment on market 
conditions due to the disturbances abroad which 
may break out, but observed that insofar as 
domestic affairs are concerned, the great need 
of the day is confidence in business as well as 
Government. He emphasized the value of the 
association’s assets represented by integrity, 
prestige and good will which have been built 
up the past forty years, and called them a very 
definite, if undefined, value to everyone pro- 
ducing, selling or using hardwood lumber. 

In closing, Mr. Linehan expressed his grati- 
fication as acting president over the harmonious 
way in which the officers, directors and staff 
have worked together in the interest of the 
association during the past twelve months. 


An orderly, intelligent discourse by Fred N. 
Clausen, president of Van Brunt Mfg. Co., 
Horicon, Wis., and vice president of the U. S. 
Chamber of Commerce, was delivered the first 
forenoon. In his talk, whose subject was, 
“What Helps Business Helps You,” Mr. 
Clausen made a plea for private business and 
industrial management, and for a better under- 
standing of the job to be done and the condi- 
tions under which it is 
performed. 

After listing the 
function of an organ- 
ized business under the 
five general classifica- 
tions of buying, making, 
selling, financing, and 





FRED N. CLAUSEN 
Horicon, Wis.; 


Talks on Business 
Needs of Nation 





public relations, Mr. 
Clausen developed these 
headings into integral 
parts of his discussion, 
with particular stress 
upon the last point. 
This was done, he said, 
because public relations 
is the most disturbing and unsettling factor 
that has its impact on the whole structure of 
business enterprise. 

“Management has a big job to do,” the 
speaker declared. “It is now generally recog- 
nized that the present recession can be halted 
only through profitable employment in private 
industry and commerce.” 


Private Industry Is Needed 


After reviewing the rising national deficit 
and taxation, Mr. Clausen struck a responsive 
chord when he said: “As American business- 
men we are sounding the alarm and we propose 











WILSON HENRY LEAR, 73, a leader 
in the hardwood lumber industry for 
many years and president of the Na- 
tional Hardwood Lumber Association 
since September, 1936, passed away in 
Abington Memorial Hospital in Phila- 
delphia on Sept. 
10 after an ill- 
ness of seven 
weeks. The news 
of his death was 
a distressing 
shock to fellow 
lumbermen 
throughout the 
United States, 
and his  asso- 
ciates in the 
hardwood indus- 
try were grieved 
to learn that he 
would not be 
with them for 
the forty - first 
annual conven- 
tion. 

Mr. Lear was 
born in Bucks 
County, Penn- 
sylvania, in 
1864. He went to 
Philadelphia in 
1883 and worked 
three days for the John Wanamaker 
store before deciding that general mer- 
chandising was not the work he 
wanted. He then tried grocery store 
work, but left it to join a builder 
whom he helped erect several houses. 
Mr. Lear entered the millwork business, 
but in 1886 the mill burned down. A 
two-line advertisement in a daily news- 
paper of July 8, 1886, started him on a 
career that made him a major figure 
in national lumber circles. Reading 
that a lumber office needed a young 
man, he applied, got the job, and began 
as general clerk and correspondent for 
mills. Gradually he advanced through 
the intermediary steps until he suc- 
ceeded to the business in 1897. Since 
that time he has operated as W. H. 
Lear. Mr. Lear knew hardwood lum- 
ber thoroughly, and understood the 
requirements of his trade. Mill men 
who went to him with marketing prob- 
lems were able to receive answers to 
their questions. Much of his stock 
came from the southern Appalachians, 
and included everything of commercial 
importance in American hardwoods 
and cypress. When he started in 1897, 
his yard had a stock of 622,000 feet 
and twenty years later it had been in- 
creased to 21,000,000. 

A believer in organized effort, Mr. 
Lear had supported his trade associa- 
tion since joining it in 1908, and given 
his time and effort liberally to advance 
its purposes. During his membership 
in the National Hardwood Lumber As- 
sociation, he served on many commit- 
tees, was a factor in developing the 
group’s grading rules, served as a di- 
rector, vice president, and as a mem- 
ber of the executive committee. Be- 
sides having served as president of the 
national organization, Mr. Lear during 
his life had been president of the 
Middle Atlantic Lumbermen’s Associa- 
tion, and the Philadelphia Lumbermen’s 
Exchange. 

Surviving are his widow; three sons, 
Warner H., Morgan H., and George A. 
Lear, who are all in the comnany; two 
daughters, Mrs. Anna May Miller and 
Mrs. Mary E. Smith; twelve grand- 
children, and two sisters. 

Funeral services were conducted Sept. 
13 and were attended by many per- 
sonal and business friends. John W. 
McClure, secretary-treasurer of the Na- 
tional Hardwood Lumber Association, 
went by plane from Chicago. 











to continue to do so until public opinion js 
aroused. We know that the management 
(administration) has become impatient and says 
that we do not understand, are short-sighted, 
and think only of ourselves instead of the mil- 
lions of unemployed. We disagree. We know 
that every effort must be made to restore jobs 
to idle men, but the method ordained will block 
a fuller flow of production enterprise, of pri- 
vate industry and commerce, which is the only 
way to revive prosperity in this country. 

“It has been the policy of the present admin- 
istration,” Mr. Clausen continued, “to rely on 
the power of taxation and public borrowing to 
carry on its program of social betterment. -It 
is the easiest way -but not the right way. As 
a means of meeting temporary emergency dis- 
tress, that is a necessity. As a method of 
creating permanent jobs for idle men in private 
industry and securing stable prosperity it cannot 
work because it consumes the body it feeds 
upon.” 

In conclusion, Mr. Clausen asked those pres- 
ent individually and as an association to try 
and do a good job of public relations, and sell 
the importance of maintaining private industry 
and commerce for the welfare of the American 
people. 

After Mr. Clausen had retired from the plat- 


form, the large group of hardwood men stood} 
and applauded the splendid address which ith 


was their privilege to hear. 


Looks for Good Fall 


Harry T. Kendall, vice president and general 
manager of Weyerhaeuser Sales Co., followed 
Mr. Clausen to the speaker’s rostrum, and in 
his usual effective manner carried his listeners 
with him. After a few preliminary remarks, 
Mr. Kendall said that business in the softwood 
industry with retail yards during the first eight 
months of 1938 was from 88-92. percent of 
what it was in the same period last year. When 
it comes to railroads, it was reported that busi- 
ness was only 34 per- 
cent of what was done 
in the first two-thirds 
of 1937. Mr. Kendall 
ventured the prophecy 
that, barring a war, the 
softwood business dur- 
ing the remaining 





H. T. KENDALL, 
St. Paul; 


Addresses Group on 
First Morning 





months of 1938 will be 
20 percent above the 
same months a_ year 


ago. 

After these introduc- 
tory statements, Mr. 
Kendall settled into a 
talk thoroughly appro- 
priate for the industry at this time. He at- 
nounced its subject as, “This Ostrich Age, 
and went forward to discuss the frailities of 
the lumbering business and to suggest a com- 
plete sales program that ought to be adhered 
to by the industry for a greater future. Due 
to the meatiness of Mr. Kendall’s talk, the 
AMERICAN LUMBERMAN will carry further re 
view of it in the Oct. 8 issue. 





Note: A report of the remaining sessions 
of this Convention will appear in next issue 
of the American Lumberman.—Editor. 
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Amemcanfiumberman 


Users and Distributors of Hardwoods 


Made Friends by Reliable Standards 


[Continued from Front Page] 


association’s rules committee was eliminated. 
However, the daily experience of members in 
applying the grading rules necessarily raises 
questions requiring clarification and interpreta- 
tion. As President Lear once said: “The rules 
committee is the safety valve of the association,” 

and members of it must be on the alert to 
meet the criticisms and suggestions submitted 
by members. Under the active leadership of 
Chairman A. O. Ratcliff, the committee has 
considered, through the ‘mails, the questions 
arising among members, and its brief report 
should not be regarded as an indication that 
the responsibilities of this important committee 
are growing lighter. Rather does it signify 
a fundamental stability in grading standards 
which is a most valuable asset to the industry. 


Trade Promotion Is Given Support 


At every opportunity, the association has as- 
sisted in promoting the welfare of the hardwood 
trade and in co-operating with other agencies 
engaged in trade development. We have con- 
tributed to the support of the hardwood divi- 
sion of the National Lumber Manufacturers’ 
Association, and have kept in close touch with 
its activities. Scarcely a day passes in which 
a good share of our correspondence is not de- 
voted to some phases of trade promotion. Our 
efforts to defend wood when it has been unfairly 


the plat-f attacked by advertisers of rival products, and 


when our attention is called to newspaper arti- 
cles indicating an unfair and unwarranted bias 
against wood, have been successful to a marked 
degree. 

It may be well to repeat here that the prin- 
cipal function of our organization—the mainte- 
nance of grading standards—is, in reality, a 
trade promotional activity of basic importance. 
A buyer who has the means of knowing that he 
gets what he pays for in measurement and 
grade values, becomes a satisfied customer and 
a friend of the hardwood industry. Without 
grading standards and provisions for the fair 
and impartial application of them, as provided 
by this association, there could be no order 
or stability in the marketing of hardwoods, and 
consequently no incentive for industrial consum- 
ers to expand their uses of hardwoods. 


Sales Code Is Needed Protection 


Some members make a regular practice of 
naming both NHLA grading rules and sales 
code as a basis for their quotations and sales 
contracts. This custom offers double protection 
by providing for agreement both as to grade 
standards and trade practices to govern adjust- 
ments and settlements. However, many mem- 
bers seem to overlook the value of making our 
sales code a part of their contracts and this 
neglect sometimes results in controversies which 
might be avoided. The sales code, which is 
included in every edition of the Rules Book, 
was adopted in 1922 as a result of widespread 
demand for some means of protection against 
a wave of cancellations of orders and other 
irregular practices growing out of the collapse 
of the boom of 1920. It is possible that the 
use of the sales code might become more gen- 
eral if some revisions were made to cover 
more specifically the current practices of the 
trade. Revision of the sales code is not a 
proper function for the grading rules committee 
to undertake, and it might be well to have a 
special committee authorized by this convention 
to be appointed by the president to study the 
sales code with a view to submitting recom- 
mendations for revision at our next annual 
meeting, with the understanding that its re- 
Port would be subrhitted to members by mail 
at least thirty days in advance of the meeting. 

It is a real pleasure to report that there are 
no factions or divisions in the ranks of the 
association. A fine spirit of teamwork exists 
between all sections and all branches of the 
hardwood trade. The prompt response of exec- 


utive committee, officers, directors, committees 
and individual members whenever called upon 
for special service, has been a source of com- 
fort and inspiration to those responsible for the 
management of the association's affairs. Our 
office staff is very grateful for such evidence of 
support and helpfulness. I also wish to express 
personally my gratitude to the office staff and 
the inspection staff for their wholehearted and 
efficient cooperation, with special mention of 
the excellent work of Assistant Secretaries 
George C. Ehemann and Miss Katherine Lyons, 
and Chief Inspector William H. Nelson, to 
whose leadership and direction is due the fine 
work of the inspection staff. 


Original Inspections 


Month— 

1937— Feet 
SDE... sc ke oks Gana Medak < SO 5,975,075 
ee ee te eee 5,156,075 
meat 5S. wu oe es Se 4,610,138 
Pats 2. . 2... naiks evap hae gamer ob 3,694,203 

1938— 

MU acs ps oanervonh debstaceccce 2,783,386 
_._-aigginel belly BA ietaldatlet P&S Leama 3,840,607 
MIN i asi aie sora Bins eas Atanas 3,692,199 
NG Eons e cc ith dabaaobes catch 4,004,871 
eer 25: 51st PEE ON, ORES 3,752,914 
EMMI groan Chics = ote tee ote 3,156,777 
NE ayo abpsies ghee TN oes es 4,049,328 
ES occ Ui eae a ecb ves iee 5,089,556 

WONG Ss cca sh oan eeeteweo 49,805,129 


—Excerpted from report of Secretary John W. 
McClure submitted to annual convention of Na- 
tional Hardwood Lumber Association, at Chicago. 





Baltimoreans Enroll for "School" 


BALTIMORE, Mp., Sept. 20.—At the meeting 
of the Baltimore Lumber Exchange, held yes- 
terday afternoon at the Merchants’ Club, there 
were present in addition to the managing com- 
mittee, a number of other persons. Phillips A. 
Hayward, chief of the forest products division 
of the Department of Commerce, gave more de- 
tails about the school which is to be established 
in connection with the exchange. This school 
is to open on Oct. 21, and already some forty 
local lumbermen have enrolled, while there is 
a waiting list, Mr. Hayward being averse to 
having the “class” exceed a certain number. The 
final details were referred to the committee of 
which D. Carlysle MacLea, of the MacLea 
Lumber Co., is chairman, for a later report. 

A suggestion having come from the secre- 
tary of the Baltimore Association of Commerce 
as to the desirability of getting the National 
Hardwood Lumber Association to select Balti- 
more for its next annual in 1939, the club sec- 
retary was instructed to urge upon the asso- 
ciation the attractions of this city as a conven- 
tion town. 

An excellent luncheon was served. Jack 
Waters, of George E. Waters & Co., the presi- 
dent, occupied the chair, and L. H. Gwaltney 
was secretary. 





Standards for Canned Fruit and 
Vegetable Boxes Now in Print 


Wasuincron, D. C., Sept. 19.—The Division 
of Simplified Practice of the National Bureau 
of Standards has announced that printed copies 
of Simplified Practice Recommendation R171- 
38, Wooden Boxes for Canned Fruits and 
Vegetables, are now available. Copies may be 
obtained from the Superintendent of Docu- 
mea Government Printing Office, Washing- 
ton, D. C., for 5 cents each. This recommen- 
po ey was proposed by the National Wooden 
Box Association. It is effective from July 1. 
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We do not make the Most 
Oak Flooring, but we Do 
make the BEST 








OAK FLOORING 
BUSINESS-BUILDER FOR DEALERS 


Dealers in all parts of the countr 
profitable trade on this famous 

OAK FLOORING. Its uniformity ef quality and tex- 
ture, its beauty of color and grain, have made it a 
favorite of dealers, builders and home-owners. Made 


are winning 
“DIXIE BRAND” 


of selected Arkansas Oak, it is brought to ection 
by up-to-the-minute manufacturing. You'll be proud 
to se ell Back it with 


“DIXIE BRAND’ Oak Flooring. 

your strongest guarantee. Learn about its extra 

Fi Boy the a we give. WRITE FOR FREE 
PRICES AND INFORMATION TODAY. 


W. R. WRAPE STAVE CO., INC. 
Office, Plant, 2200 E. 7th St, LITTLE ROCK ARK. 
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Rough and Dressed 
Air-Dried and Kiln Dried 


Inquiries and orders will receive 
prompt attention 
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SULLIVAN LUMBER CO. 


PORTLAND, OREGON 
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TIMBERS, YARD STOCK, FACTORY CLEARS 
SPRUCE, HEMLOCK, CEDAR, PINE 
27th YEAR 




















54 


Amemeanfirmbherman 


Third Annual Meeting -- 
National Ass'n of Woodwork Jobbers 


Place—Edgewater Beach Hotel, Chicago. 
Dates—Sept. 13, 14. 


Officers and Directors 


New Officers: Chairman—E. A. Bowles, 
Iron City Sash & Door Co., Pittsburgh, Pa.; 
Treasurer—C. A. Schneider, Roberts Sash & 
Door Co., Chicago (Re-elected); Secretary— 
W. M. Steinbauer, Chicago (Re-elected). 

Regional Directors: Central Sash & Door 
Jobbers Association—P. E. Manring, Wolver- 
ine Shingle & Lumber Co., Detroit, Mich.; 
Empire Millwork Association—M. B. Wilcox, 
—A. Roberson & Son, (Inc.), Binghamton, 
N. Y.; Mid-Northern Woodwork Association 
—W. H. Johnston, Carr & Johnston Co., 
Peoria, Ill.; Minnesota & Western States 
Wholesale Sash & Door Association— W. A. 
Cullen, Minneapolis, Minn. (Re-elected); Ne- 
braska Woodwork Association—C. B. Towle, 
Curtis Companies (Inc.), Lincoln, Neb.; Rocky 
Mountain Millwork Distributors—C. W. 
Fischer, Hallack & Howard Lumber Co., Den- 
ver, Colo. (Re-elected); Southern Sash & 
Door Jobbers Association—R. R. Siegel, Hut- 
tig Sash & Door Co., St. Louis, Mo. (Re- 
elected); Southwestern Woodwork Associa- 
tion—W. J. Adams, Collier-Adams Manufac- 
turing Co., St. Joseph, Mo. (Re-elected). 

Directors-at-Large: Lionel Ray, Cole Man- 
ufacturing Co., Memphis, Tenn. (Re-elected); 
E. A. Bowles, Iron City Sash & Door Co., 
Pittsburgh, Pa.; J. G. Whittier, Whittier Lum- 
ber & Millwork Co., Newark, N. J. (Re- 
elected). 


Program Highlights 


“THE RELATION OF AIR CONDITIONING TO 
SASH AND DOOR TROUBLES"—L. V. Teesdale, 
Forest Products Laboratory, Madison, Wis. 


In the opinion of Mr. Teesdale, the most 
effective control of condensation is through 
resistance to vapor movement by a barrier on 
the warm air side of the wall at or near the 
plaster line; that a tight inner window of a 
double window or a tight sash where the storm 
sash is used, is more important in preventing 
condensation than allowing for “extra” ventila- 
tion between the windows. Tests at the labora- 
tory have shown that among the practical bar- 
riers to vapor movement are 50- or 35-lb. 
sheathing papers, asphalt impregnated; alumi- 
num paint and aluminum foil lath. Insulation, 
weatherstripping, “modern” heating units and 
tighter construction tend toward providing con- 
ditions for moisture condensation. 

He questioned the value of keeping the hu- 
midity in the average home at a point higher 
than 15 to 20 percent; warned against cheap 
moisture controls, advising calibration of all 
controls frequently, inasmuch as a moisture con- 
trol in proper working order can only prevent 
the moisture content from falling below a cer- 
tain set degree and cannot prevent it from 
rising beyond that point which it often does. 
Thickness of the window glass was dismissed as 
being unimportant since glass is such an excel- 
lent conductor of heat. Drapes, curtains, etc. 
were cited as keeping the air temperature be- 
tween the material and the window often 20 
degrees lower than room temperature. 

Window and door failures in modern barns, 
warping, sagging, etc., are due to condensation 
caused from the combination of tighter barn 
construction and animal heat. The farmer tries 
to close up the barn and keep it warm with 
animal heat, he said, where it would be cheaper 
to heat with fuel than hay, and have proper 
ventilation. 
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From Left to Right—E. A. Bowles, Pittsburgh, Pa., newly elected chairman of the association; W. M. 

Steinbauer, Chicago, secretary; John D. Biggers, Toledo, Ohio, president, Libbey-Owens-Ford Glass Co.; 

Lionel Ray, Memphis, Tenn., retiring chairman; Raymond S. Smethurst, Washington, D. C., associate 
counsel, National Association of Manufacturers 


“DECAY PREVENTION IN SASH AND MiILL- 
WORK"—George M. Hunt, Forest Products Lab- 
oratory, Madison, Wis. 


Sash, door and millwork failures due to decay 
are exceedingly rare in comparison to the 
amount of such material in satisfactory use, 
according to Mr. Hunt, but competitive advertis- 
ing now makes it necessary that decay preven- 
tive measures be followed. The fungi which 
cause all of the trouble, blue stain, mold, inner 
growths, etc., is usually not found in wood 
which has a moisture content of 20 percent or 
less. Modern construction and stress on air 
humidification make it almost impossible to keep 
the moisture content down, so elements toxic to 
the fungi must be injected into wood. He ad- 
vised against the use of preservatives which-are 
of unknown formulas since there are many pre- 
servatives on the market with known and 
tested ingredients, using either high volatile or 
slow to non-volatile carriers for the toxic, both 
of which are effective if properly used. Mere 
surface coating was designated as inadequate, 
inasmuch as the sash, door, etc., must be pro- 
tected at all times by a sufficient envelope of 
treatment thick enough that a scratch or chip 
will not destroy its effectiveness. Treated sash 
and millwork must go through a long period to 
see what effect preservatives will have on the 
paint holding qualities of the wood, putty, the 
workmen in the plants, etc., he said. 


“BETTER MERCHANDISING THROUGH PRESER- 
VATIVE MINIMUM STANDARDS"—A. R. Tipton, 
president Roach & Musser. Co., Muscatine, lowa, 
chairman of the Preservative Minimum Standards 
Committee, National Door Manufacturers’ Associa- 
tion. 


Mr. Tipton explained in detail the program 
of his association to effect minimum preserva- 
tive standards for its industry products and to 
approve the following of such practice by mem- 
bers with a seal of approval. This ambitious 
program was presented on page 50 of the Sept. 
10 issue of the AMERICAN LUMBERMAN. 

“Merchandising aids are now made avail- 
able to us through the program,” Mr. Tipton 
said, “which can be used in.a positive man- 
ner against the arguments thrown against 
us by competitors of wood. The seal on 
properly treated products provides for the 
definite identification of the products with 
the promotion work which is being done to 
sell them. The seal removes doubt, sus- 
picion and mystery and enables the buyer to 
determine exactly what he is getting. Up 
to the present time, the association has 
granted licenses to use the seal of approval 


to manufacturers representing approximately 
60 percent of the so-called stock production 
of windows and sash, and well over 70 per- 
cent of the known production of stock win- 
dow frames. Applications received but 
not yet approved represent a substantial per- 
centage of the remaining production.” 


"THE FAIR LABOR STANDARDS ACT'—John 
Harrington, Fyffe & Clarke, general counsel, Illinois 
Manufacturers’ Association, Chicago. 


“The definition and limit of terms of the Act 
rest solely in the hands of its administrator,” 
Mr. Harrington said. “What the courts will 
decide is the first question. We do know that 
the administrator cannot extend the Act.” 

He gave a digest of the Act, explaining that 
it was impossible at that time to predict its 
coverage. He cautioned against rushing in to 
get industry committees started at once, since a 
committee can do nothing but recommend wage 
levels and these to be upward. The clause al- 
lowing an appeal from a ruling by the adminis- 
trator was cited as being worthless since the 
one appealing must furnish bond equal to all 
wages of employees in his type of industry dur- 
ing the appeal period. Industries with “peak” 
periods, but which operate otherwise than sea- 
sonally were given little chance to be qualified 
as “seasonal,” for benefits allowed such indus- 
tries. Mr. Harrington suggested that all “prob- 
able” violations of the Act be cleared up as 
soon as possible to avoid penalties under cer- 
tain retroactive clauses, such as “oppressive 
child labor” which penalizes production under 
such conditions even thirty days before the Act 
becomes effective. 


“OPPORTUNITY IS KNOCKING AT THE WIN- 
DOW"'—John D. Biggers, president, Libbey-Owens- 
Ford Glass Co., Toledo, Ohio. 


Introduced by W. M. Solomon, Southern 
Sash & Door Jobbers Association, Memphis, 
Tenn., Mr. Biggers predicted that the wood- 
working and glass industries, as manufacturers 
of companion products designed to enhance the 
utility and beauty of homes, stand on the thres- 
hold of a new era which offers great possibili- 
ties for progress and profit.. He traced the his- 
tory of the glass industry and remarked that 
with the advent in the last ten years of safety 
window and plate glass, structural glass, etc., 
the cost of windows had become a minor item 
in home building yet offered comfort, happiness 
and pleasure—the features which should be 
stressed when selling sash, woodwork, trim and 
glass. In a movement to encourage the use of 
more and larger windows, he urged sufficient 
promotion to acquaint the public with all avail- 
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able designs and, in addition, to learn of the 
needs and desires of modern builders. 

He also asked that dealers be thoroughly 
schooled in all advantages of “window condi- 
tioning” in order that they may intelligently 
present its saving features to the home owner. 
The public is definitely interested and there is a 
ready-made market for double windows or 
storm sash in the twelve million homes in this 
country which have central heating plants, he 
said. As an example of the experimentation 
and progress necessary to gain and hold a 
“modern” market, he cited the use of yellow 
chalk on a green blackboard made of glass, in- 
stead of the time-honored white chalk and black 
blackboard. 


“REDEFINING THE MONOPOLY PROBLEM"— 
Raymond S. Smethurst, associate counsel, National 
Association of Manufacturers, Washington, D. C. 


The anti-monopoly investigation, soon to get 
under way by the Government, involves much 
more and goes further than a study of the exist- 
ing anti-trust laws, according to Mr. Smethurst, 
who prefaced his discussion by tracing the his- 
tory of such legislation, It will try to hunt out 
the weak points of the New Deal, he said, in 
explaining that legislation in the past had tried 
to protect the competitive system of business 
but, since 1933, with the NIRA, had striven for 
the co-operation of producers, with the result 
that all legislative attempts failed to stand with 
the exception of the National Labor Relations 
Act and the Wage-Hour Act. 

Such a study, to determine why a country 
like ours should have unemployment and de- 
pressions, delves into the whole scheme of busi- 
ness, he said, but particularly into price struc- 
tures, in an attempt to see if prices should be 
set by policy or competition and how far the 
Government should interfere in private price 
policies. , 

A number of joint meetings and meetings of 
various regional groups were held during the 
afternoon of Sept. 13. The annual meeting of 
the federation’s board of directors was held also 
on that afternoon at which time the new chair- 
man was chosen. 

The golf tournament was staged on the after- 
noon of Sept. 14 at the Bob O’ Link golf club 
under the direction of Jack Rinn, Red River 
Lumber Co., Chicago. Valuable and useful 
prizes were donated by the Douglas Fir Ply- 
wood Association, National Door Manufacturers’ 
Association, Foster-Lothman Mills, Wheeler- 
Osgood Sales Corp., Libbey-Owens-Ford Glass 
Co., Pittsburgh Plate Glass Co., Fourco Glass 
Co., American Window Glass Co., and Lum- 
berman’s Credit Association, which also had an 
exhibit at the convention under the direction of 
C. C. White and Barney E. Tesch. 

The convention sessions were ably presided 
over by Lionel Ray, Cole Manufacturing Co., 
Memphis, Tenn., chairman of the association, 
assisted by W. M. Steinbauer, secretary. Mr. 
Steinbauer, in his annual report, explained that 
the association, made up of eight regional 
groups, with a total membership of 200 com- 
panies, acts as a clearing house for regional 
activity and directs policy matters and services 
which would be impossible on a small scale. 
He outlined specific benefits of the association’s 
work during the past year and announced that 
the committee studying a plan to develop a uni- 
form guarantee on the principal items of mill- 
work would soon offer its recommendations for 
approval of the industry. 


To Confer on Southern Coastal 


Plains Forestry 


MonTIceELo, ArK., Sept. 19.—L. K. Pomeroy, 
of Ozark-Badger Lumber Co., Witmar, has 
announced that the regional foresters from the 
eleven Soil Conservation Service regions of the 
United States, and the Washington office per- 
sonnel of the woodland management division of 
the SCS, would hold a four-day conference here 
Sept. 28-Oct. 1. The purpose of the meeting 
1s to study woodland management problems of 
the southern coastal plains, as applied to both 
hardwood and pine forest lands. 

























You Can't Make a Silk 
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lumber from coarse logs. 
Put down as reason num- 
ber one for Kirby’s better 
products, the fact that 
choice timber was selected 


for today’s market, back 








in those distant days when 
choice tracts were readily 


available. 


KIRBY LUMBER CORPORATION 


SOUTHERN PINE SOUTHERN HARDWOODS 
“A Wood for Every Purpose” 


KIRBY BUILDING 








HOUSTON, TEXAS 














WILVOR 2#rana Flooring 


of APPALACHIAN OAK 


No matter how exacting your customers may be, 
they will like this precision-made flooring—silky- 
smooth, uniform in texture, beautiful in grain 
and color. Other Wilvor Brand quality floorings 
of Hard Maple, Beech and End-Matched Yellow 
Pine. Moccasin Brand Closet Lining of Aromatic 
Red Cedar. Mixed Hardwoods. Straight or 
Mixed Cars. Write today. 





WILLIAMS & VORIS LUMBER CO.,  cuartanooca, Tenn 
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Amemcanfiimberman 


What the Associations Are 
Planning and Doing 


Meetings to Be Held 


Sept. 29—New England Lumbermen’s Association, 
Hotel Carpenter, Manchester, N. H. Fall 
meeting. 


Sept. 29—Lumbermen’s Golf Association of Mem- 
phis, Colonial Country Club, Memphis. Annual 
tournament and banquet. 


Sept. 29-Oct. 1—Central States Forestry Congress, 
Rolla, Mo. Annual meeting, with business ses- 
sion and field trips. 


Oct. 6-7—Southern Pine Association, Roosevelt 
Hotel, New Orleans. This is a specially called, 
industry-wide meeting, to further uniform 
compliance with the wage-hour law. In addi- 
tion the Southern Pine Industry Committee 
will meet. 


Oct. 10-14—National Safety Council, Stevens Hotel, 
Chicago. Silver Jubilee Safety Congress and 
Exposition. 

Oct. 19-21—Pacific Logging Congress, 
Hotel, Tacoma, Wash.’ Annual. 


Oct, 21—Florida Lumber & Millwork Association, 
Orlando, Fla. Midyear meeting. 


Oct. 27—Northwest Missouri Lumber Dealers’ As- 
sociation, Robidoux Hotel, St. Joseph, Mo. Fall 
meeting. 


Nov. 3-6—California Retail Lumbermen’s Associa- 
a Huntington Hotel, Pasadena, Calif. An- 
nual, 

Nov. 14-18—United States Building and Loan 
League, Palmer House, Chicago. Annual. 


18—Appalachian Hardwood Manufacturers 
(Inc.), Hotel Gibson, Cincinnati, Ohio. Annual. 


Dec. 7-9—Carolina Lumber and Building Supply 
Association, Hotel Sir Walter, Raleigh, N. C. 
Annual. 

Jan, 10-12—Indiana Lumber & Builders’ Supply As- 
sociation, Claypool Hotel, Indianapolis. Annual. 


Jan. 17-19—Northwestern Lumbermen’s Associa- 
tion, Auditorium, Minneapolis, Minn. Annual. 


Jan. 17-20—Ohio Association of Retail Lumber 
Dealers, Deshler-Wallick Hotel, Columbus. 
Annual. 

Jan. 23-25—Mountain States Lumber Dealers’ Asso- 
a Shirley-Savoy Hotel, Denver, Colo. 
nnual, 


Jan. 24-26—Northeastern Retail Lumbermen’s As- 
sociation, New York City. Annual. 
Jan, 24-26—Kentucky Lumber & Supply Associa- 
tion, Brown Hotel, Louisville. Annual. 
Jan, 25-27—Southwestern Lumbermen’s Association, 
Auditorium, Oklahoma City, Okla. Annual. 


Jan. 31-Feb. 3—Michigan Association of Retail 
Lumber Dealers, Pantlind Hotel and Municipal 
Auditorium, Grand Rapids. Annual. 


Feb. 1-3—Iowa Association of Lumber & Building 


Winthrop 


Nov. 


Material Dealers, Des Moines, Iowa. Annual 
convention and merchandising clinic. 

Feb. 7-9—Illinois ,.Lumber & Material Dealers’ 
Association, Stevens Hotel, Chicago. Annual. 


Feb. 8-10—Lumber Dealers’ Association of Western 
Pennsylvania, William Penn Hotel, Pittsburgh. 
Annual. 

Feb. 10—Tennessee Lumber, Millwork & Supply 
Dealers’ Association, Nashville. Annual. 


Feb. 14-16—Wisconsin Retail Lumbermen’s Asso- 


ciation, Milwaukee Auditorium, Milwaukee. 
Annual. 





Northwest Missourians Set Fall Date 


Kansas City, Mo., Sept. 19.—The North- 
west Missouri Lumber Dealers’ Association will 
meet at St. Joseph, Mo., on Oct. 27 for the fall 
meeting. The meeting starts with a luncheon 
at the Robidoux Hotel, followed by a business 
session during the afternoon and a banquet in 
the evening. 





Southwestern Schedules Group 
Meetings 


Kansas City, Mo., Sept. 19—A number of 
group meetings are being arranged by the 
Southwestern Lumbermen’s Association this 
fall. In conjunction with the Arkansas Asso- 
ciation of Lumber Dealers, nine meetings are 
scheduled in Arkansas this month. From Sept. 
19 to 23, meetings will be held at Fayetteville, 
Harrison, Little Rock, Hot Springs, El Dorado, 
Pine Bluff, Marianna, Jonesboro and Blythe- 
ville, 

The first week of October will be devoted to 
Kansas. Meetings will be held in the follow- 


ing towns on the dates named: Oct. 3, Seneca; 
Oct. 4, Concordia; Oct. 5, Hoxie; Oct. 6, 
Meade; Oct. 7, Great Bend; Oct. 8, Wichita. 

During the third week of October, starting 
the 17th, meetings will be held daily to the 
22nd, at the following towns, in order named: 
Ada, Lawton, Clinton, Alva, Ponca City and 
Oklahoma City. 





Southern Pine Association Calls 
Industry-Wide Conference 
on Wage-Hour Law 


New Or.eans, La., Sept. 19.—Secretary- 
manager H. C. Berckes, Southern Pine Asso- 
ciation, last week issued formal announcement 
of an industry-wide meeting to be held in New 
Orleans, Oct. 6-7, at the Roosevelt Hotel. 

The program for this meeting is being care- 
fully planned to afford southern lumber manu- 
facturers an opportunity to thoroughly discuss 
the application of the wage-hour law, which 
becomes effective Oct. 24, in order that there 
may be uniform compliance with its regulations 
and a minimum of violations. 

One of the most important sessions of this 
industry-wide gathering will be the meeting, 
on Oct. 6, of attorneys representing southern 
lumber companies, for a forum on the wage- 
hour law. 

There will also be sessions devoted to meet- 
ings of the various association committees deal- 
ing with problems of transportation, conserva- 
tion, etc. Reports on all committee meetings 
will be made to the board of directors. 

In addition, the Southern Pine Industry Com- 
mittee will meet and consider its plan of op- 
eration. The membership of this committee is 
comprised of representative lumbermen from all 
sections of the southern pine producing terri- 
tory. 

Other topics of tremendous importance will 
be studied at these sessions and all manufactur- 
ers of southern pine are urged to attend or 
send representatives, 
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Tentative Program for Californians’ 
Convention Announced 


MonrTereY, CAir., Sept. 17.—Arrangements 
for the annual convention of the California 
Retail Lumbermen’s Association to be held at 
the Huntington Hotel, Pasadena, Calif., Nov. 
3-5, will be under supervision of the following 
committees: Finance, Paul Hallingby, chair- 
man; program, A. E. Fickling, chairman; en- 
tertainment, Earl Johnson, chairman; general 
committee, Paul Hallingby, chairman. George 
Lounsberry will be chairman of the convention, 
The tentative program is outlined thus: 

Thursday morning, registration; noon, 
luncheon; afternoon, business session; night, 
barbecue. 

Friday morning and afternoon, 
sessions; night, banquet and dance. 

Saturday morning, option of golf tourna- 
ment or trip to Huntington Library. 


business 





Arkansas Dealers Look for Demand 
From Modernizing Campaign 


Litre Rock, Ark., Sept. 19.—Members of the 
Arkansas Association of Lumber Dealers expect 
the downward trend in building material prices 
to give impetus to the nation-wide “Ready 
For Winter” campaign, now being conducted by 
the National Retail Lumber Dealers Associa- 
tion, according to L. M. Hawkins, secretary of 
the Arkansas association. Mr. Hawkins cited 
lower building material prices from the Depart- 
ment of Labor and the Federal Home Loan 
Bank Board to refute the charges that the high 
cost of materials is the reason for lack of 
building in some localities. 





New Mexico Association, Born Last 
June, Shows Sturdy Growth 


ALBUQUERQUE, N. M., Sept. 19.—R. Need- 
ham Ball, secretary, and other officials of the 
New Mexico Building Materials Association, 
are delighted with the progress that has been 
made in building up the membership of this 
association, which came into being on June 1 
last. Starting with eleven concerns, there has 
since been an increase of fourteen. To wel- 
come these new co-operators, the Albuquerque 
members were hosts at a get-together dinner 
in Albuquerque on Aug. 27. More than forty 
lumbermen from the mid-central area of New 
Mexico were present, and the occasion was 











The five smiling faces shown above are those of the new officers of the Birmingham (Ala.) Building 

Material Exchange, installed Aug. 16, at a meeting held in the Hotel Thomas Jefferson, in that city. 

Seated are (left to right): Joseph H. Brady, vice president (president Barnett Lumber Co.); W. Thorn- 

ton Estes, treasurer (president Estes Lumber Co.); Richard Miree, secretary (vice president Miree Lum- 

ber Co.). Standing are Allen K. Wood, president (president Wood Lumber Co.); and Hugh L. Nath- 
urst, secretary-manager of the Exchange 
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made a notable one. Additional new. members 
of this youngest of the various associations of 
retail lumber and building material dealers are: 

Santa Fe Builders Supply Co., G. N. Eu- 
bank, Big Jo Lumber Co., Star Lumber Co. 
and Handy Lumber Co., all of Santa Fe; 
Bernalillo Mercantile Co. and New Mexico 
Timber & Lumber Co., both of Bernalillo; J. 
Korber Co., Charles Ilfeld & Co., Rio Grande 
Steel Co. and George E. Breece Lumber Co., 
all of Albuquerque; Becker Dalies Co. of 
Belen; Becker-McTavish Co., of Magdalena; 
and W. D. Crabtree, of Socorro. 





Oak Flooring Directors Discuss 
Wage-Hour Law 


MemPHIs, TENN., Sept. 20.—Directors of the 
National Oak Flooring Manufacturers’ Associa- 
tion meeting here today, expressed the belief 
that orders for a large volume of business would 
come into the market shortly. They discussed 
the effect that application of the wage-and- 
hours law would have upon the industry, but 
reached no conclusions. 





California Association Supports 
National Public Relations Work 


Monterey, Cauir., Sept. 17.—The board of 
directors of the California Retail Lumber- 
men’s Association held a meeting at the San 
Carlos Hotel here Aug. 20. J. O. Handley, 
president, presided, and Fred A. Witmer acted 
as secretary. A resolution was passed author- 
izing contribution of $500 to the National Re- 
tail Lumber Dealers’ Association for use in its 
contemplated Public Relations Department, if 
and when the National association has received 
either money or pledges for the balance of its 
budget required for this department. 


The following applications for membership 
in the association were presented and approved: 

Valley Lumber Co., Lodi; A. F. Stevens 
Lumber Co., Healdsburg; John L. Witney 
(Inc.), Jamestown; Mendocino County Re- 
tail Lumber Co., Fort Bragg; Two Rock Com- 
mercial Co., Two Rock; Sugar Pine Lumber 
Co., San Francisco; Henry Hess Co., Guerne- 
ville, and Builders Supply Co., Gilroy. 

Group insurance under the blanket policy is- 
sued to the association by the Lumbermen’s 
Mutual Casualty Company was discussed, and 
J. B. McKeon, F. Dean Prescott and Kenneth 
Smith reported on grade-marking. 





National Association Establishes 
Public Relations Department 


WasurncrTon, D. C., Sept. 19.—In an effort 
to be of further assistance to the retail lum- 
ber dealers of the country, the National Retail 
Lumber Dealers’ Association has announced 
the formation of a Public Relations depart- 
ment. The division, creation of which was 
originally authorized at the May convention 
of the National in Washington, will be under 
direction of Vincent Tutching, former direc- 
tor of newspaper publicity for the Federal 
Housing Administration, for many years real 
estate editor of the Washington Evening Star, 
more recently of the Washington Herald-Times 
and former staff correspondent of AMERICAN 
LUMBERMAN. ' 

Plans of the public relations division call for 
a long-range program of educational and pub- 
licity activity, utilizing newspapers, magazines 
and other media. It will be the objective of 
the association to acquaint the public with 
opportunities for building small homes at prices 
within reach of the wage-earners, representing 
approximately 70 percent of the population, 
built according to conventional methods, by 
local labor, using local materials, and financed 
through the Federal Housing Administration. 

The new department will seek to clarify 
misunderstandings concerning building costs, 
by uncovering from authentic sources true fig- 
ures, and publicizing them through the press. 

Special effort will be made to educate the 
public on the Federal Housing Administration 
program, including all of its features, .both 
under Title I, the Property Improvement plan, 
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— Title II, the Mutual Mortgage Insurance 
plan. 

The part which the local lumber and build- 
ing material dealer can play in the building 
picture will be stressed. The prospective home 
builder will be directed to him for information 
regarding F. H. A. or other forms of financ- 
ing, information regarding the kind of a home 
to build, assistance in planning the home, fur- 
nishing plans, specifications and giving up-to- 
date data on newly developed building mate- 
rials and equipment. 





Slash Pine Pays Tribute to Memory 
of Wood Chemist 


SAVANNAH, GaA., Sept. 19.—The first meeting 
of the Slash Pine Forestry Association ever 
to have been held in Savannah, Oct. 12, will 
include a special memorial program, in honor 
of Dr. Charles H. Herty. Andrew A. Smith, 
of Savannah, has been named program chair- 
man. Dr. Herty was one of the organizers 
and a director of the association. 





Assistant Secretary Is Promoted 


OrLANDO, FLa., Sept. 19.—Announcement 
has lately been made by President Asher M. 
Culp, of the Florida Lumber & Millwork Asso- 
ciation, of the appointment of Marie M. Ben- 
nett, as acting secretary, succeeding Walter B. 
Humkey, who resigned to enter the practice of 
law at Miami. The change became effective 
Sept. 1. Mrs. Bennett has acted as assistant 
secretary for a number of years. 





Hardwood Wholesalers Enjoy 
Scenic Colored Movies 


Members of the National Association of 
Hardwood Wholesalers who met for the weekly 
luncheon in Chicago on Sept. 20 enjoyed 1,200 
feet of indescribably beautiful colored movies 
which were taken this summer by H. R. Foster, 
one of the members. Mr. and Mrs. Foster’s 
three-weeks’ trip took them through the national 
parks of Canada and the cities of Vancouver, 
Victoria, Seattle, and Portland. After viewing 
the natural magnificence of the above places, 
the lumberman and his wife continued on to 
Yellowstone National Park, where they were 
further entranced by the geysers and rock for- 
mations. The entire trip was faithfully recorded 
by the colored movie film and can be lived over 
again at any time. The pictures taken in the 
International Rose Gardens at Portland, Ore., 
showed the gorgeous blooms at about their best 

An out-of-town member present at the meet- 
ing was Frank Oliver of Toronto, who came to 
Chicago early for the convention of the Na- 
tional Hardwood Lumber Association so as to 
meet with the wholesale group. 


Canadians to Seek Reason for 
Slackness in Home Building 


Toronto, Ont., Sept. 19—The lumbermen of 
Toronto, both wholesalers and retailers, are 
sponsoring a meeting to be held in Toronto, 
on Friday, Sept. 30, the purpose of which is 
to acquaint the lumbermen more fully with the 
working details of the National Housing Act. 
Since the Act was considerably liberalized by 
amendments passed in the recent session of 
the Dominion Parliament, there has not beén 
so great an increase in house building activity 
as the sponsors of the amendments expected, 
especially in view of the fact that during the 
same session of Parliament, the eight percent 
sales tax was removed from lumber and build- 
ing materials. The heavy burden of real estate 
taxation in most Canadian municipalities is, 
of course, the chief factor in restricting house 
building activity, a fact which is clearly shown 
by the relatively large amount of apartment 
house building during the present year. The 
lumbermen of Toronto, however, believe that 
a greater effort should be made to bring full 
understanding of the National Housing Act 
home to everyone in the lumber business. They 


(Continued on page 79) 
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Dependable 


Timbers, Dimension 


You can’t go wrong when you supply 
your customers with Dimension and 
Timbers of Zimmerman Long Leaf Yel- 
low Pine. Here’s stock that is beautiful 
and tough—that takes the cream of our 
timber. It’s extra value lumber, clean, 
dry, straight and bright. Lignasan- 
treated, to prevent sap stain and dis- 
coloration. Carefully air-seasoned, ex- 
pertly manufactured, properly graded. 
Straight car and mixed car service. 


JABENTLEY LUMBER CO. 


ZIMMERMAN. LA 


ERGUSON 


Serving Dealers for 45 Years 




















Let the W. T. Ferguson Lumber Co. 
supply your needs in Yellow Pine, 
Hardwoods, Cypress, West Coast Prod- 
ucts, Treated Lumber, Hardwood Floor- 
. ing. Cedar Closet Lining, Plywood, 
Mills Grain Doors, Veneers, Shingles. Why 

not send your order. today? 


W. T. FERGUSON LUMBER CO. 
St. Louis, Mo. 





FRY- 
FULTON 


Immediate 
Service 


Fry+Fulton Lumber Company, handling the 
products of several mills, carry in St. Louis 
full stocks of Cypress, Oak, Birch, Poplar, 
Hard Maple, Yellow Pine Finish, Mahogany, 
Ponderosa, California Sugar Pine, Northern 
White Pine, Plywoods of Pine, Fir, Hard- 
woods. Tell us your needs. 


Fry-Fulton Lumber Co. 


146 Carroll St., ST. LOUIS, Mo. 
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Here’s What's New 


Manufacturer's Plan Aids in Selling 
Barn Equipment Jobs 


Starline, (Inc.), 302 Front St., Harvard, IIl., 
manufacturer of all kinds of barn equipment 
for over 50 years, stresses a number of advanced 
features of its equipment in a new catalog 
which is fully illustrated. The Starline prod- 
ucts allow a dealer to sell the complete barn 
equipment job, and the dealer is aided in closing 
a sale through the manufacturer’s “co-opera- 
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tion” plan. When there is an inquiry, the dealer 
notifies the company which in turn sends its 
representative to the job site to submit plans 
and suggestions for layout and equipment. 
Dealers wishing to become acquainted with 
Starline products and the company’s sales help 
plan, may obtain the new catalog and full de- 
tails from the manufacturer without obligation. 


New Sales Presentation Lists Advan- 
tages of Fence Line 


The Keystone Steel & Wire Co., Department 
M, Peoria, Ill., manufacturer of Red Brand 
fence, is now offering a compact, new presen- 
tation of its fence line, augmenting its sales 
support and service. The “talking” points, as 
listed by the manufacturer, include a zinc- 
steel alloy coating, “galvannealing,” copper- 
bearing steel, sturdy construction, full gauge 
and weight, etc. The Keystone company is 
continuing its long established policy of con- 
sumer advertising, designed to aid dealer sales. 
Full details will be sent without obligation by 
the department mentioned above. 


Folder Explains Architectural and 
Construction Details of Columns 


The Union Metal Co., Canton, Ohio, manu- 
facturer of fluted metal products, recently pub- 
lished catalog No. 50-H, dealing with classical 
columns for modern buildings. The catalog, 
bearing A. I. A. file No. 12M, may be had 
without obligation by writing to the manufac- 
turer. The columns are made from copper- 
bearing, galvanized steel and are architecturally 
correct, conforming to the different orders of 
Grecian and Roman design, and in two modi- 
fied designs. Designs are available for the 
most modest cottage or the most elaborate pub- 
lic building. 


New "Waterfall" Door Casings Give 
Streamline Appearance 


The planning of unusual doorways to har- 
monize with rooms finished in plaster or veneer 
wood paneling has always presented something 
of a problem. Waterfall curved plywood cas- 
ings are designed to give a new and effective 
streamline appearance to doorways without 
adding greatly to the cost. Already rounded 
and complete as a unit, the casings are avail- 
able in American walnut, mahogany, oak, birch 
and other popular woods. An illustrated folder, 
giving complete details may be obtained with- 
out obligation from the Jamestown Veneer & 
Plywood Corp., Jamestown, N. Y 


New Catalog Shows "All Kinds" of 


Wheelbarrows 


The Fairbanks Co., 393 Lafayette St., New 
York City, manufacturer of valves, trucks, 
casters, wheelbarrows, etc., recently announced 
the publication of catalog 54-35 containing 
illustrations and descriptions of wheelbarrows 
for every use. All wood used in Fairbanks 
wheelbarrows is seasoned hardwood. The cata- 
log shows only standard designs but the com- 
pany is equipped to make up special require- 
ments. The catalog is available without obli- 
gafion on request to the company. 


Announces New Heavy Duty 
Electric Safety Saw 


The electric tool division of the Stanley 
Works, New Britain, Conn., recently announced 
a new heavy duty safety saw which cuts through 
2%-inch lumber and bevel cuts up to 2%s-inches 
at 45 degrees. The switch can be operated inde- 
pendently by either of two triggers on the han- 
dle. It has a simple nut adjustment for depth 
of cut. Full details of the WB safety saw may 
be obtained without obligation from the com- 
pany. 





Electric Painting Machine Is Capable 
of Large Production 


Jas. H. Matthews & Co., 3942 Forbes St., 
Pittsburgh, Pa., recently announced an im- 
proved electric painting machine which, accord- 
ing to the manufacturer, has proved to be five 
times faster than a brush and enables a painter 
to paint 1500 square feet of finished surface per 





hour. The machine does a two-coated stipple 
job in one operation. The paint is thrown out 
by centrifugal force, in a fan-shaped spray, the 
stream being adjustable, accurately without 
splattering, from 1-inch to 18 inches in width. 
The unit, weighing 5% pounds, contains a 
1/10th horsepower motor, gun and three-pint 
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can, plugs into any 110 volt AC or DC outlet, 
and takes no more current than a vacuum 
cleaner. In addition to handling all kinds of 
enamel and paint, the unit is adaptable to the 
application of waterproofing materials. Full 
details may be had without obligation from the 
manufacturer. 


Announces Individual Zinc Corners, 
Window and Door Frame Strips 


Stressing time saving in application, neatness 
of appearance and permanent protective quali- 
ties, the Double Grip Brass Clip Co., 211 South 
Main St., Kokomo, Ind., has annnounced its 
new line of individual zinc inside and outside 
corners and window and door frame strips for 





asbestos siding applications. In the accompany- 
ing illustration, from left to right, are shown 
outside and inside corners, as well as a frame 
strip on the right side of the outside corner. 
Each course of siding requires one individual 
zinc corner and one frame zinc strip. Each 
corner hooks on the bottom edge of the siding 
shingle and extends upward more than the en- 
tire width of the siding. This allows a nail to 
be placed above the top edge of the siding to 
keep the corner from sliding down. The next 
course of siding laps over the upper end of the 
corner covering the nail placed there. Full 
details may be had without obligation from the 
company. 


Dealer Folder on Wall Paper in 
Demand; Copies Available 


The new dealer folder, containing ten 
samples of wall papers, of the Lennon Wall 
Paper Co., Joliet, Ill., is making a hit accord- 
ing to reports from the manufacturer. Details 
of securing the folders for use as mailing pieces 
may be had without obligation from the com- 
pany. Dealers wishing to be placed on the com- 
pany’s mailing list to receive “The Co-Opera- 
tor,’ Lennon’s monthly bulletin, should so state 
when inquiring about the folder, 


Fence Manufacturer Now Offers 
Condensed Catalog as Folder 


The Pittsburgh Steel Co., 1624 Grant Bldg., 
Pittsburgh, Pa., is now offering its condensed 
catalog, in folder form. All requests should 
be addressed to the company. There is no 
obligation. The catalog contains illustrations 
and descriptions of farm, pcultry and lawn 
styles of welded-joint and hinge-joint types of 
fence. Pittsburgh fence is hot-zinc-coated, 
copper bearing steel wire. 


Booklet Deals with Company's 
Flooring and Other Specialties 


The Jackson Lumber Co., Lockhart, Ala., 
recently issued an attractive, illustrated color 
booklet describing Lockhart brand flooring and 
other products of the company, which is a Cros- 
sett Watzek Gates industry. The company was 
established at Lockhart in 1902 and has built up 
an enviable reputation as a producer of excellent 
lumber and also as “flooring specialists.” The 
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booklet affords an opportunity to “look behind 
the scenes,” and is well worth writing for. 
There is no obligation. 


New Lead-Seal Roofing Nails Are 
Triple-Locking 

The Deniston Co., 4856 S. Western Ave., Chi- 

cago, recently announced a triple-lock, lead-seal 


roofing screw nail. The drive screw nail has a 
bump just below the head of the nail which in- 





sures its triple locking action. Lead 
under the head and down the sides, 
plugs the hole after the nail is driven 
and prevents damage from moisture. 
The sharp pointed nails are hot gal- 
vanized and are made in drive screw, 
straight shank and ringed shank styles. 
Samples of the nails, demonstrator blocks and 
complete details will be sent to any dealer re- 
questing them. There is no obligation. 


(Continued from Page 41) 
242 Paint Jobs 122 Insulation 


17 New Sidewall 93 New Garages 
Jobs 


MOPPING UP ON PROSPECTS 


As most of these calls were made in 
the rural district, and the end of the six 
weeks period brought us to Nov. 15, we 
decided to end the campaign and concen- 
trate on the prospects we now had. The 
results have been very gratifying, bring- 
ing us business we did not know existed, 
and bringing many new customers into 
our yard. As much of this contemplated 
work is yet to be done we will probably 
start again about August of this year, and 
call back on many of these good prospects, 
which we know will result in a great deal 
of fall business. 


Realm of the Retailer 
(Continued from page 37) 

The store is a perpetual building show, 
and includes such items as barn equip- 
ment and hay forks, table tennis sets and 
kitchen sinks. The large closed shed is 
well stocked with all the common sizes of 
boards and dimension lumber, as well as 
numerous species of hardwood for fine 
cabinet work. Moulding and jambs and 
casings are stored in a heated shed to keep 
them dry. Plywood, Upson Board, Celo- 
tex and other building boards are stored 
flat in bins to prevent warping. 

One of the most interesting sights of 
the yard is in an old building adjoining 
the office. At one time this was part of a 
textile mill, and an old water wheel used 
for generating power is still in the base- 
ment. Since the company owns the land 
on both sides of a creek bed, up to and in- 
cluding a dam about 100 yards upstream, 
it was decided to re-condition the wheel 
and the power plant, and generate power 
for light and for operation of the several 
machines in the cabinet and millwork de- 
partment. When we visited the yard, the 
old spillway had been cleaned, and the 
company was about ready to begin pro- 
ducing its own power. 
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QUALITY INSURANCE 


The prime principle of ASSOCIATED LUMBER MUTUAL 
INSURANCE is to provide the greatest possible protection at the 
lowest possible cost. These companies were organized and operated 
for the benefit of the LUMBERMEN. Their constant effort is to 
reduce the cost of insurance by reducing the losses. By intelligent 
fire prevention work this is accomplished, resulting in a substantial 
dividend being returned year after year! 


Write to any of the following companies for full particulars: 


Established 
Central Manufacturers Mutual Ins. Co. 1876 
Van Wert, Ohio 
Lumber Mutual Fire Insurance Co. 1895 
Boston, Mass. 

Pennsylvania Lumbermens Mutual Fire Ins. Co. 1895 
Philadelphia, Pa. 

Lumbermens Mutual Insurance Co. 1895 
Mansfield, Ohio 
Indiana Lumbermens Mutual Insurance Co. 1897 
Indianapolis, Ind. 

Northwestern Mutual Fire Assn. 1901 


Seattle, Washington 


COMBINED ASSETS 
over $28,000,000 


COMBINED SURPLUS 
ever $12,000,000 

















COOSA RIVER 


LUMBER CORP. 
Wetumpka, Ala. 


Let show you Quality and Service that will merit your 
| <a por lg kiln dried or air dried Dowicide-treated 
Long Leaf and Short Leaf. ae 
Dipped, Eased Edge Dimension, No. 1 and No. 2 Common, 
Vieuten. Ceiling, Siding, Finish. Boards, Railroad and Car 
Material—mixed or straight cars. 


it Members, Southern Pine Ass‘n. 


ALABAMA RIVER 


LUMBER COMPANY, 
Montgomery, Ala. 








Address all Correspondence to Montgomery, Ala. 
MANUFACTURERS OF 


LONG LEAF and SHORT LEAF YELLOW PINE 











Order a set of our Planer and Jointer Knives and see 
how they compare under actual service conditions. 


Ss a r tern with dimensions and kind of 
SPECIAL: oo % Bi Eg We will quote you at once and 
give you earliest date of delivery. 


[High Speed gteel Knives and Moulding Cutters for the Woodworking Industry} 








TAYLOR, STILES & COMPANY --RiecELsviLte, N. 3] 


WESTERN AGENTS: Hall & Brown W. W. Machine Co., St. Louts, Mo. 
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Tough and Strong 


For safe, durable, reliable 
construction, depend on 
Long Leaf. We have it 
In Standard sizes, or 
cut to your order. 





Appalachian 


HARDWOODS 


Lumber of distinguished 
beauty and serviceabilty 


We specialize in Oak and Poplar. 


Soft-textured high-quality Appal- 
achian lumber, well-manufactured. 
Careful attention to inquiries and 
orders, Let us hear from you. 


WILDERNESS 
LUMBER CO. 


NALLEN, W. VA. 


NDUSTRIA 


ELIZABETH, LOUISIANA 


| 













| 


{ELLOW Pine 


Timbers, chemically treated to 


3 es © 









Eased Edge Dimension 


Complete line of kiln dried 
Yard and Shed Stock 
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Among the Lumbermen’s Clubs 


New Jersey Secretary Is Guest 
Speaker at ALAMS Meeting 


Newark, N. J., Sept. 19—G. E. “Ed” 
DeNike, secretary of the New Jersey Lumber- 
men’s Association, as guest speaker at a regu- 
lar meeting of the ALAMS, here, at the 
Newark Athletic Club, Sept. 12, suggested that 
the New Jersey association and the ALAMS 
combine their fall golf outing on Sept. 29 at 
Spring Lake, N. J. The suggestion was ap- 
proved and committees from the two organi- 
zations will work together on the details. 

Mr. DeNike also presented an outline of 
projects in New Jersey which will be backed 
by Federal grants. He urged those in the 
lumber and building material field to bend 
every effort toward securing their share of 
this business, all of which must be started 
before Jan. 1, 1939. 





Jupe’ Pluvius Fails to Dampen Spirits 
of Lumbermen at Picnic 


FRANKENMUTH, Micu., Sept. 19.—Rain and 
more rain held the attendance of Michigan lum- 
bermen’s “Frankenmuth” picnic to 432, slightly 
less than 1937 total, but the occasion was en- 
thusiastically voted a success. The event was 
staged here, Sept. 10, at Hubinger’s Grove, and, 
according to Al. Blixberg, Detroit, secretary of 
the Michigan Association of Traveling Lumber 
& Sash & Door Salesmen, sponsor, would have 
broken all attendance records had the weather 
been favorable. The traditional ball game be- 
tween the dealers and salesmen had to be post- 
poned, but entertainment, including music by a 
little German band, followed by a chicken din- 
ner at Herman Fischer’s hotel, appeased the 
would-be big leaguers. 


Cincinnati Golfers Announce 
Tournament 


CINCINNATI, Ou10, Sept. 19.—The Lumber- 
men’s Golf Association of Cincinnati will hold 
its annual tournament Sept. 27 at the Western 
Hills Golf Club here. It plays at the club 
every Tuesday. Many out-of-town guests are 
expected to participate, including members of 
the southern sawmill group and consumers in 
northern Ohio and Indiana. 





Chief Forester on Tour, Speaks at 
Two Spokane Meetings 


SPOKANE, WaASH., Sept. 17.—F. A. Silcox, 
chief forester of the United States Forest 
Service, discussed the necessity of and measures 
for the expansion of timber conservation, at 
a meeting of the Timber Products Bureau of 
the Spokane Chamber of Commerce, Sept. 15. 
He suggested a vast program embracing pro- 
tection, regulation and development of resources, 
and recommended that the underwriting of 
such a program be considered as an investment 
by the Government rather than a current 
expense, Ralph Edgerton, chairman of the 
bureau, presided at the meeting. Also present 
were Earl W. Tinker, Washington, D. C., 
assistant forester; Major Evan W. Kelley, Mis- 
soula, Mont., regional forester; S. N. Wyckoff, 
Portland, Ore., director of the Pacific North- 
west experiment station; C. K. McHarg, assist- 
ant forester, Missoula. 

On Sept. 16, Mr. Silcox addressed a joint 
meeting of the Spokane Hoo-Hoo Club and the 
bureau, which was preceded by a conference 
on blister rust control. James M. Brown, presi- 
dent of the Long Lake Lumber Co. here, who 
acted as chairman of the committee on arrange- 
ments for the meeting, stated that ways must 
be considered to speed up the program of con- 
trol so that the remaining 900,000 acres of 
white pine threatened may be protected in time. 
It is estimated that completion of the eradica- 
tion program will call for an expenditure of 


ten million dollars over a six-year period. 
Approximately 5,000 men working out of nearly 
one hundred camps in the Northwest during the 
past summer covered 125,000 acres in the con- 
trol program. 


13 Kittens Tread Catnip Bed at 
Twin City Concat 


MINNEAPOLIS, MINN., Sept. 19.—At a com- 
bined business and social meeting held at the 
Superior Golf Club, the Twin Cities Hoo-Hoo 
Club got off to a running start last week by 
re-electing all its officers unanimously and 
directing them to carry on as_ successfully 
during the 1938-39 season as they did during 
the past year. The officers are: 

President—Harry M. McNeil. 

First vice president—L. O. Taylor. 

Second vice president—Gaylord Wilcox. 

Secretary and treasurer—Parker H. Betzer. 

Directors—Fred D. Scott, L. S. Clark, Sher- 
man Berge, E. E. Bach, Dean Glenn. 

Following an afternoon golf tournament, 
winners of which were presented with golf balls 











Good work continues to be done in promoting 
building interest among boys by O. G. Hughson, 
fieldman for the Oregon State Building Congress, 
712 Couch Building, Portland, Ore. The above 
photograph shows one of the latest projects spon- 
sored by Mr. Hughson and his group of backers. 
It shows a miniature barn constructed by the 4-H 
Builders’ Club at the State Reform School, Wood- 
burn, Ore. - This work won first prize for the best 
single completed unit exhibited at the 1938 Oregon 
State Fair, at Salem, where there were 25 con- 
struction units entered. This prize will entitle one 
of the boys at the Reform School to attend sum- 
mer school at the Oregon State College next June, 
for two weeks, with expenses paid 





by T. T. Jones, the concatenation was held, 
the following comprising the degree team: 
Snark, W. C. Morley; Senior Hoo-Hoo, James 
R. Barrett; Junior Hoo-Hoo, Gaylord Wilcox ; 
Bojum, Lawrence P. Youngblood; Scrive- 
noter, Parker H. Betzer; Jabberwock, Lawrence 
S. Clark; Custocatian, A. H. Sahly; Arcanoper, 
William H. Rezanke, Jr.; Gurdon, John Di- 
meling, Jr. 

Thirteen kittens were inducted into the order, 
The election followed a. dinner. 

I. N. Tate, Harry T. Kendall, L. O. Taylor, 
Sam ‘L. Boyd and R. E. Saberson spoke briefly 
on Hoo-Hoo accomplishments. ' 

While the Twin Cities club was getting under 
way for the season, the re-organization com- 








Se 


he 
fol 


ne: 
co! 
sel 
eal 
ins 
sel 
kn 
shi 


wi 








38 


od. 
rly 
the 


yn- 


m- 
the 
[oo 


ind 
lly 
ing 


ner. 
er- 


nt, 
alls 


Z 


ting 
son, 
ress, 
ove 


pon- 
kers. 
4-H 
Dod- 
best 
>gon 
con- 
one 
sum- 
June, 


1eld, 
am: 
mes 
SOX ; 
‘ive- 
ence 
yper, 

Di- 


rder, 


ylor, 
‘iefly 


nder 
com- 











September 24, 1938 


mittee of the international Order, from offices 
here, was sending letters to all members asking 
for suggestions relative to the appointment of 
a Supreme Nine which will serve until the 
next regular annual meeting of the Order. The 
committee had been authorized to make the 
selection, but decided to call on members of 
each of the nine jurisdictions for aid in choos- 
ing the personnel. The Supreme Nine will 
select an advisory committee of three to. be 
known as a Board of Councillors, one of whom 
shall be treasurer of the Order, and the board 
will name a secretary, with the approval of the 
Supreme Nine. 


Cincinnatians Called to First Fall 
Meet 


CINCINNATI, Onto, Sept. 19.—John Bade, 
president of the Cincinnati Lumbermen’s Club, 
has issued a call for its first autumn meeting, 
to be held at the Hotel Metropole here on 
Oct. 3. 








Appalachian Group Dates Annual 


CINCINNATI, OHIO, Sept. 19—The trade ex- 
tension committee of the Appalachian Hard- 
wood Manufacturers (Inc.) met recently to 
discuss the outlook. They set the date for 
the annual meeting of the association, to be 
held Nov. 18, at the Hotel Gibson here. 


B&W Sales Club Begins New Season 


Battimore, Mp., Sept. 13.—The Baltimore & 
Washington Lumber Sales Club inaugurated its 
fall and winter activities last night in the Lord 
Baltimore Hotel. It was announced that the 
club had joined the Northeastern Salesmen’s 
Conference. An excellent dinner was served. 
G. V. Frederickson, of the Weyerhaeuser Sales 
Co., of Baltimore, the president, occupied the 
chair, and Arthur V. Charshee, of Baltimore, 
kept the minutes. 


Golf and Meetings Among Wiscon- 
sin Dealer Groups 


JANESVILLE, Wis., Sept. 19.—Approximately 
80 sales representatives were guests of southern 
Wisconsin retail lumber and building material 
dealers, at a golf tournament and outing staged 
recently at the Janesville country club under 
the direction of S. S. Solie and Stanley Wilson. 
D. M. Olsen, Dewey Portland Cement Co., won 
blind bogey with a 77; Nick Burrell, Medusa 
Portland Cement Co., had a low gross of 86; 
H. S. Hoesly, Schaller-Hoesly Lumber Co., had 
low putts with 29; R. A. Messner, Johns-Man- 
ville Sales Corp., high grossed with 139. 

Hosts among the Gublees were: Dean Lum- 
ber Co., Avalon; Doyorn & Rayne Lumber Co., 
Albany ; New Glarus Lumber Co., New Glarus; 
Alvin F. Rote Co., Monroe; Monroe Lumber 
& Fuel Co., Monroe; Green County Lumber & 
Fuel Co., Monroe; Coldren & Parker Lumber 
Co., Brodhead; Roderick Lumber Co., Brod- 
head; Solie Lumber Co., and the Fifield Lum- 
ber Co., Janesville; Marling Lumber Co., 
Madison and Janesville; Schaller & McKey 
Lumber Co:, Henry S. Lovejoy, and Britting- 
ham & Hixon, Janesville; Dane Lumber Co., 
Wilford Lumber & Fuel Co., and The Beloit 
Lumber Co., Beloit. 


JEFFERSON, Wis., Sept. 19.—Sixty Wisconsin 
retail lumbermen and their guests took part in 
the annual “Nic Braun” golf tournament, 
played at the Meadow Springs golf club near 
here, during the latter part of August. Prize 
winners included: George Flood, Doyon & 
Rayne Lumber Co., Delavan, low net with a 
72; “Buzz” Jacobson, Jacobson Lumber & Fuel 
Co., Menominee Falls, low gross of 64; F. G. 
Welsch, Huron Portland Cement Co., Milwau- 
kee, blind bogey. 


MILWAUKEE, Wis., Sept. 19.—Members- of 
the Milwaukee Retail Lumbermen’s Club were 
guests of E. R. and A, H. Steinman, Steinman 
Lumber Co., recently at a regular meeting of 
the club held at Pewaukee Lake. A buffet sup- 
per was served at the Steinman home, follow- 
ing an afternoon of golf and cards. Speakers 
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at the meeting were B. F. Springer, executive 
secretary of the club; James T. Drought, gen- 
eral counsel for the Wisconsin Retail Lumber- 
men’s Association; H. P. McDermott, manager 
of the association’s newly established mortgage 
department which functions through the asso- 
ciation-sponsored insurance company. 


ELKHART LAKE, Wis., Sept. 19.—Nineteen 
members attended the first meeting of the 
newly organized Sheboygan-Calumet County 
Lumbermen’s Club, held here recently. oe 
Skillicorn, Barker Lumber & Fuel Co., Ply- 
mouth, Wis., president of the group, was in 
charge of the meeting. Consolidation of the 
clubs was voted at a meeting held at Chilton 
during August. New officers will be elected 
Jan. 1, 1939. Other officers now serving in- 
clude L. K. Scott, W. D. Scott & Co., Glen- 
beulah, secretary. H. P. McDermott, manager 
of the mortgage department of the Wisconsin 
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Retail Lumbermen’s Association-sponsored in- 
surance company, was the featured speaker. 
Arnold F. Rusch, A. H. Rusch & Sons Co., 
Reedsville, was made an honorary member of 
the club. 


WAUKESHA, Wis., Sept. 19.—The Milwaukee 
Hoo-Hoo Club held its September golf tourna- 
ment on Sept. 13 on the Merrill Hills Country 
Club course here. Tom Gunderson of the W. 
H. Pipkorn Co., Milwaukee, had the low gross 
score of 83 for the day. Alex Jorgenson of 
the Lieber Lumber & Millwork Co., Neenah, 
had the low net card of 72. 

The attendance prizes were earned by W. T. 
Loefelmacher, Rockford (Ill.) Lumber & Fuel 
Co.; Glenn Blakley, Brittingham & Hixon 
Lumber Co., Stoughton, and H. H. Hansen of 
the Brennum Lumber Co. in Racine. 

The last tournament of the season will be 
at the Janesville Country Club, Oct. 6. 
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In its issue of September 26, LIFE, famed picture-news weekly, carries a 20-page broad- 
side on today’s opportunity for Mr. & Mrs. America to start building that long wished- 
for home. Be sure to read it yourself. Facts and figures, dramatized in the typical manner 
of LIFE and presented with convincing reality to its vast audience. Surveys show that 
LIFE is read by 20 ‘millions—a cross section of representative American families. 


Realizing. that many of these readers will soon be house-shopping in your office, the 
Hammond ‘Lumber Co., Inc,-in cooperation with the California Redwood Association, is 
delivering a message to these prospects. A large advertisement focuses the whole 20 
pages on Redwood. It features an interesting brochure entitled “Styling Your Home .. . 
40 Exteriors in the Redwood Mode”; and urges your prospects to send for a copy. You'll 
want.at least one to show to prospects. Use the coupon to get your free copy now! 


HAMMO 


»REDWOOD 


® 


Sales Offices: San Francisco, Los Angeles, New Orleans, Chicago, 
Kansas City, New York; also Endeavor, Pa. (Wheeler & Dusenbury) 


nn Sete a ee fone ee 


Name 





' HAMMOND LUMBER CO., INC., 417 Montgomery St., San Francisco, Calif. ' 


Please send free copy of the new brochure—'‘Styling 
Your Home—40 Exteriors in the Redwood Mode.”’ 


___Address 
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Lumber Dealers 


earn good profits on 





Get your full share of this good 
well-paying Roofer business. Be 
ready with Southern Yellow Pine 
Roofers—standard size boards 
made especially for use as roof 
boards, sheathing, sub-flooring, 
cement form work, etc. 


Keep your eye on the farm mar- 
ket for Roofers—for homes, 
barns and other farm buildings. 


Roofers may be ordered dipped 
to prevent stain—air or kiln 
dried. Many of these mills can 
also supply other popular lum- 
ber items. Roofers are sup- 
plied S4S, S2S&CM or Shiplap 
in %4” or 25/32” on special 


order. 


Roofers supplied by these lead- 
ing producers are dependable 
in every way—and you can 
order them through your whole- 
saler: 


Mills Lumber Co. of Ga., Inc. 


Mfrs. Pine Lumber -- Roofers a Specialty 
Acworth, Ga. 


Tolleson Lumber Co. 
Roofers and Kiln-Dried Finish 
Perry, Ga. 


Leon Clancy Company 


Careful manufacture and prompt shipments 
Moultrie, Ga. 


Jeffreys-McElrath Mfg. Co. 














il Macon, Ga. 


Mfrs. Roofers, Lumber and Box Shooks | 
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Orders for Stock Sash Etc., 
Show Steady Gain 


During August, the volume of new orders 
received for stock sash, doors and frames was 
the heaviest recorded in any month so far in 
1938, according to information just released by 
the National Door Manufacturers Association, 
Chicago. The increase over July, the previous 
high month, was 15 percent, and compared with 
August, 1937, a. gain of 41 percent was regis- 
tered. 

Production and shipments in August also 
reached new high levels for 1938. Production 
was 31 percent above July, but 19 percent be- 
low August, 1937, while shipments exceeded 
July by 19 percent although dropping below 
August of last year by 23 percent. As of the 
week ending Sept. 3, production index meas- 
uring the year-to-date composite volume for 
the items mentioned stood at 41.2. This com- 
pares with 68.1 for the same period of 1937. 


Order Barring Postoffice Use of 
Oak Is Protested 


Jonessoro, ArRK., Sept. 19.—A vigorous pro- 
test against the order issued by the Postoffice 
Department, barring its use of southern oak in 
new construction and equipment, was lodged 
recently by Senator Hattie W. Caraway. Mrs. 
Caraway, who is spending the summer at her 
home here after a successful campaign for 
re-election, pointed out that a great deal of oak 
considered highly suitable for flooring and 
other woodwork is grown in Arkansas, and that 
the order discriminates against the lumber 
growers in the State. She asked that the order 
be rescinded, and that southern oak dealers be 
permitted to bid on Federal postoffice con- 
tracts. 








Rewards Negro Employee for 
51 Years of Good Service 


FRANKLIN, VA., Sept. 19.—An_ interesting 
event occurred here recently when, in the pres- 
ence of officials of the company at the general 
offices of tthe Camp Manufacturing Co., John 
A. Williams, vice president, presented a gold 
watch to William Sessoms, a negro who has 
rounded out a half century in the service of 
the lumber company. Sessoms, who is 71 years 
old, entered the employ of the Camps in 1888, 
two years after the firm of P. D. and J. L. 
Camp had purchased the single circular saw- 
mill owned by R. J. and W. Neely. Sessoms 
was put to work unloading logs, and has been 
employed ever since as supervisor for unloading 
operations. It is estimated that during the 
fifty years that this faithful negro has been 
employed by thg Camps, the mill here has cut 
1,605,000,000 feet of lumber, and with its exten- 
sive timber reserves will be producing lumber 
for many years to come. Sessoms, who is 
married and has eight children, says his health 
is good and he expects to continue working 
at i. job. One of his sons also works at the 
mill. 





Dealer Counsel Governs 
Roofing Sales Policy 


The Celotex Corporation, Chicago, through 
Henry W. Collins, vice president in charge of 
merchandising, has announced that Celotex 
Triple Sealed Roofing will be sold through 
regular retail lumber and building material 
dealers. “This is not a dictated policy for our 
new product,” he said, “but the result of a 
thorough market study of the roofing business 
and a careful analysis of hundreds of replies 
from letters sent to 10,000 retailers to get their 
opinions and suggestions.” 

To aid in gaining consumer acceptance, the 
roofing will be nationally advertised, starting 
with a full page in the Saturday Evening Post 
of Sept. 24. Celotex dealers will be equipped 
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with complete literature, sample displays, win- 
dow cards, signs, direct mail campaigns etc. 

J. F. Kiernan was named manager of the 
Celotex roofing and allied products department, 
and P. D. Close was named assistant manager. 
Mr. Kiernan has spent practically all of his 
business career in the roofing industry, and Mr. 
Close is a long-time member of the Celotex 
organization. 


Box Shook-Cut Stock Quarters 
Opened by Company 


STANDARD, CALiF., Sept. 19.—Manager J. C. 
Rassenfoss of Pickering Lumber Corp., an- 
nounces the conversion of its large electric 
cutting department, which has been idle for 
several years, into a combination box shook-cut 
stock department. There will be five box cut 
offs and four sash and door cut offs, together 
with the auxiliary machinery. Operations will 
commence about Oct. 1. Wm. C. Suttle, who 
had charge of the company’s cutting department 
when it operated, will be foreman in charge 
of this new department. 








Western Pine Issues Directory 


PORTLAND, OreE., Sept. 17.—A revised mem- 
bership directory has just been published by 
the Western Pine Association, Portland, Ore., 
and copies will be supplied to interested persons 
without charge, the association announced 
today. The list is corrected to Sept. 15. The 
directory is published in its regular form, con- 
venient for two or three-ring binder or for 
folding for mailing. 


Rebuilding Cut-Off Plant; 
Flooring Plant Operating 


Littte Rock, ArK., Sept. 19.—Fire at the di- 
mension cut-off plant of the E. L. Bruce Co.. 
here, Sept. 17, destroyed machinery and build- 
ings valued at $135,000 and material estimated 
to be worth $65,000. The fire, started by a short 
circuit, swept from a sawdust pile and required 
several hours to extinguish. Although 500 men 
were rendered idle by the fire for a short time. 
officials of the company announced that the 
flooring plant would start operating at once. 
The building destroyed will be replaced by a 
new plant. All losses were covered by insur- 
ance. 


West Coast Gets Basic Rate 


on Framed Lumber 


Effective Oct. 1, the Trans-Continental 
Freight Bureau will make effective a basic 
lumber rate from the West Coast on framed 
lumber and timbers with ring connectors and 
other hardware. The area in which the rates 
will take effect includes twelve midwest and 
southern States and specific destinations in nine 
other States. 

The publishing of the rate marks another 
milestone in the advance of lumber in the field 
of heavy construction. K. C. Batchelder, man- 
ager of the traffic department of the West 
Coast Lumbermen’s Association, Seattle, Wash., 
hailed the rate announcement with the state- 
ment that: “This rate is recognition of modern 
engineered products of the West Coast indus- 
try, in their increasingly successful competi- 
tion with heavy construction materials manu- 
factured in eastern industrial centers.” 

C. J. Hogue, head of the association’s tech- 
nical service and trade promotion department, 
explained that the lumber industry’s organiza- 
tions for research and design in heavy con- 
struction are the Timber Engineering Co., 
Washington, D. C., and the Western Timber 
Structures, a department of the association. 
“The basis of the designs that we have worked 
up during the past five years is in the form of 
metal rings which immensely increase the 
strength over bolted joints in timber trusses, 
frames, etc. Designs now range from barn 
rafters and winery barrel racks to great bridges 
and roof trusses,” he said. 
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Lumber Industry More Stable 
Credit Association Finds 


Evidence of a more stabilized condition in 
the lumber and woodworking field is reflected 
in data just compiled by the statistical service 
of the Lumbermen’s Credit Association (Inc.). 

The association’s records show that, during 
the six months’ period just closed with publi- 
cation of the October edition of its Lumber- 
men’s Credit Rating Book, 278 less “outs” were 
reported to their subscribers than during the 
preceding six months’ period. During the pre- 
ceding period, 1,196 names in lumber and wood- 
working lines were deleted’ from print, as com- 
pared with 918 for the past six months, a 
reduction of 23 percent, which in itself is a 
favorable sign. 

During the recent period under comparison, 
4,734 credit rating changes were reported to 
subscribers in their twice-a-week supplements, 
an increase of 870 over the preceding six 
months. This is not to be taken as an unfavor- 
able indication, however, as that figure includes 
both favorable and unfavorable rating changes. 

A fairly healthy increase in the association’s 
subscription list since early spring is also looked 
upon as a definite indication of greater stability 
of market conditions and increased activity 
among the mills and wholesale dealers. 

This specialized lumber credit service was 
established more than half a century ago by 
William Clancy, who is still active in its affairs, 
and is now under the management of his son, 
W. C. Clancy. The new credit rating book, 
just published, is the association’s 114th edition. 





Shingle Group Confers 


SEATTLE; WasH., Sept. 17.—Selection of a 
successor to the late C. J. McGrath, secretary- 
manager United States Red Cedar Shingle In- 
dustry, and routine business occupied directors 
of the group who met here today. The associa- 
tion expects to hear anytime from Washington 
that the British Columbia quota for shingles is 
filled; a new quota would not go into effect un- 
til Jan. 1. 

The directors will meet again in October, at 


which time it is expected a new manager will 
be named. 





Carolina-Virginia Hardwood 


Sales Continue Increase 


SuFFoLk, Va., Sept. 19.—Sales of hardwoods 
by North and South Carolina and Virginia 
mills, as reported to the office of the Carolina- 
Virginia Hardwood Club, here, have shown a 
steady increase since Aug. 15, when a total of 
700,000 feet were sold for the week ending 
on that date. From Aug. 15 to Aug. 22, sales 
were reported as 1,608,000 feet, and for the 
week ended Aug. 29, 1,740,000. Sales for the 
following week, Sept. 5, showed a total of 
1,879,000 feet, and they climbed. upward 
for the week ended Sept. 12, to 2,058,000 feet. 
Seventeen mills reported for the week ended 
Sept. 5, while fourteen reported for the fol- 
lowing week, 

Losses for the week of Sept. 12 as com- 
pared to Sept. 5, included cypress with several 
other species losing slightly. Gains were made 
in the sale of tupelo gum, sap gum, maple and 
mixed No. 2 and 3 common. 

_ Total amount of sales for the first two weeks 
in September by species are as follows: 





Week Week 

Ended Ended 

Sept. 5 Sept. 12 

CN. boas Ss Bw 8 333,000 263,000 
SE TED acc eaieecsse 476,000 533,000 
Lk ee re er 18,000 17,000 
MIE 5.6 sie. 19.0 4:dysve aeinoes 658,000 850,000 
ME neice oes oc etek oy ea oN ae 
PES ea eran 26,000 8,000 
PE icatbinw Riis ccd beds 19,000 10,000 
Leer es eee 141,000 302,000 
oo rae ee 25,000 16,000 
We, I. BUR cc racecs .ptasine 25,000 
1, BE ee 25,00 
SRD Nov -vicey't os ones oan 33,000 9,000 
EE a. wadseaee eke 1,879,000 2,058,000 


Amemcanflumherman 


Now ARMSTRONG presents. 


MONOWALL 


ERE is an announcement of impor- 

tance to lumber dealers: To the line 
of building materials offered by Armstrong 
Cork Products Company has been added 
the famous MONOWALL line of wall and 
ceiling finishes. Monowall has previously 
been made and sold by the Standard Wall 
Covering Company, Inc., originators of 
one-piece wall covering panels, who started 
business in Philadelphia in -1908. Like 
Temlok, Monowall will be sold exclusively 
through lumber dealers. 

Armstrong’s Monowall is made in Tile- 
Designs, Plain Colors, Marble-Designs, 
and Wood-Designs. It provides a beautiful, 
durable,.and economical wall or ceiling for 
use in new construction or remodeling. 

Monowall has been used successfully for 
years, in thousands of homes and in stores, 
restaurants, banks, hotels, theatres, and 
offices. It. handles like wood and is easily 
installed with adhesives or by nailing. 


Let us send you more information about 
this latest addition to the Armstrong Line 
of building materials. The coupon 
below will bring you literature and 
samples. Fill it in and mail it today! 


MAIL THE COUPON NOW 





F 
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Puarn Coxors of Armstrong’s Monowall used in a 
modern kitchen. The Monowall line of 32 patterns 
includes ten plain colors in panel sizes 4'z 4’ to 4’x12’. 


ed 


A Marste-Desien of Armstrong’s Monowall forms 





this dignified bank interior. Siz world-famous marble 
effects, accurately reproduced, are offered in Monowall, 


Tue Tite-Desicn of Armstrong’s Monowall is 


especially suited for 


bathrooms. and kitchens. Not 


shown is the Wood-Design, whith’ reproduces four 
varieties of rich. natural wood ‘grains: authentically. 


OR FULL DETAILS 





Armstrong’s 


MONOWALL 


LOW-COST PANELS 
FOR MODERN INTERIORS 





poss r sss r ss terrr 


ARMSTRONG CorK PropUcTSs 
CoMPANY 

Building Materials Division a 

987 Concord Street, Lancaster, Pa. 


Gentlemen: 

Send catalog ( 
samples of Monowa 
salesman call ( 2 

(Please check service you wish) 


‘i prices t * 


Wiss Mame........:.............acamdiaands. 


and 


). Also have a 
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NATIONAL PRODUCTION, SHIPMENTS and ORDERS 


Amemcanfiumberman 


September 24, 1938 


Wasurncron, D. C., Sept. 17.—Following is the National Lumber Manufacturers’ Association’s report for two weeks ended Sept. 10, for 36 weeks 
ended that date, covering mills whose statistics for both 1938 and 1937 are available, and percentage comparison with statistics of identical mills 


for the corresponding period of 1937: 


Av. No Production Percent Shipments Percent Orders Percent 
TWO WEEKS: Mills 1938 of 1937 1938 of 1937 1938 of 1937 
Seathand Pine OR rn ee | ee ee 123 60,774,000 4 63,422,000 102 58,253,000 96 
ia ek. vaeksipsee hse skeet eemanee« 143 176,779,000 92 174,458,000 90 145,858,000 89 
en 6 cide ad vcd Wal. + aes eh EER OR © 115 142,377,000 86 128,743,000 97 113,469,000 99 
ee eb aeau eC nawe nee oe eau 13 13,845,000 71 13,489,000 80 10,675,000 81 
ee Joc. ace eetekeeaene heme 10 6,410,000 99 5,071,000 80 3,752,000 73 
EE a ae 10 6,109,000 51 3,415,000 74 3,502,000 71 
PE SEE, hc cwcdupedewnsee se egeceece 17 3,138,000 104 2,216,000 65 1,883,000 70 
aa ds oa Ue eae wee alneae 431 409,432,000 88 390,814,000 93 337,392,000 92 
Hardwoods: 
Nn. occa wb ereveceseoes 74 12,505,000 ° 11,637,000 * 10,801,000 * 
POPE. SIGE ov ccccvoedecsssaucccses 17 1,025,000 18 2,870,000 69 3,091,000 101 
Total Hardwoods .......... veweoececenseee “91 13,530,000 dy 14,507,000 ne 13,892,000 ae 
Total Lamber OE Sy ae eee ers 505 422,962,000 _ 405,321,000 a 351,284,000 = 
EE 6cacéncesccesestbdsdcrwecunees 65 17,969,000 134 17,136,000 138 11,223,000 65 
THIRTY-SIX WEEKS: 
Softwoods 
ESS eee nee 133 1,096,236,000 83 1,152,287,000 91 1,154,967,000 95 
ES Sad, s slawek sae baneieee ete bek? 66 143 2,693,797,000 70 2,890,792,000 7 2,910,538,000 80 
EE ED > ricnenwd 46 seb beat Cane tacwdogsc 119 1,827,026,000 74 2,022,190,000 80 1,983,133,000 83 
SR En  wcwe sc code tein oteueseoe cee 13 220,235,000 65 240,879,000 7 240,867,000 %7 
n,n ateg ca o's o# pave 060s 0's 6 e106 9 85,458,000 78 77,645,000 75 65,001,000 69 
/ RR AR Rea er es ee 10 82,122,000 69 65,235,000 64 63,316,000 67 
FOIE 6 oe eee ce occ cectescces 14 58,392,000 58 42,893,000 59 46,543,000 70 
i eo ¢ civcthesanate ebgnne ee on 441 6,063,266,000 73 6,491,921,000 77 6,464,365,000 83 
Hardwoods: 
SED MINOR ccc ccsscveccevaseoceccs 164 178,112,000 * 189,203,000 * 195,043,000 * 
Ey SED bic cccredeaveretevecoege 17 88,313,000 78 48,376,000 48 46,293,000 53 
No on aad bile Benne Rak aLe a8 81 266,425,000 ais 237,579,000 ae 241,336,000 ae 
PE cau be we pe a ewana + OR ea Ueebwee 508 6,329,691,000 a * 6,729,500,000 “a 6,705,701,000 Di 
GE icewates cc avicdesedereus sane es 65 240,897,000 92 245,219,000 95 275,862,000 126 


tUnits of production. 


*No report for last year. 





West Coast Review 


[Special radiogram to AmeRIcAN LUMBERMAN] 


SEATTLE, WaSH., Sept. 21—The 151 West 
Coast Lumbermen’s Association mills, giving 
production, shipments and orders during the 
two weeks ended Sept. 17, reported: 
Production 182,510,000 


Shipments 179,601,000 1.59% under production 
Orders 156,146,000 14.45% under production 


A group of 143 mills, whose production re- 
ports for 1938 to date are complete, reported as 
follows : 


Average weekly cut for thirty-seven weeks: 


MeL e ies \vebosevebandacducnye 106,437,000 

DE a ee ee 75,556,000 
Average cut for two weeks ended 

Se EE 6 kewe bdwnedensevesiaoce< 89,317,000 


A group of 151 mills, whose production for 
the two weeks ended Sept. 17 was 182,510,000 
feet, reported distribution as follows: 





Unfilled 

Shipments Orders Orders 

Wet. 24: 67,585,000 67,928,000 82,015,000 
Domestic 

cargo... 87,117,000 66,172,000 157,646,000 

Export ... 7,559,000 4,706,000 31,362,000 

Local . 17,340,000 ie | ae 

179,601,000 156,146,000 271,023,000 


A group of 143 identical mills, whose reports 
of production, shipments and orders are com- 


plete for 1937 and 1938 to date, reported as 
follows: 


Aver. for 2 
wks. ended Aver. for 37 wks. ended 
Sept. 17, Sept. 17, 


Sept. 18, 
1938 1937 
75,556,000 106,437,000 
80,836,000 111,034,000 
80,999,000 100,233,000 


1938 
Production 89,317,000 
Shipments 87,983,000 
Orders 76,548,000 





Western Pine Summary 


PortLAnD, Ore., Sept. 17.—The Western Pine 
Association reports as follows on operation of 
identical Inland Empire and California mills 
during the two weeks ended Sept. 10: 


Report of an average of 115 mills: 


Total for 2 Weeks Ended 
Sept. 10, 1938 Sept. 11, 1937 


Production ...... 142,377,000 165.336,000 
Shipments .,..... 128,743,000 132,788,000 
Orders received... 113,865,000 114,529,000 


Report of an average of 111 mills: 


Sept. 10, 1938 Sept. 11, 1937 
Unfilled orders... 179,010,000 188,765,000 
Gross stocks .....1,616,618,000 1,619,372,000 


Report of 111 identical mills: 
c———Total for Year————, 
1938 1 


937 
Production ...... 1,853,668,000 2,509.022,.000 
Shipments .......2,064,901,000 2,555,853,000 


Orders .isis.e%. 2,117,224,000 2,418,606,000 





Relation of Unfilled Orders to Stocks 


Wasuincton, D. C,, Sept. 19.—Following is 


statement for eight groups of identical mills and 


two groups of hardwood flooring plants of unfilled orders and gross stock footage on Sept. 10: 





No. 0 Unfilled Orders Gross Stocks 

Softwoods— Mills 1938 1937 1938 1937 
Pe ccccdescoeedeccoese 112 59,031,000 70,406,000 492,548,000 487,905,000 
EE cece bands oenwa amid 143 275,804,000 366,395,000 877,526,000 977,773,000 
_. “Sas peas 111 179,010,000 188,765,000 1,616,618,000 1,619,372,000 
California Redwood.............. 13 26,482,000 39,231,000 288,038,000 285,750,000 
Southern Cypress ............... 10 09,000 7,220,000 201,668,000 173,740,000 
oo, rer ee 10 5,961,000 4,913,000 175,884,000 156,004,000 
Northern Hemlock® ............. 13 8,662,000 5,570,000 112,238,000 89,378,000 

Total Softwoods............. 412 559,259,000 682,500,000 3,764,520,000 3,789,922,000 
Hardwoods— 
Northern Hardwoods* ........... 16 15,825,000 16,070,000 151,951,000 87,186,000 
Flooring— 
Ge DRONE de cscictdcccacvecescs 75 53,458,000 36,248,000 81,865,000 71,783,000 


*Unfilled orders reported by 13 and 16 mills respectively; stocks by 17 mills. 


Southern Pine Statistics 


[Special telegram to AMERICAN LUMBERMAN] 


New Or -eans, La., Sept. 21.—Following is a 
summary of reports from southern pine mills 
for two weeks ended Sept. 17: 


Average weekly number of mills, 126; 
Units,+ 103 
Total for 
Two Weeks 
Three-year average production*.. 65,570,000 


MCT BOGRERUIOR 60.i oe vivcwsisccces 60,462,000 
ES EE EE. ET 61,927,000 
Orders received ..... vhivkies Ciba ee 57,593,000: 


Number of mills, 127; Units,{ 101 
On Sept. 17, 1938 
pe eee rr et eee 60,843,000 
UGE GOOGME ooccc ccs on ania a albles ahels 458,537,000 
*October, 1934, to October, 1937. 
TUnit is 308,000 feet of “3-year average” 
production. 





Survey Shows Mississippi Has 
1,792 Primary Wood- 
.. Using Plants 


Jackson, Miss., Sept, 19.—Mississippi oper- 
ates 1,792 primary wood-using plants, the. sec- 
ond largest producing. state in southern forest 
territory, a survey conducted by Southern 
Forest Experiment Station reveals. Ae 

In a comprehensive compilation received by 
Fred B. Merrill, State forester, the State was 
shown with four ditterent. districts, with a total 
of 1,690 sawmills, operating with pine, hard- 
wood and cypress. ‘ 

In the non-lumber, primary wood-using 
plants, the State operates 11 treating plants, 
18 veneer plants, 32 cooperage plants, 3 pulp, 
31 handle and dimension stock plants; and in 
the pine distillation group, there are no de- 
structive, 5 steam. solvent, and 2 in the mis- 
cellaneous group. ; 

Alabama, with six districts, is the only 
State surpassing Mississippi, with a total of 
2,347 plants. 

The table also contains a breakdown of Ar- 
kansas, Florida, ‘Georgia, Oklahoma, South 
Carolina and Texas. It is based on .a count 
of primary wood-using plants made by~a field 
survey of all plants having a daily capacity of 
at least 20,000 board feet. 
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September 24, 1938 


Amemcanfiumberman 


Sawing Contests of Fifty Years Ago 


In a reminiscent mood recently, J. H. Miner, 
president the J. H. Miner Saw Manufacturing 
Co., Meridian, Miss., recalled what he declares 
to be the greatest sawing contest of all his- 
tory, that occurred at the New Orleans Cotton 
Centennial Exposition in 1888. The sawing 
events were held practically every day, from 
10 a. m. to 12 a. m. Over 100,000 feet of 
Calcasieu longleaf pine was cut and sold at a 
good price. In further comment on this con- 
test, Mr. Miner said: 

“All the major saw people were represented 
in the contest. The saw rig, a heavy cast iron 
frame, 5-inch mandrel, 8-inch collars (large 
collars for that day) were furnished by Filer 
& Stowell. Others among the leaders were 
Branch-Cook, Emerson & Smith, and Simonds 
Saw Co. The Simonds people took the first 
prize. Their solid saw cut a 23-inch feed in 
12-inch cut, making good lumber. Emerson & 
Smith came next, with a planer tooth (inserted 
tooth) saw, 12-inch feed. In that day no man 
knew a saw better than did James E. Emerson. 
According to the contest rules, each saw was 
to have a thirty minute test (if it ran). 
there was any irregularity in the lumber, the 
saw was taken off. The saw people were wir- 
ing to Lake Charles, La, and Beaumont, Tex., 
for a filer who could hammer a saw right. I 
might add that that question is paramount 
today. Whether John Smith or George Sweat 
was the filer I can not remember. 

“A 24-inch double leather belt was used 
direct to the saw. Later on, belts as wide as 
36 inches were used in the larger shot gun 
mills, with power from 400 to as high as 800 
h. p. Today such mills are rarely seen. There 
are not half a dozen left in any of the southern 
States except Texas, which may have a dozen. 
All of the modern mills, are band, with a few 
fast circulars operating in Louisiana and Texas. 

“The big show at this exposition was Filer 
& Stowell’s miniature oscillating steam feed, 
complete in every detail and well proportioned. 
The carriage was left between the bumpers, and 
behind a glass in.-full view was a $5 gold 
piece, to be awarded the sawyer who could 
manipulate the carriage and not hit the bump- 
ers.. There was a register at each end of: the 
coil spring bumper, and a hand registered if 
the bumper was hit. I think the gold piece 
remained behind the glass during the whole 
exposition. One sawyer could not stop ‘the 
damn thing’ and some one had to relieve him. 
It was as quick as a cat and served to intro- 
duce the twin feed in the South. 

“It -may interest some of the old timers— 
and younger ones as well—to know that some 
of the fast mills at Beaumont and Lake Charles 
had two levers for the sawyers—a giant negro 
workifig the reverse lever, and the sawyer. do- 
ing the feeding. -There were large 12-inch face 
frictions up to 12-inch feed. No one man could 
possibly produce 50,000 feet per day. Both 
sawyers had to keep their heads so as not to 
come into conflict, and frictions were replaced 
from one to three times a week. Thése fric- 
tion feeds soon were replaced by the shot gun, 
and the Filer & Stowell twin. 

“IT recall some other interesting sawing con- 
tests, particularly a contest at about that time 
or a little later in the plant of Akeley Lumber 
Co., Minneapolis, Minn., using 72-inch, 10-gage 
saws. 

“Approximately forty years ago, John Orm, 
of Langstaff & Orm Co., Paducah, Ky., which 
is still in business, successfully ran 12-gage, 





First 

Kind of Lumber Half of 
Oregon Pine (Douglas fir)............ 1938 
1937 

Paste Seem «.. osc. 05 6 adds 1938 
: 1937 
OU: MI orcs ns <r hca an tee Ce ee 1938 
1937 

White Pine (Idaho & Calif.)......... 1938 
1937 

SPP ioe Sra eat ps Se Aral lata I Mes baled 1938 
1937 

DOPE? Dis KER A. Seeks SIS. AS 1938 
1937 





72-inch saws in oak. In the Akeley and the 
Orm mills sturdy rear and top guides were 
used. 

“A 60-inch 6x14 gage 100-tooth saw today 
will cut 25,000 feet if properly cared for, but 
where is the man who can do that? Although 
half of the mills are gone, there are fewer good 
filers today than ever.” 





Lumber Payrolls, Hours in 


Favorable Comparison 


WasHInctTon, D. C., Sept. 19.—In compari- 
son with other factors in the durable goods 
group of the manufacturing industries, the lum- 
ber industry is maintaining a much more favor- 
able standing than lobbyists and professional 
labor agitators like to have known. For ex- 
ample, according to the “Labor Information 
Bulletin,’ monthly publication of the United 
States Department of Labor, in June, 1938, 
employees in sawmills averaged 38.5 hours per 
week, while manufacturing industries as a 
whole averaged 34.5 hours per week. Sawmill 
workers also averaged 52.5 cents per hour for 
the same month. Weekly earnings in sawmills 
averaged $19.75 for the 38-hour week. 

The average hourly wages and the short 
work week have favored the worker, although 
employment in May and June of 1938 was less 
than in the same months of 1937. There were 
663,300 lumber industry workers in June, 1937, 
as compared to 492,300 in June, 1938. 

The following tables show the hours of work 
and eagnings in industries manufacturing lum- 


ber and allied products: 
Increase or Decrease 


May 1938 June 1937 
to to 
June June 1938 June 1938 
Industry 1938 Percent Percent 
Hours of Work 
Sawmills ...... 38.5 +1.2 —10.4 
Furniture: ..... 35.0 +4.9 —16.0 
MWHIwortk ........ 39.0 +0.4 —10.7 
no. Earnings 
Sawmills .....5 2.5 —0.6 
Furniture ..... B3-0c —$9 +3.4 
Millwork ....... 55.0c —0.1 +5.2 
Weekly Earnings 
Sawmills ..... 9.75 —11.0 
Furniture is, 40 +3. 8 —12.8 
Millwork ..... 21.40 No change —6.0 





Log Rate Increase Restrained 


OtymprA, WasH., Sept. 17—An order re- 
straining five railroads from increasing their 
rates for hauling logs, pending a hearing to 
be held later this month, was signed in Thurs- 
ton County superior court here this week, upon 
petition of the State department of public 
service. 





‘Argentina-Uruguay Imports of 
Pacific Coast Lumber | 


San Francisco; Catrr.;~- Sept. 19.—Ship- 
ments ‘of Pacific Coast lumber to the various 
ports of Argentina and Uruguay dufing the 
first half of 1938 have fallen slightly below 
those for the corresponding period of 1937, ac- 
cording to tabulations compiled by W. J. Mul- 
ligan & Co., of this city, from reports received 
from their Buenos Aires representatives. The 
following table shows imports of the various 
Pacific Coast woods into the two Latin Ameri- 
can countries during’ the first six months of 
1938, as compared with those of the first half, 
of 1937: 


Total 

Argentina Uruguay Argentine- 

Bd. Ft. Bd, Ft. Uruguay 
13,523, meet: Weaeee) 13,523,000 
14, 390, 000 15,000 - 14, 405,000 
149,000 149,000 298000 

5 eh cane . 84,000 84,00 
146,000 20,000 166,000 
3,00 7,000 10,000 
799,000 125,000 924,000 
507,000 123,000 630, 000 
meee. 2 AOS ee 2 20,000 
14,617,000 * 294,000 14,911,000 
14,920,000 229,000-, -: 15,149,000, 





Pine Products 
of Fine Quality 


For Dealers Who Want 
to Keep Abreast 
of the Times 


Southwest Lumber Mills Incorporated 
can promptly supply your needs in 
building and industrial items of Pon- 
derosa Pine. You'll find big value in 
this lumber. It's pine of soft texture, 
cut from choice timber of high-alti- 
tude growth, given extra quality by 
scientific seasoning and accurate 


manufacturing. 
Our Mixed Car Service includes 
Dimension, Siding, Interior Trim, 


“Apache Brand” Mouldings, Ceiling. 
Casing, Base, Lath, Selects, Common. 


All Selects, Shop .and Common are 
scientifically séasoned in our battery 
of 20 Moore Dry Kilns. Eased edges 
are standard on ‘all Dimension stock. 


Industrial Buyers: Let us supply you 
with Pattern Specialties, Cut Stock, 
Cut-to-length Crating, Box Shook, 
Shop Lumber. 


Your inquiries and orders will receive 
careful attention. 


Southwest Lumber Mills Inc. 


McNary, Arizona 
Mills at Flagstaff and 
McNary, Arizona 
DISTRICT SALES OFFICES 
PHOENIX, ARIZ. =~ Fe OM Reiresentative 
CHICAGO = P- hen gm bach ~ a: 


NEW YORK - ws J. RUEOER, 822 Reh aoa 














LUMBER CO. 


ALAMOGORDO, NEW MEXICO 


X 





You'll find here the quality lumber, the 
careful manufacture and the friendly 
service. A lumber supply of over 11), 
billion feet. High altitude Fir, especially 
suited to construction work. A full line 
of products in choice Ponderosa. Quality 
Box Shooks. We will appreciate your 
inquiries and orders. Write to Southwest 
Lumber Co., Alamogordo, New Mexico. 


VAVAVAVAVAVAVAVAV AVAVALALALA! 


DOUGLAS FIR 
)} PONDEROSA PINE 
WHITE FIR 


Box Shooks and Crates 


VAVALALALA 





RV AVAVALAYA 
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100% Dealer Distribution 


We solicit business from lumber 
dealers and supply them with all 


SOUTHERN and WESTERN WOODS 


P. M. BARGER LUMBER CO. 


Mia Colorsce blag, MOORESVILLE, N. C. 


418 Colorado Bidg. 
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Raine and Raine, Inc. 


RAINELLE, W. VA. 





Appalachian Hardwoods 


—— _—s 








LUMBERMEN! 


Write fi telling 
se. CLS 
HELP YOU MAKE MONEY 
AMERICAN 431 S. Dearborn St. 
LUMBERMAN Chicago. 
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Capital Pushes Construction 


(Continued from Page 50) 


tention that new machines are responsible for 
unemployment by insisting that “technological 
unemployment” was “a myth” because “statis- 
tics show no decrease in the fraction of our 
population gainfully employed during the last 
few generations in which machine production 
has become important.” He conceded, however, 
that technological changes do seriously affect 
communities and crafts, and pointed out that 
overall statistics are “of small comfort to the 
families whose wage earners have lost their 
jobs.” 

He expressed himself as opposed, neverthe- 
less, to any steps for the protection of business 
or labor that would tend to prevent improved 
products and services from being made avail- 
able to the public. The guiding principle, he 
declared, should be one in which efficiency was 
tempered by humane considerations. 

The adoption of a “creed of management,” 
that gives compelling expression to the ideals 
and intentions of those who are now managing 
America’s business and industry, was suggested 
in an address by Lewis H. Brown, president 
of the Johns-Manville Corporation, as the 
basis of a “common meeting ground not only 
for management and labor but for all of us,” 
in dealing with current social and economic 
problems. 

Modern managers, he said, in reality, “are 
scientific specialists. These new industrial 
executives differ widely from the owner man- 
agers who preceded them in the ideas, ethics, 
social concepts and methods of management. 
In the complete industrial society under® which 
we now live, management no longer represents, 
as formerly, a single interest; increasingly it 
functions on the basis of a trusteeship, endeav- 
oring to maintain a proper balance of equity 
between the shareholders, the job holders, the 
customers and the public.” 

Asserting that “the middle class” is the real 
owner of American industry, William Allen 
White, editor of the Emporia (Kan.) Gazette, 
told the Congress that neither capital nor la- 
bor could thrive and prosper in this country 
without its support, and warned that progress 


might stand still unless steps were taken to 


achieve industrial peace “outside party politics.” 

Mr. White was emphatic in indicting both 
capital and labor for having failed to take ad- 
vantage of past opportunities and for lacking 
proper appreciation of what the general public 
thinks and desires. 


SAYS O&C LANDS WILL BE USED AS 
NATIONAL FORESTRY "LAB" 


Wasuincton, D. C., Sept. 21.—“The new 
rules will render the revested Oregon & Cali- 
fornia Grant land tracts available as a labora- 
tory for forestry conservation work, ultimately 
leading to the nationwide observance of prudent 
forestry practices.” This sentence is taken from 
an announcement issued by the Department of 
the Interior to the effect that the new regula- 
tions governing the handling of the 2,500,000 
acres of valuable timber land included in the 
revested area long ago granted to the Oregon 
& California Railroad and the Coos Bay Wagon 
Road went into operation early this month. Per- 
haps the Forest Service folks will be a little 
upset about the “laboratory” idea in the quoted 
sentence. They had been under the impression 
that the Forest Service made the start in sus- 
tained yield management insofar as public tim- 
berlands are concerned and thought they had 
made considerable progress along that line. 


USHA WILL ACCEPT CONNECTORED 
ROOFS FOR ITS PROJECTS 


Wasuincton, D. C., Sept. 21—The United 
States Housing Authority has advised the Tim- 
ber Engineering Co., subsidiary of the National 
Lumber Manufacturers’ Association, that the 
use of modern timber connectors in designs for 
trussed rafter roofs will be acceptable in the 
construction of slum clearance projects. This 


announcement is based on reports from ten 
Housing Authority projects which state that 
this system of timber roof construction is eco- 
nomical and provides maximum employment of 
local labor and materials. 

The trussed rafter, similar in design to those 
used on Public Works Administration projects 
in 1936 and 1937, has a 27-foot span and will 
carry a load of 65 pounds per square foot on 
2-foot spacings. Modern toothed ring connec- 
tors are used at the heel joints and splices. 

A cost comparison of two housing projects of 
the PWA, constructed in 1936-37 with the simi- 
lar roof design, showed that a timber pitched 
roof was 10 cents per square foot cheaper than 
flat roofs made of other materials. 





Expansion Program Includes 


New Florida Plant 


JACKSONVILLE, Fia., Sept. 19—A new and 
completely modern plant is being established 
here by the United States Gypsum Co., Chi- 
cago. The company now operates fifty-five 
mills and warehouses, producing and distrib- 
uting building materials for consumer sale by 
retail lumber and building material dealers. 
The new plant reflects the confidence of the 
company in industrial development throughout 
the South and the corresponding stimulus this 
activity should continue to give to building. 
It will embody new and distinctive advance- 
ments in design, construction and equipment, 
and marks an important step in a manufactur- 
ing expansion program throughout the south- 
east. 

The location of the plant, adjacent to docks 
on the St. Johns river, affords an excellent 
location in respect to transportation, power and 
labor. Company boats will be able to deliver 
full loads of gypsum rock from the company’s 
quarries for the manufacture of a complete line 
of gypsum boards, plasters and other building 
materials. The company’s established plant at 
Plasterco, Va., will continue in operation. 
Completing the service arrangement for the 
entire southern part of the country are the 
southwestern plants at Sweetwater, Tex., 
Southard, Okla., and an insulation board plant 
at Greenville, Miss. Almost without exception, 
dealers in the South will now be able to get 
mixed car shipments of USG products practi- 
cally over night. 

The USG full line comprises home and 
industrial insulation products, paint products, 
wallboards, asphalt and asbestos roofing and 
siding, built-up roofing and roof decks, steel 
specialties, lathing materials, base and finish 
coat plasters, acoustical materials and building 
and chemical lime products. District offices are 
located at Atlanta, Baltimore, Birmingham, 
Boston, Buffalo, Cincinnati, Cleveland, Dallas, 
Denver, Detroit, Houston, Indianapolis, Kan- 
sas City, Los Angeles, Milwaukee, Minne- 
apolis, New York, Omaha, Philadelphia, Pitts- 
burgh, Portland, San Francisco, St. Louis and 
Washington, D. C. 





Refused Lower Shingle Rate 
to California 


SEATTLE, WasH., Sept. 19.—Declining to 
make any revision in shingle rates for the 
territory north of Seattle, the North Pacific 
Coast Freight Bureau at its September meet- 
ing refused a petition written by E. H. Sealey, 
of the Fred A. England Lumber Co., who 
sought to have points north of Seattle put on 
a parity with those between Portland and 
Seattle. On Aug. 12 last he called attention 
to the fact that the present rate on Red Cedar 
shingles to the San Francisco bay district is 
40 cents, starting at Meadowdale just south of 
Seattle; that between Meadowdale and Stan- 
wood it is 3%4 cents higher, and from Stanwood 
north is 7 cents higher. He says the trade now 
prefers kiln dried shingles, for rail shipment. 
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THE LUMBERMAN POET 








TODAY 


Sure, this world is full of trouble— 
I ain’t said it ain’t. 

Lord! I’ve had enough, an’ double 
Reason for complaint. 

Rain an’ storm have come to fret me, 
Skies were often gray; 

Thorns an’ brambles have beset me 
On the road—but, say, 
Ain’t it fine today! 


What’s the use of always weepin’, 
Makin’ trouble last? 

What’s the use of always keepin’? 
Thinkin’ of the past? 

Each must have his tribulation— 
Water with his wine. 

Life it ain’t no celebration. 
Trouble? I’ve had mine— 
But today is fine! 


It’s today that I am livin’, 
Not a month ago. 

Havin’, losin’, takin’, givin’, 
As time wills it so. 

Yesterday a cloud of sorrow 
Fell across the way; 

It may rain again tomorrow. 
It may rain—but say, 
Ain’t it fine today! 


In response to requests, the above poem, 
which is widely recognized as the Lumberman 
Poet’s masterpiece, is reprinted just as it ap- 
peared in the American Lumberman in 1910, 
and as it appears in the book “The Heart Con- 
tent.” Many who have the framed, decorative 
panels bearing this poem will find that the poet 
later transposed the first and second verses, 
thinking this is a more effective arrangement. 
In 1914, about the time the great war broke 
out it was said that this was the most widely 
quoted poem in the English language and its 
popularity has not lessened during the years. 


The way to face the future is to 
turn your back on the past. 


Between Trains 


The Lumberman Poet’s last visit to New 
York State brought forth the following com- 
ments from his versatile pen: 


Extmrra, N. Y.—The Foreman’s Club of El- 
mira and vicinity had its annual dinner tonight, 
but the wives were present, and, if there was 
any bossing done, it wasn’t done by the foremen. 
These foremen’s clubs are a fine thing. Now if 
we could occasionally have a fellowship dinner 
of the rank and file, and bring back that old 
feeling of friendship for your fellow-workers 
and pride in the institution by which you are 
employed, fewer outside fingers would get into 
the pay envelope and we would all make more 
money and have a much better time. 


New York, N. Y.—Tonight the credit men 
of New York had their annual dinner, and 
there was quite a large number of them, as 
there is quite a large amount of credit in New 
York in these days. We suppose the credit 
men really invented the slogan, “Credit to 
whom credit belongs.” All a credit man is ex- 
pected to do is to see to it that the house never 
loses a sale and never loses an account. It 
hurts the heart to turn a customer away, but 
it hurts the feet more to keep chasing after 
him. Personally, we never could understand a 
man who wants credit, anyway. As a boy we 
were taught to “hate debt like the devil hates 
holy water.” We might ask for food on credit 
if we were starving, but probably never would 





pay for it, as the mere thought that we owed 
somebody something would worry us to death 
before we could. 


Brooktyn, N. Y.—We paid $2.25 to get to 
Brooklyn in a taxi, and found we could have 
made it in less time for 10 cents in the tube, 
but we fellows from the highgrass never seem 
to learn. Seemed like the whole Rotary Club 
was out to greet us, for there wasn’t room for 
any more, and the welcome swamped us. Didn't 
see a single lumberman, however, although we 
would have sworn that there is a lumber yard 
in Brooklyn. 


Futton, N. Y.—A ballplayer and a movie 
star appearing in Syracuse, twenty miles away, 
got the crowd, but we got the cream, so every- 
body was satisfied. The occasion was a dinner 
of the Fulton Club, that delightful group and 
place that have long helped to make Fulton 
famous. 


There is only one thing that 
spoils quicker than milk and that 
is flattery. 


BurraLo, N. Y.—The Open Hearth Division 
of the American Institute of Mining & Metal- 
lurgical Engineers, which is not only the name 
but also the constitution and by-laws, met here 
for its annual dinner tonight, with guests from 
Canada, Scotland, Germany and other distant 
parts. And thereby hangs a tale. When the 
metallurgists decided to organize twenty-odd 
years ago, the steel manufacturers shook their 
heads, for the metallurgists carry in their bos- 
oms the secrets of the steel industry. But the 
manufacturers soon found that by meeting to- 
gether the metallurgists gained more than they 
gave and learned more than they told. It’s the 
same with any business. Any lumberman who 
helps to make another man a better lumberman 
is helping to make the lumber business a better 
—— and that means also better for him- 
self. 





Watton, N. Y.—We were red-flagged so 
much and detoured so much and WPA’d so 
much that we arrived just in time for the din- 
ner, which was the annual of the Chamber of 
Commerce. Frank and Mrs. Runnells met us 
—you know, Runnells, of the Runnells Lumber 
Co.—and Frank introduced us to the assembled 
audience, and made whatever apologies were 
necessary the next day. It was a hard all-day 
drive up here, thanks to the trucks just ahead, 
but it was worth it, worth even the 587-mile 
jump we are making tomorrow so we might be 
here tonight. There was a large and cordial 
crowd, and Runnells hospitality on top of that. 


AFTERWARD 


You'll think of a lot of the things you could do 
To make you a decenter guy. 

Of habits you surely could spare quite a few 
And still have a winter supply. 

You know what they are, you know better 

than us, 

The things that you ought to cut out; 

If you are a man it is likely you cuss; 
A lady, you probably pout. 


I wouldn't discourage you, brother, a bit, 
Or sister, so’ penitent now; 
If there is a habit you think you can quit 
I hope you accordingly vow. 
But I, I am one of these cynical gents, 
A little bit peevish, perhaps; 
How gladly I welcome your righteous intents— 
And gosh, how I dread the relapse! 
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To Satisfy Customers 
and Make Business 
Grow ... SELL 














SABINE 


Shortleaf 


Here’s lumber with the sales appeal. 
Good-looking, with the quality that 
comes of choice timber and careful 
manufacturing. Lumber that sells 
easily and keeps on giving satis- 
faction. 


— MIXED CARS— 


In a Sabine Mixed Car you can include 
all staples in Short Leaf Southern Pine; 
also Oak Flooring. End-Matched Y. P. 
Flooring and Sheathing, Plaster Lath, 
Mouldings, etc. It PAYS to buy your lum- 
ber from SABINE. Consult our nearest 
representative or mail us your inquiries 
and orders. 


SABINE LUMBER CO. 
Arcade Bids... ‘ST. LOUIS, mc. 


MILLS: 
Zwolle, La. 
Trinity, Texas 
New Willard, Texas 


Yard Stock Specialist 


SOUTHERN 


iim I ES ME: 
HARDWOODS 


BAND-SAWED 


Prompt attention to inquiries 
and orders. Write today. 























PG 
CARS 





OR 
STRAIGHT 
CARS 








TEXARKANA, ARK.-TEX. 





CHAPMAN & DEWEY 
LUMBER COMPANY 


* Memphis, Tenn. * 


Manufacturers of high grade 


OAK FLOORING 


AND 


HARDWOOD LUMBER 


from famous St. Francis Basin 





Wire for quotations. 
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San Francisco, Calif. 


BUILDING—Building activity in southern 
California, as measured by the value of per- 
mits issued, registered a large gain in 
August; the total dollar volume is estimated 
jat $16,700,000, as compared with $14,249,000 
‘in July and $13,729,000 in August, 1937, a¢- 
cording to Security-First National Bank 
monthly summary. With the: exception of 
April and September of 1937, this is the larg- 
est dollar volume recorded in any month for 
approximately nine years. The gain is par- 
ticularly significant since building activity 
generally declines at this time of year. 
Volume of residential construction was par- 
ticularly large. Applications for FHA in- 
sured loans continue to be received in large 
volume. 


LUMBER RECEIPTS—In July Oakland re- 
ceived 13,772,280 feet, a decline as compared 
with June and also July of the previous year; 
and the total of lumber for the seven months 
at 104,843,090 feet, was considerably under 
the total of 144,713,540 feet in first seven 
months last year. 


CALIFORNIA PINES—Demand, which had 
been fairly good, dropped off considerably dur- 
ing the first part of September, with weak- 
ening of prices. Stocks of air dried lumber 
are reported plentiful, but shortage of some 
kiln dried items is reported. Most mills are 
in operation. Sugar pine business is about 
the same as Ponderosa, and if anything just 
a little less favorable, the demand being 
rather light this year compared with other 
years. 

DOUGLAS FIR—The local market has been 
pretty quiet for the last week or so, with 
prices holding fairly steady. Buyers seem 
back on a hand-to-mouth basis. 


REDWOOD—Business shows some fall 
gains. Common grades continue none too 
plentiful, while, for the first time in ‘years, 
stocks of uppers are rounded out. 


Seattle, Wash. 


WEST COAST WOODS—RAIL—Following 
weeks of activity this market is now slug- 
gish. Prices are holding. Mills are build- 
ing up stocks. All mills are badly in need 
of cutting orders, and feel the lack of rail- 
road business and export orders. Produc- 
tion is on the increase, but shouli be reduced 
20 percent by elimination of extra shifts until 
February. 

INTERCOASTAL—Prices have dropped 
about 50 cents in the past fortnight, from $10 
off to $10.50 off for dimension. Mills have 
fair order files, but lack cutting orders. Sell- 
ing of hemlock at’$2 to $3 under fir, tends 
to weaken the fir price. The war scare is 


affecting Atlantic coast business. 
CALIFORNIA—Both lumber and shingles 
are much in demand, especially shingles. 


Lumber is moving mostly by boat, but ship- 
ping by rail is increasing, too. Dimension 
is being purchased in large quantities. 


EXPORT—A little business is coming from 
the United Kingdom, but the war scare has 
stopped continental buying. South Africa is 
quiet, but prospects are good. Sales to east 
coast of South America have slackened off. 


Amemcanfiimberman 


Market News from Anie 


Japan is practically out of the market. A 
little parcel.business goes to southern China. 
Rates to United Kingdom are 55 to 60 shil- 
lings. Exporters have put pressure on steam- 
ship lines to lower these, but without success. 
Pacific rates are $13.50 to southern China 
for lumber, and $12.50 on logs. 


SHINGLES—A large volume of shingles is 
being ordered by California, but consumption 
in other quarters is sluggish. Shingle stocks 
are about the same. British Columbia mills 
are out of the market until a new quota goes 
into effect. The movement to interior Cali- 
fornia is more largely by rail. 


LOGS—Some of the large camps are start- 
ing up. Warm, dry weather continues, and 
low humidity would bring extreme fire 
hazard. Cedar for shingles is scarce, and 
prices have advanced $1@2. Fir prices are 
unchanged, and so are hemlock. 


Portland, Ore. 


WEST COAST WOODS—Sharp reduction in 
the unfilled order file of lumber mills in this 
area is reported, as a result of recent slack- 
ening in demand. Current orders have de- 
clined to some 15 percent under the increased 
output. Prices generally are rather soft. 


INTERCOASTAL— Demand continues un- 
satisfactory, and not up to expectations. 
Greater results from housing projects had 
been expected. Recent modest price declines 
are still in effect, but resistance to further 
dips is general. Ship space is in ample 
supply. 

CALIFORNIA — The California market, 
which has been notably active, retains some 
of its strength. Orders are below expecta- 
tions. Prices are soft. 


RAIL, NEARBY, LOCAL—AIll these mar- 
kets are moderately active, but have shared 
fn the general slackening. No revival of 
construction activity has taken place. Orders 
for heavy timbers and rail orders from these 
markets are of small volume. 


Tacoma, Wash. 


WEST COAST WOODS—Lumber business is 
gaining steadily in volume in all fields except 
export, which continues to be decidedly off. 
Heaviest trade is reported in the domestic 
waterborne and rail markets, where orders, 
shipments and inquiries are showing a de- 
cidedly strong tone. Local business likewise 
is up, helped considerably by a heavy Gov- 
ernment spending program and unusually 
favorable fall construction weather. Improve- 
ment in the plywood market was reflected 
this week in the reopening of the Tacoma 
plant of the Oregon-Washinton Plywood 
Company, which has been closed for the last 
month and a half. Door manufacturers re- 
port that Atlantic coast business is picking 
up; several heavy shipments have gone out 
recently to the Hawaiian Islands as well. 
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Minneapolis, Minn. 


NORTHERN PINE—Mill sales and produc- 
tion have both fallen off, but demand from 
retail yards, chiefly for mixed cars, with 
quick delivery specified, continues in fairly 
even volume. To date this year sales have 
been about 40 percent of those for the same 
period in 1937, and the lumber manufactured 
has been more than 20 percent less than that 
for the corresponding period last year. Re- 
tailers are showing little inclination to stock 
up for the future. While stocks in the hands 
of manufacturers are not large, they are 
about 30 percent higher than at this time 
in 1937. Many items are in short supply, and 
several mills are about to close for the season. 
Prices are firm, with premiums being paid 
in some cases for scarce items for speedy 
delivery. 


NORTHERN WHITE CEDAR—There has 
been some evidence of renewed interest in 
post buying. Pole buying is expected to in- 
crease because of the demands of the rural 
electrification program. Shippers are able 
to fill orders promptly. Prices on both posts 
and poles remain firm. 


MILLWORK—New construction work and 
remodeling in the larger centers continue 
to take most of the sash and door products, 
although rural areas are taking a fair vol- 
ume. Estimating departments in the Twin 
City plants are being kept busy on both city 
and country inquiries. Prices are steady. 
Some mills are turning to competing markets 
for their material, filling their softwood re- 
quirements in sections where prices are 
lower than in this northern pine market. 


Kansas City, Mo. 


SOUTHWEST MARKET—Business was 
rather spotty in the last week or so. Most 
of the business comes from retail yards, as 
industrial trade is almost at a standstill. The 
feature of the trade was the firmness in 
prices. Mills were reported to have raised 
prices here and there, on items that were 
short. The steadiness was attributed to the 
new wage and hour law that goes into effect 
next month. For the last month, or so, there 
has been some gradual increase in inven- 
tories, the mills desiring to stock up in face 
of increased expenses next month, but it 
was reported that some mills would then be 
forced to close unless there was a marked 
improvement in prices. 


SOUTHERN PINE—A go00d volume of 
orders was reported last week, with a num- 
ber of mills shipping their current produc- 
tion. Stocks of boards and dimension are 
badly broken and it is difficult to fill mixed 
ears. The approach of the rainy season in 
the South has increased operations by large 
and small mills alike. Prices continue firm. 


WESTERN PINES—Prices for Ponderosa 
continue firm in face of exceptionally light 
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demand. About the only business of conse- 
quence is in mixed cars, wanted by retail 
yards. No orders of size for factory grades 
are reported. Buying is from hand-to-mouth, 


and this is purely a buyers’ market. 


HARDWOODS—Prices held steady. There 
was little new business from furniture and 
industrial users. Mills have maintained price 
lists, and have even raised some items, due 
to the forthcoming increased operating ex- 
pense in connection with the wage-and-hour 
bill. 

OAK FLOORING—Shipments and produc- 
tion of oak flooring have increased in the last 
week, although sales declined a little. Prices 
are steady, although some weakness is evi- 
dent in surplus items. Order files are in 
good shape. Stocks are broken in many in- 
stances. 

SHINGLES—With Canadian operators vir- 
tually out of the market, red cedar shingles 
have been in good demand at firm prices. Re- 
cent gains ranging to 25 cents per square 
have held, and some mills, especially those 
that were slow in meeting the full advance, 
last week brought their lists up to the new 
levels. 


Memphis, Tenn. 


SOUTHERN HARDWOODS — Eastern and 
northern manufacturing consumers are still 
buying from hand to mouth, furniture plants 
being in the market for larger amounts than 
others. Prices are unsettled. Common plain 
white oak, 4/4, f. 0. b. Memphis or hereabouts, 
is selling at $27@32; FAS at $55@60; plain 
red oak prices are on the same levels. Com- 
mon sap gum is $23@25; FAS. $34@35. Only 
in red gum is there any stability, and that 
because of scarcity. Quartered red gum FAS 
is commanding around $75. Poplar is low in 
price. Demand for hardwoods has been run- 
ning at about 44 percent of normal capacity. 

FLOORING demand has kept up well, 
though overseas shipments have declined be- 
cause of uncertainty over the European situ- 
ation. Shipments by mills throughout the 
South are averaging better than 50 percent 
of normal capacity. Prices are fairly firm. 


Houston, Tex. 


SOUTHERN PINE—Orders about equal pro- 
duction. Most mills have materially reduced 
their stocks during the past ninety days, and 
assortments are broken. Some items, par- 
ticularly 2x4-inch No. 2, and all No. 3 lum- 
ber, are becoming scarce. Some buyers for 
large line yards are now visiting small mills 
and buying all of the lumber they can get. 
Railway inquiries are increasing rapidly. All 
prices are firm. 


SHINGLES—Big yards that normally use 
Canadian shingles bought heavily the early 
part of the month, and most of them claim 
they have sufficient to last them the rest 
of the year. With Canadian mills out of the 
market for the next three months, prices 
show a tendency to advance, for almost all 
the smaller yards buy only as needs develop. 


HARDWOODS — Volume of business re- 
ccived has been disappointing, but prices re- 
—_ firm. Hardwood flooring also remains 

rm. 


Birmingham, Ala. 


SOUTHERN PINE—Sales of general and 
shed stock have declined further, but mills 
as a rule have sufficient orders booked to 
keep shipping for another two weeks. De- 
mand continues largely for lower grades, and 
mills would like to move more uppers. They 
are increasing shed room and stacking di- 
mension, expecting increased demand later. 
Early fall weather will allow an increasing 
number of them to go into the woods and 
start production, and will permit the larger 
operators to hit a steady. stride for the next 
90 days. They show less fear of the effects 
of the wage-hour law, small mills being the 
only ones bothering about it. Price cuts of 
$1 to $3 are common. Building prospects 
are bright. Work is under way on more than 
$2,000,000 in jobs in Red Mountain district 
outside city limits .The WPA has approved 
a group of Birmingham projects totaling $11 


ericas Lumber Centers 


million, and two slum clearance projects, 
for about $9 million, bringing its total to 
above $20 million. Low-cost home building 
projects have added a sizable amount. The 
larger the projects the lower the prices paid 
for materials. 


Cincinnati, Ohio 


HARDWOODS —The market is compara- 
tively quiet. Prices are holding up better 
than they were expected to, although they 
have slipped somewhat from the July highs. 
Outlook for the next few months, however, 
is promising, provided that war does not ac- 
tually break out. Stocks of Appalachian 
woods are running very low, with hand to 
mouth buying the order of the day. Volume 
of sales is very limited. 


SOFTWOODS — Prices on softwoods are 
considerably weaker than they were a few 
weeks ago. The trade in general seems to 
be merely marking time, many dealers being 
inclined to hold off until it is seen what 
effect the wage-hour law will have on pro- 
duction and prices. 





Office Combines Attraction 
With Selling Display 
OAKLAND, Catir., Sept. 19.—Gaining not 
only a pleasing effect, but also a splendid 
selling display, Strable Hardwood Co. of this 
city, finished its newly completed offices with 
Celotex tile and plank, Upson Decotile and 
Artwal, and Art-Ply fir panels in the interior, 
and Wheeler Osgood Co.’s Rustic fir plywood 

on the exterior. 

The thirty-two year old company just com- 
pleted a new office and warehouses and has 
in course of construction a 75x80-foot ware- 
house on a rear spur track, which will be 
floored car-door-high and be used exclusively 
for fir wallboard. This unit is to be equipped 
with a gasoline powered lift truck, which will 
handle from 300 to 500 panels at a time from 
car to pile and from pile to truck and stack 
them up to fifteen feet high. 

Bert Bryan is general manager of the firm, 
most of the employees of which have been with 
it fifteen to twenty years. 





Building Large Cypress Mill in 
South Carolina 


Hotty Hitt, S. C., Sept. 19—L. E. Miller 
and W. J. Colvin, owners of the Holly Hill 
Lumber Co., have formed a partnership known 
as the Holly Hill Cypress Co. Plans—rapidly 
being realized—will make it one of the largest 
cypress mills north of Florida. Two new dry 
kilns are being built; a high-speed electrically 
driven planer and matcher, and two high-speed 
electrically driven moulders with equipment for 
ripping and trimming, are practically installed; 
and construction of a 110,000-gallon water tank 
for the sprinkler system is progressing. Cypress 
now is being logged in Four Holes Swamp and 
recent tests, it was said, indicate that cypress 
from this section has a color and texture com- 
parable to that coming from Louisiana and 
Florida. 





Hymeneal 


DUTCHER- PEARSALL — Miss Patricia 
Pearsall, daughter of Mr. and Mrs. Harry E. 
Pearsall, Newton, Mass., and Darrow Arthur 
Dutcher, Rochester, N. Y., will be married 
Ot.. a at the Pearsall home. Mr. Pearsall 
is resident manager in the Boston area for 
the Guernsey-Westbrook Co., Hartford, Conn., 
wholesale hardwood lumber firm. The two 
sisters of Miss Pearsall will serve as her at- 
tendants and a brother of Mr. Dutcher will 
act as best man. Miss Pearsall was gradu- 
ated from Smith College in 1935 and Mr. 
Dutcher is a graduate of Dartmouth and 
Harvard law school. 
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Eastern Trade News 


[F. J. Caulkins] 


Boston, Mass., Sept. 19.—The first half of 
September must be listed as a drab period in 
bookings at wholesale offices, and in the volume 
of retail sales. The more pleasing and encour- 
aging side of the picture, however, is found in 
the number and value of new building permits 
issued in Massachusetts through August in the 
39 cities and 16 largest towns, for a total of 
$7,971,580, which is an increase over July of 
$4,166,988, and over August, 1937, of $3,551,687. 
These figures cover building permits only, and 
do not include proposed Federal or State con- 
struction. Low inventories of retailers and 
wholesalers and cargoes afloat bound here, 
find the market in a position where a real 
increase in consumption will be promptly felt 
by the mills. 


WEST COAST FIR AND HEMLOCK—Sales 
to the yards thus far in September have been 
limited almost exclusively to lots from the 
wholesale yards or from storage at the ter- 
minals, to reduce local holdings to a point 
well below normal. Receipts by water in 
the first two weeks of September slightly 
exceeded 2,250,000 feet, all of which went 
direct to dealer yards in filling old orders. 
Arrivals listed for the rest of the month will 
sharply increase the total well above that 
of recent months, in completing delivery of 
lots ordered in the buying wave of early 
July. Fir dimension schedules for mill ship- 
ment are quoted at the $9.50 discount from 
Page 16 of West Coast list 32, delivered at 
Boston docks. Transit lots—for early arrival 
—are held at the $8@8.50 discount, while 
small lots from the distribution yards, 2,000 
feet or over, are quoted at the $5@6 discount, 
with smaller lots taking a $1@2 mark-up. 
A dollar is added for timber sizes, 4x8-inch 
and larger, and another $1 for lengths over 
20 feet. No. 2 common boards sell at $26.75@ 
27, with the No. 3 at $23.25 at local docks. 


EASTERN SPRUCE—tThe yards and in- 
dustrials are more active in the market than 
through July and August, and are placing 
real orders more freely, chiefly for small 
dimension and random, and for narrow boards 
and strips for crating. Small dimension, 2x3- 
and 4-inch, delivered at Boston rate points, 
sells mostly at $28.50, and up to $36@38 for 
the 10- and 12-inch. Producers are calling 
for advances, but no definite gains have thus 
far been reported. The call for dry and 
dressed boards has fully kept pace with pro- 
duction, with most sales at $32@34 for the 
6- and 7-inch, and $33@35 for 8-inch. For 
plump rough inch boards the price range is 
from $34 for the 6-inch up to as high as 
$42 for 10- and 12-inch. A strong item in 
the spruce list is 2- and 3-inch bundled 
furring, which sell freely at $29@30. 


LATH AND SHINGLES—tThere has been a 
normal call for spruce lath at the level that 
has prevailed*nearly a year—$3.50@3.75 for 
the 1%-inch, and 25 to 50 cents higher for 
the wider size. Eastern white cedar shingles 
sales closely approximate production, with 
the extra grade well sold up and firm at 
$4.25 per square, delivered at Boston rate 
points. There have been no important price 
changes for West Coast red cedars, though 
many of the larger shippers in British Co- 
lumbia have withdrawn from the market and 
will book orders only for delivery after Jan. 
1; their quota will be filled by or soon after 
Oct. 1. Carload shipments from Washington 
mills delivered at New England points are 
quoted at: No. 1 Perfections $5@5.10; the 
16-inch 5X No. 1, $4.52; No. 2, $3.87: No. 3, 
$3.42. Sales from local storage to dealers in 
small lots, air dried, are mostly at: Perfec- 
tions, $5; 5X No. 1, $4.60; No. 2, $3.95, and 
No. 3, $3.60. A few lots of kiln dried are 
— at 10 to 15 cents over these quota- 
tions. 


BASTERN HARDWOODS—The mills con- 
tinue to sharply curtail production to hold 
inventories in line with current demand. The 
heel maple season has drawn to a close, with 
most of the wood heel shops carrying over 
fair stocks. Most recent pressure sales of 
2-inch cross-cut—to grade 90 percent usable 
for heels—have been at a range of $76@80, 
with the full length 2-inch plank at $65@70. 
Mill orders from the furniture plants are in 
larger volume, but at no quotable price 





changes in either direction. FAS inch birch 
or maple is still quoted at $80@85, delivered. 

PINE BOXBOARDS—Supplies at mill yards 
of low-grade inch, round edge are more than 
ample, and, in a sharp trading market, prices 
favor the buyer, and range from $12 to as 
high as $16 at shipping point. Supply of 
square edge box, or the better lots of graded 
pine is not excessive, and holders maintain 
a steady to firm price level. When the manu- 
facturers meet at Manchester, N. H., Sept. 29, 
the combined list of stock at mill yards— 
sold and unsold—will be presented. 


Roy Edwards, president, treasurer and nearly 
100 percent owner of the Basley Lumber Co., 
retail lumber dealer at Newtonville, Mass., was 
signally honored on Sept. 12 when chosen Com- 
mander of the Newton Chapter of Diasabled 
American World War Veterans. While severe- 
ly ill last winter, he was chosen president of 
the Lumber Trade Club of Boston. While serv- 
ing abroad he was decorated three times. 
Shortly after the World War he came to New- 
ton and 16 years ago was given a yard job with 
the late Fred R. Basley. At the death of the 





ROY EDWARDS, NEWTONVILLE, MASS. 


latter eight years later, Edwards had literally 
“gone over the top” again as Basley’s first 
assistant. He is an outstanding Canadian in 
this section. 
the Massachusetts Retail Lumbermen’s Associa- 
tion. 


E. H. Drew, superintendent in charge of the 
Wiggin Terminal in Charlestown, Mass., sailed 
Sept. 3 for a reunion during which a monument 
in honor of his comrades was to be dedicated. 


Fire on Sept. 10 destroyed the woodworking 
plant of Roy Bros., located at East Barnet, Vt., 
devoted chiefly to the production of croquet 
sets, with a loss placed at $75,000. J. G. Roy, 
principal owner, is of the hardwood sawmill 
firm of Roy & Roy, at Hardwick. 


The regular fall meeting of the New England 
Lumbermen’s Association has been called for 
Thursday, Sept. 29, at the Hotel Carpenter in 
Manchester, N. H. 

The retail lumber yard of Dix Lumber Co., 
in North Cambridge, Mass., was set afire Sept. 
9 by an incendiary, causing loss of between 
$50,000 and $60,000. Office building and much 
stock on the open yard escaped damage. 

John Shippen, assistant manager Whiting 
Lumber Co., Butler, Tenn., producer of Ap- 
palachian hardwoods and floorings, was a re- 
cent visitor in Boston offices. 

W. L. (Bill) Smith, for more than forty 
years active in the retail lumber business in 
Lexington, Mass., and since the death of George 
E. Briggs in 1930 active in the management 
of the Lexington Lumber Co., withdrew from 
the company on Sept. 1. R. W. Maynard, who 
has served as an outside salesman, will have 


He is active in the councils of 
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charge of all lumber purchases. Mr. Smith at 
68 is an active member, and was president in 
1935, of the Lumber Trade Golf Association, of 
the Sliver Club of Boston, and for a number 
of years has served as treasurer of the Massa- 
chusetts Retail Lumber Dealers’ Association. 


A slick swindling game in which small lum- 
ber operators in northern New England were 
victims was ended with the arrest on Sept. 9 
at Concord, N. H., of one Clifford R. Camp- 
bell, of Winchester, Mass., charged with de- 
frauding New Hampshire lumber producers for 
a total of $18,000 in spurious business deals 
during the last 18 months. : 


Touring many of the northern and eastern 
hardwood consuming centers, J. F. Bushelman, 
sales manager lumber department Tennessee- 
Eastman Corp., Kingsport, Tenn., devoted Sept. 
12 and 13 to trade calls in the Boston market. 
His schedule westward would bring him to 
Chicago in season to attend all sessions of the 
National Hardwood annual. 


Phil W. Bache, who recently withdrew as 
local representative of Bloedel-Donovan Lum- 
ber Mills, Bellingham Wash, has joined the 
selling staff of Denison-Cannon Co., Boston, 
general wholesaler. He will handle its full 
line, though specializing in West Coast woods. 


NEW YORK, N. Y. 


That August did not produce the volume of 
hoped-for new projects in the area within 
fifty miles of this city, is a matter of record. 
New York City permits in August totaled 
$27,312,462, against $13,167,997 in August, 1937, 
but dealers here are at a loss to explain why 
this year’s August total should have dropped 
62.6 percent below the July figure, though the 
average price at wholesale of building materials 
today is 7.2 percent below the index figure of 
one year ago. The present figure stands at 
89.4 percent of the 1926 level. The opinion 
advanced in most local wholesale offices 
classes the past four weeks as disappoint- 
ingly slow. Buyers of West Coast fir and 
hemlock have confined their: purchases to 
small lots picked up at the distribution yards 
or at the waterfront terminals. Round-lot 
orders for direct shipment from the mills 
have been placed sparingly. In the up-State 
section, there have been unusually free sales 
of dimension from local stocks at Pough- 
keepsie and Albany, indicating active buying 
of small lots by the country yards. For mill 
shipment schedules, the price level has held 
steady both at the mills and for delivery at 
the docks here. Fir dimension delivered at 
New York docks is firmly held at the dis- 
count of $9.50 from page 16 of the West Coast 
list, and the differential for hemlock has 
settled back to $1, as the mills have very 
little to offer and the local call runs almost 
entirely to fir. From local storage, in lots 
of 2,000 feet or over, the discount is quite 
uniformly fixed at $6. On unsold lots of fir 
in transit, most offices place the discount at 
$8@8.50. Receipts by water thus far this 
month have been well below normal, but 
heavy deliveries of ordered lots are listed 
for the remainder of the month. There is 
little forward buying of dressed finish from 
the South, either in yellow pine or the hard- 
woods. The mills have not yet found a basis 
for transactions under the new wage and 
hours law, that will enable them to cover their 
higher costs and at the same time meet the 
views of the buyers. Agents for the western 
pine mills are booking more business in Pon- 
derosa and Idaho stock, but have not been 
able thus far to add the $1@2 to eastern 
sales prices. Prices for eastern spruce do 
not change; most sales are in carload lots for 
delivery at Harlem River points. . There have 
been few if any sales of Provincial cargoes. 
Sales of spruce deals to English buyers have 
increased, but Canadian shippers feel that 
the home building program in England will 
be suspended until the present war scare 


subsides. 
Buffalo, N. Y. 


Lumber business has been spotty of late, 
largely because of the uncertainties in the 
European situation. The outlook seems 
favorable to its increase within the next few 
weeks, as a good deal of home improvement 
is in prospect. Prices in various woods have 
been holding about steady lately with few 
mills inclined to make sacrifices of stock. 


HARDWOODS—Demand is confined largely 
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OSTRANDER 
RAILWAY & TIMBER CO. 
OSTRANDER, WASH. 


The Original Long Timber Mill 








350,000 Feet np Day 
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Soft Old-Growth UPPERS and 
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VERNONIA, OREGON 
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Corn! Corn] Corn! Farmers will have loads of it. 
They'll need Denning Portable Cribs to store it. 
Your big opportunity. Mr. Dealer. Sell this money- 
making line. And sell Denning Portable Silos, Bins, 


Snow Fence, Yard and Lawn Fence. Good business 
waiting. Don’t pass it up. Today. write for prices 
and information. 


illinois Wire & Manufacturing Co. 
Joliet, Ilinois 


Shioments from Joliet, I1., East St. Louis, H1., Minneapolis, 
Minn., Council Bluffs. lowa, Lufkin, Texas, Buffalo, N. Y. 
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to present needs. Furniture factories are 
working a little more actively, so that in- 
creased hardwood buying in the near future 
is looked for. Prices have been holding their 
own recently. 


WESTERN PINES—Buying, especially by 
large industrial plants, has been curtailed 
lately. Retailers are adding to their stocks 
as occasion requires. At times wholesalers 
have pretty good but brief spurts of busi- 
ness. 


NORTHERN PINE'—Demand has been 
rather light. Dealers in suburban ‘owns 
find a fair amount of new building in pros- 
pect. Prices are steady. 


- Norfolk, Va. 


NORTH CAROLINA PINE—The shortleaf 
market has been far from active, yet some 
lumber is being bought all the time. Though 
retail yards in this section are moving out 
a lot, they are buying sparingly in the hope 
that prices will recede. There has been little 
stocking up, except possibly on 18-foot and 
longer green framing to be carried on the 
yard to dry thoroughly. Good dry, dressed 
framing is in fair demand, and prices are 
very firm. The creosoting companies are 
active buyers of large sizes, particularly 
12-inch, and are finding it difficult to get 
these timbers from points close to their 
plants. There has been a good demand for 
better grades of pine, both edge and stock 
widths, particularly from large planing mills 
in the South; there is still a scarcity of 10- 
and 12-inch in all thicknesses. The retail 
yards prefer nice, bright air dried stock, but 
this material is hard to find at any price. 
Prices on good lumber are strong. Retail 
yards recently have been buying more rough 
stock box pine, as well as stock cypress, 
to be worked up in their planing mills. In 
addition, box mills are taking in more edge 
and stock box rough, both air dried and 
kiln dried, as well as poplar and tupelo gum. 
The price of rough box lumber is firm, the 
supply available from small mills being very 
limited. Demand for air dried roofers has 
been fair, most yards and other buyers want- 
ing mixed cars, but supply has been much 
curtailed by bad weather. Prices have ad- 
vanced 50 cents and orders are not easy to 
place at the higher level, while a further 
50-cent advance is likely. The Carolina mills 
are quoting on about the same basis. Some 
shortleaf manufacturers are considering clos- 
ing down to see just how wage-hour legisla- 
tion will work out. 


Baltimore, Md. 


NORTH CAROLINA PINE—Trade is slowly 
gaining, though volume still leaves much to 
be desired. Prices realized are far from 
satisfactory, but a decided mark-up is looked 
for following the putting in effect of the 
wage-hour law. Stocks are being received 
in increasing quantities. 

LONGLEAF PINE—Demand is better, 
though the improvement can not be regarded 
as striking. The call for large timbers as 
well as for high class stocks is expanding. 
Prices are firm and tend to advance. 

CYPRESS—Demand keeps up in a gratify- 
ing manner, and a further increase in quo- 
tations is looked for because of the opera- 
tion of the hour-and-wage law. 

WEST COAST WOODS—Representatives of 
large West coast plants are not as busy as 
they hoped to be, but there are indications 
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that better results will be attainable in the 
near future. Quotations are little, if at all, 
changed. 

HARDWOODS—The requirements of fur- 
niture factories in North Carolina and of 
some other consumers, are on the increase. 
The foreign movement is held down to very 
moderate proportions. 





New Company to Offer Balsa 
Wood in the United States 


Jersey City, N. J., Sept. 19.—Announcement 
is made of the formation of the International 
Balsa Corp., here, as producer, importer and 
exporter of balsa and other tropical woods. 
The new organization is an affiliate of the 
Lignum-Vitae Products Corp., specialist in 
lignum-vitae since 1890. The new firm’s mills 
and kilns are located at Guayaquil, Ecuador. 

“Feather Brand” balsa will be sold kiln dried, 
cut to dimension. Balsa, because of its char- 
acteristics, is becoming a factor in the fields 
where lightness and strength, insulation, buoy- 
ancy etc., are important. 

“The Balsa Broadcast” is the title of a publi- 
cation in the interest of balsa, which will soon 
be published by the corporation. It will con- 
tain interesting data on the latest uses of the 
wood etc. Copies will be sent to those in- 
terested without obligation. The offices of the 
International Balsa Corp., as well as those of 
the Lignum-Vitae Products Corp., are at 96 
Boyd St. 


Revised Shingle Standards 
Have Been Accepted 


WasHIncTon, D. C., Sept. 19—Harry H. 
Steidle, division of trade standards, U. S. De- 
partment of Commerce, has announced that, the 
majority of the industry having signified ac- 
ceptance, a revised commercial standard for 
wood shingles will become effective Oct. 1, 
1938. This will be known as Commercial 
Standard CS31-38—a revision of wood shingles 
(red cedar, tidewater red cypress, California 
redwood), fourth edition. 


New Wood Kiln Designed for 


Progressive Operation 


Forest, Miss., Sept. 19—A new Moore 
cross-circulation kiln, especially designed for 
progressive operation with end piled loads, has 
been put into operation, here, by the S. E. 
Lackey Lumber Co., yellow pine manufacturer. 
The new kiln is entirely of low-cost, wood con- 
struction. It replaces a kiln destroyed recently 
by fire. 

Installation of two-end temperature and 
humidity recorder controllers, as well as auto- 
matic ventilator control, affords the operator 
every means to maintain suitable drying con- 
ditions. The 22x104-ft. kiln is provided with 
greater heating ‘efficiency through the use of 
Moore-Fin pipe. This is a special pipe used 








to reduce steam consumption. 
S. E. Lackey, V. R. Lackey and C. J. Lackey 
are the owners and operators of the company. 


This wood kiln, inexsensive to build, was recently put into operation at the plant of the S. E. Lackey Lum- 
ber Co., Forest, Miss. 
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THE BUSINESS RECORD 








Business Changes 


ALABAMA, Birmingham—First Avenue Coal & 
Lumber Co, succeeded by First Avenue Lumber & 
Supply Co., 6424 First Avenue, N 

Lamison—Moss-Wilkinson Lumber Co. succeeded 
by Moss Lumber Co. 

CALIFORNIA. Yreka—Deter Bros. succeeded by 
Hamaker & Hild. 

ILLINOIS. Bartelso—J. B. Brueggemann Lum- 
ber Yard succeeded by Bartelso Lumber Yard. 

Dieterich—Wendt & Co. succeeded by Wendt 
Lumber Yard. 

INDIANA, Parker—John A. Earl estate sawmill 
purchased by McDowell Lumber Co. of Bluffton, 
which will operate it along with its other business. 

KENTUCKY. lLexington—Kentucky Sash & Door 
Co. succeeded by Central Kentucky Co, 


LOUISIANA. Hammond—L, J. Patenotte & Son 
sawinill succeeded by Thomas Lumber Co. 


MICHIGAN. Detroit—Acme Plywood Co., 1272 
National Bank Building, succeeded by Plywood De- 
troit Co. 

MINNESOTA. Ada—Ada Elevator Co. succeeded 
by Bodding Lumber Yard. 

Bagley—Clearwater Lumber Co. name changed to 
Gulf Distributors (Inc.). 

NEW MEXICO. Clovis—Charles Sorgen suc- 
ceeded by Sorgen Lumber Co. 


OHIO. Carrollton—A. S. Tope has sold his lum- 
ber yard to the Cox & Burtsfield Lumber Co. of 
Minerva. 

PENNSYLVANIA. Jenkintown—Schievely (Inc.) 
succeeded by F. A. Depue, of 413 North 13th Street, 
Philadelphia. 

TEXAS. Hebbronville—Edds Lumber Co. which, 
since the first of March has been owned by the 
Alamo Lumber Co. of San Antonio, will be known 
in the future as the Alamo Lumber Yard. 

Texas City—Builders’ Supply Co. has leased its 
grounds and improvements at 1001 Texas Avenue 
to the Temple Lumber Co. of Houston, which will 
operate it as a branch yard. The Builders’ Sup- 
ply Co. will continue in business at the Sulphur 
docks, handling hard materials only. 

WASHINGTON. Bellingham—The wood pipe and 
crossarm manufacturing plant of the late Ralph 
S. Turner has been purchased by Frank N. Brooks. 

Malone—Mumby Lumber & Shingle Co. sold hold- 
ings to Olympia Supply Co. 

McMurray—Graham & Gerber 
Greenough & Stephens Shingle Co. 

Stanwood—Warm Beach Shingle Co. succeeded 
by East Stanwood Shingle Co. 

CANADA. SASKATCHEWAN.  Frobisher—Mc- 
Ilrath Lumber Co. (Ltd.) succeeded by Hamill & 


Goodwin. 
New Ventures 


CALIFORNIA. Burlingame—Smith Lumber Yard 
opened at Industrial Avenue and Broadway, carry- 
ing a complete line of building supplies. 

Los Angeles—Home Builders Supply Co., 4351 
South Western Avenue. 

Los Angeles—S. & S. Lumber Co. opened by Sam 
Selden at 507 West Garvey Boulevard. 

KENTUCKY. Benton—The Gilbertsville Lumber 
Co., under the ownership of W. J. Potts and H. L. 
Flanagin, has been opened four miles north of 
Benton on U. S. Highway 68. 

Benton—C, D. Whitfield Lumber Co. of Sheffield, 
Ala., has opened a yard here, handling a complete 
line of building materials. 

MINNESOTA. Mora—Olson Lumber Co. has 
opened here, handling a complete line of building 
materials. 

OKLAHOMA. Disney—Antrim Lumber Co., with 
headquarters in St. Louis, Mo., has opened a retail 
lumber yard and hardware store in Disney. 

OREGON. Baker—Eardley Lumber Co. formed 
by David W. Eardley. 

Horton—Close Grain Lumber Co. opened under 
management of R. F.. Barker. 

Imbler—Imbler Cash Store is adding lumber and 
building material. 

Keno—Coffenberry Lumber Co. has been formed 
by Lee Coffenberry. 

Medford—Bruce Bauer Lumber Co. formed by 
Bruce H. Bauer. 

TEXAS. Nacogdoches—A. E. Massman, presi- 
dent of Massman Stave Co., Beaumont, will estab- 
lish a stave yard and mill at this point. 


Casualties 


ARKANSAS. Little Rock—E. L. Bruce Co.’s 
dimension cut-off plant destroyed by fire, with loss 
of $200,000, of which $135,000 was in machinery 
and buildings and $65,000 in materials. The loss 
was covered by insurance. Officials said the floor- 
ing plant would start operating without delay, and 
rebuilding of the cut-off plant will be started 
without delay. 

MASSACHUSETTS. Cambridge — Dix Lumber 
Co. yard near Harvey Street, North Cambridge, 
had buildings, sheds, piles of shingles and lumber, 
asphalt and other materials destroyed by fire, with 
loss estimated at $100,000. The office was: saved. 

NEW YORK. Brainardsville—F. M. Hoy & Son 
sawmill destroyed by fire, with loss of over $15,000. 
No insurance was carried on the property. A dry 
kiln, adjacent to the mill and filled with new lum- 
ber, also burned. 

Brooklyn—Belmont Sash & Door Co., 649 Van 


succeeded by 





Sinderen Avenue, suffered fire loss estimated at 

25,000. 

PENNSYLVANIA. Mount Joy—Clarence Schock 
lumber yard containing more than 1,000,000 board 
feet of lumber destroyed by fire. 

Philadelphia—Alexander Adaire Lumber Yard, 
Howard and Berks Streets, wrecked by fire, causing 
damage estimated at $50,000. 

SOUTH CAROLINA. Miley—Lightsey Bros. lum- 
ber mill destroyed by fire, with a loss of approxi- 
mately $100,000. The planing mill and other divi- 
sions of the huge plant will resume operations 
when a ground mill or other machinery can be 
installed to saw fuel for the boilers. No plans for 
rebuilding have been made yet. 

VERMONT. East Barnet—Roy Bros. (Inc.), one 
of the largest and best known manufacturers of 
croquet equipment in the United States, had fac- 
tory destroyed by fire. Damage partially covered 
by insurance. 

WASHINGTON. Tacoma—Hammerschmith Lum- 
ber Co. sawmill destroyed by fire, with loss esti- 
mated at $10,000, and about $3,000 insurance. The 
planing mill and other buildings were saved. 


Incorporations 


CALIFORNIA. Fresno—Midstate Planing Mill 
(Inc.) chartered by H. E. Rudvall and others. 

KENTUCKY. Louisville—Federal Lumber & 
Supply Co.; $10,000. 

MICHIGAN. Lansing—The Service Lumber Co., 
624 Michigan Avenue, has incorporated its business 
with a capital of $50,000 and has changed its name 
to General Lumber Co. of Lansing (Inc.). 

MISSOURI. Joplin—The Ozark Gateway Coop- 
erage (Inc.) succeeds the Gateway Cooperage Co. 

NORTH CAROLINA. Burnsville—Yancey Lum- 
ber Co.; $25,000. To buy and sell lumber and lum- 
ber products. 

WASHINGTON. Bingen—The Luke Nichols Co.; 
$20,000. Timber. 

WISCONSIN. Eagle River—Strong & Manely 
(Inc.); to engage in building materials. 


New Mills and Equipment 


ARKANSAS. Lockesburg—The Hill Lumber Co., 
1706 Brooklyn Avenue, Kansas City, Mo., plans re- 
building recently burned planing mill. 

LOUISIANA. Winnfield—Thomas Lumber Co. 
plans construction of $15,000 addition to sawmill. 

OREGON. Albany—C. C. Cameron is construct- 
ing a new sawmill here. 

Marcola—Fischer Lumber Co. is constructing 
sawmill to replace the one destroyed by fire about 
a year ago. 

CANADA. NEW BRUNSWICK. East Florence- 


ville—B. F. Smith plans erection of $40,000 saw- 
mill. 





"Free" Exchange Available 
in Argentina 


New Or.eans, La., Sept. 21.—Importers of 
lumber in Argentine can be supplied with ex- 
change in the free market, and exporters here 
appear to be unnecessarily concerned over the 
situation, declared Josiah B. Thomas, general 
manager of the American Chamber of Com- 
merce in Argentine, who has arrived in New 
Orleans. If the American exporter secures 
agreement from the buyer to pay in the dollar 
value of his product, actual transfer of funds 
can be effected, he said. 

A factor in the adequacy of the “free” ex- 
change, stated Mr. Thomas, is that official ex- 
change, as of early August sailing date, was 3 
pesos, 20 centavos, while free exchange was 
quoted at 3 pesos 90 centavos. 

Importers have held off from buying with 
the hope that the official status would be re- 
stored. Eventually, when stocks have become 
depleted, buying will follow, However; the 
placing of American products on the free 
market in competition with European imports 
on official basis creates a price differential. 

In a letter to exporters, the Merchants’ Na- 
tional Bank of Mobile (Ala.), over the signa- 


ture of M. G. Draughon, of its foreign depart- 


ment, says: 

“Our current investigations lead us to be- 
lieve that it is possible for buyers in the Ar- 
gentine to purchase exchange for future 
delivery, so that all orders coming in can be 
covered as to exchange in advance of shipment, 
and, in our opinion, it is wise on any sales to 
ascertain that this has been done.” 


73 





-Kelly 


Cortified 
DOUGLAS FIR 


Dimension Flooring Ceiling 
Drop Siding Finish Stepping 
Mouldings Casing Base, ete. 


Be assured that when you handle Booth-Kelly 
Certified Lumber you are building a good, 
profit-paying business. Supplying stock of sur- 
passing quality, you are giving your customers 
full value. That’s the way to win their good- 
will and future orders. Let your trade know 
that you handle Booth-Kelly Lumber, every 
piece of which proclaims its quality and value. 
The mark of “20” on the lumber is the Booth- 
Kelly pledge of topmost quality and careful, 
accurate manufacture, and the Association marks 
guarantee right grading. 


Booth-Kelly Lumber, with its Certified quality, 
helps you meet today’s demand for superior 
construction. Our Mixed Car Service enables 
you to maintain well-rounded assortments with 
minimum investment. Let us quote on your 
needs. 


We are headquarters for Association Trade-Marked 
and Grade-Marked Douglas Fir Lumber. 
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Newsy Notes of Persons and Places 


and OFFICE 








C. W. Richardson, vice president of the 
Sterling Lumber & Investment Co., Denver, 
Colo., visited Seattle recently. 


A. W. Dickson, executive secretary of the 
3uilders Exchange of Akron (Ohio), for over 
ten years, has resigned. He is one of the 
incorporators of a new factory supply company 
in Akron. 


C. O. Hendrickson, Hendrickson Lumber Co., 
Esbon, Kan., entered the Veterans’ Hospital in 
Lincoln, Nebr., Sept. 12, for an appendicitis 
operation. He is a World War veteran, and 
a well known retail lumberman in his district. 


E. H. McGill, sales manager Sumter Lumber 
Co., Electric Mills, Miss., who is making a 
swing around the circle calling on the trade 
and getting first hand information as to condi- 
tions, present and prospective, was in Chicago 
during the past week. 


The Globe Export Lumber Co., export sales 
agent for the Bolcom-Canal Lumber Co. in 
Seattle, has appointed the New Zealand Trad- 
ing Corp. at Wellington as New Zealand ex- 
clusive representative for Australasia. This 
territory includes New Zealand, Australia and 
adjoining islands. 


Stockholders of the National Lumber & 
Creosoting Co., subsidiary of The Wood Pre- 
serving Corp., have approved the dissolution 
of the company and the transfer of its proper- 
ties to the parent concern. All of the former’s 
operations will be conducted by The Wood Pre- 
serving Corp., which is engaged in the treating 
of lumber. 


William Wilson is now in charge of the 
American Hardwood Company’s wholesale de- 
partment in Los Angeles. He has been well 
known in the hardwood lumber business since 
1911 and was in business for himself in Los 
Angeles as the William Wilson Lumber Co. 
from 1921-1928. 


Robert G. Pratt, for the past six years 
assistant sales manager of the Swayne Lumber 
Co., Oroville, Calif., has become associated with 
the Wuichet Lumber Co. in Evanston, Ill. As 
assistant to West Wuichet, head of the con- 
cern, Mr. Pratt will contact trade in the Mid- 
west from Winnipeg in Canada on the north 
to St. Louis on the south. 


New officials have been elected for the N. T. 
Knott Lumber Co., Danube, Minn., following 
the recent death of Mr. Knott. Stanley Holum 
of Mt. Horeb, Wis., has become manager, and 
Arthur Knott, who assisted his father for sev- 
eral years, will continue as assistant manager. 
Allyn Fitschen of Madison, Wis., is the new 
president of the concern, having formerly been 
secretary. 


The Ontario Government has appointed Hon. 
Norman O. Hipel of N. O. Hipel (Ltd.), Pres- 
ton, Ont., Minister of Labour in the Hepburn 
Cabinet. He entered the Ontario legislature 
Oct. 29, 1930, and was re-elected in 1934 and 
1937. Since 1934, he has occupied the position 
of Speaker of the legislature. Hon. Hipel is 
a member of the Ontario Retail Lumber Dealers 
Association. 


James W. Sewall, consulting forester of Old 
Town, Me., and Port Arthur, Ont., reports 
continued activity in timber valuation work both 
in Canada and the United States. P. D. Gard- 
ner and B. C. Marsh of Mr. Sewall’s office 
are handling two extensive jobs in Nova Scotia, 
and Lee Armstrong and F. M. Call are simi- 
larly engaged in Maine. Mr. Sewall is acting 
as arbitrator and consultant on several large 
transfers and valuations of timber properties. 


William Clancy, president and treasurer of 
the Lumbermen’s Credit Association (Inc.), 
Chicago, has returned to his office after an in- 
vigorating vacation of three weeks at the sum- 
mer home on Harbor Point, Mich., of his son- 
in-law and daughter, Mr: and Mrs. William 
W. Renshaw. Mr. Clancy lauded the stately 
and inspiring grandeur of the thickly wooded 
hills of upper Michigan, and enjoyed several 
motor trips through the countryside. Mr. and 
Mrs. Renshaw and their son will spend their 
summers in this beauty spot each year, and Mr. 
Clancy hopes to return there next summer. 


W. E. Vogelsang of Grand Rapids, Mich., 
was a guest at the weekly luncheon in Chicago 
of the National Association of Hardwood 
Wholesalers on Sept. 13. Mr. Vogelsang’s lum- 
bering experience covers many years. He was 
formerly president and general manager of the 
Turtle Lake Lumber Co., Winchester, Wis., and 
later organized the Weidman-Vogelsang Lum- 
ber Co. at Grand Rapids and Chicago. After 
closing the latter office in 1930, he and his wife 
enjoyed a world cruise. Upon returning to 
this country, Mr. Vogelsang for a time was in 
charge of the manufacture of veneers and sales 
for the Pickrel Walnut Co. 


Charles Trieschmann, son of Mr. and Mrs. 
Adam Trieschmann of Evanston, left this week 
for Berkeley, Calif., where he will matriculate 
at Leland Stanford University. After his 
first year in the university, young Mr. Triesch- 
mann plans to major in science. He recently 
graduated from Evanston High School with high 
honors and won high encomiums for the splendid 
work he did in taking and arranging the photo- 
graphs that were used in the high school year 
book. This book is a real work of art and in 
its arrangement Mr. Trieschmann displayed rare 
talent and excellent judgment. Charles Triesch- 
mann accompanied his father and mother on an 
extensive automobile tour of the West during 
the summer, which included a visit to Leland 
Stanford, this visit confirming his determina- 
tion to take his college courses out there. 


COMINGS & GOINGS 


Wuitessoro, TEX.—Lyle Simmons has been 
named manager of the Gary-Nees Lumber Co. 
unit in this town, succeeding D. W. Harris, For 
the past three years Mr. Simmons has been em- 
gs in the company’s headquarters at Bowie, 

ex. 

Hupson, Itut.—F. L. Snavely has resigned 
his position as manager of the Alexander Lum- 
ber Co. here, and is being replaced by Kenneth 
Koons of Clinton. Mr. Koons was at the Clin- 
ton yard of the company nine years, and is 
being succeeded by G. Oglesby of Aurora. 


Fort Maptson, Iowa—R, L. Geist, manager 
of the Hawkeye Lumber Co., resigned his post 
here to become associated with the Tri-State 
Lumber Co. in Salt Lake City. 


Hotiis, OKLA.—W. W. Baxter has succeeded 
Roy Garrett as manager of the Dascomb- 
Daniels Lumber Co. Mr. Garrett resigned 
recently to open a lumber yard of his own in 
Las Vegas, N. M. Mr. Baxter has been assist- 
ant manager. 


Dumas, Tex.—T. M. Vaught, manager of 
the local unit of the Foxworth-Galbraith Lum- 
ber Co., has resigned from his position here 
to take care of the estate and business holdings 
in Mount Enterprise, Tex., of W Ross, his 
wife’s father, who was killed recently in an 
automobile accident. 


Creston, lowa—A. O. Ness, manager of the 
Green Bay Lumber Co. yard here for eight 
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years, has become manager of a yard in Ot- 
tumwa, Iowa. 


WEATHERFORD, Oxia.—Al Harris, formerly 
with the McIntire Lumber Co. at Newton, Kan., 
has succeeded Charles Taylor, who died Aug. 
12, as head of the local yard of the company. 


Broken Bow, Nes.—Lawrence Tepner of 
Plainview has been named assistant manager 
of the Broken Bow Lumber & Coal Co., accord- 
ing to W. S. Scarborough, manager. 


Extmwoop, Nes.—C. R. Nelson of McCook 
has assumed the management of the T. W. 
Engles Lumber Co. here, succeeding C. F. 
Backemeyer. 


ZEIGLER, Itt.—Fred Brown has been pro- 
moted to the managership of the Stotlar-Herrin 
Lumber Co. (Inc.), succeeding George P. Bag- 
gott, resigned. 





Chicago Lumberman Has Proof of 
Big Fish Caught 

Although orders are hard to get these days, 
Col. C. B. Cunningham, Cunningham Lumber 
Co., Chicago, found that this twenty-inch small 
mouth bass was difficult to land, too, during his 
two-weeks fishing trip near Hayward, Wis., the 
latter part of August. A second bass measuring 
nineteen inches waged as valiant a fight before 





Col. C. B. Cunningham with one of the small-mouth 
bass which he hooked on recent vacation 


the Chicago lumberman landed it. He used a 
five and one-half ounce fly rod to catch the 
two beauties. 

Col. Cunningham found it difficult to get 
accustomed to a carpeted office after his feet 
had been walking on sand and pine needles for 
fourteen days. 





Buffalo Briefs 


BurFato, N. Y., Sept. 19—John Thompson, 
of Buffalo, has been added to the sales staff 
of the R. T. Jones Lumber Co., of North Tona- 
wanda and Buffalo. The company’s staff of 
traveling salesmen now numbers eighteen. 

Recent visitors to Buffalo lumber offices in- 
cluded: J. N. Stallworth, lumber manufac- 
turer, Meridian, Miss.; N. H. Morgan, New 
York, eastern representative of the Shevlin 
Pine Sales Co., Minneapolis; Douglas P. Jones, 
New York, representative of the Florida- 
Louisiana Red Cypress Co., Jacksonville, Fla. 

Mr. and Mrs. Lawrence H. Watson, of 
Buffalo, celebrated their fiftieth wedding anni- 
versary Sept. 18. Mr. Watson, who came to 
Buffalo from Montrose, Pa., when he was 
twenty years old, was employed for a time at 
the C. J. Hamilton Planing Mill and was later 
with the Buffalo Box factory as lumber in- 
spector and yard foreman for twenty-five years. 
He retired twelve years ago. 


Henry Adema, traffic manager of the R. T. 
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Jones Lumber Co., has been appointed a mem- 
ber of the marine and transportation committees 
of the Buffalo Chamber of Commerce. 


Approval by President Roosevelt has been 
received for a new slum clearance project in 
Buffalo, to be devoted to Negro families. It 
will be located on what is known as the Willert 
Park site. The estimated cost is $913,000, of 
which 90 percent will be provided for by a 
Government loan, This brings the number of 
Federal housing projects in Buffalo to three. 





Concern Opens New Retail Yard 


Disney, OKLA., Sept. 19—An important 
business addition to Disney is the retail lumber 
yard and hardware store just opened by the 
Antrim Lumber Co. of St. Louis, Mo. The 
company purchased a location for a retail lum- 
ber yard and hardware store here on Sept. 9 
and already is doing business. Disney is located 
eight miles southeast of Ketchum, Okla., at the 
eastern terminus of the new Government dam 
known as the “Grand River Dam.” 


To Mark Twenty-Seventh Year 
in Forest Service 


Mapison, Wis., Sept. 19.—Twenty-seven 
years of association with the Federal forest 
service will be observed in October by Arthur 
Koehler of the Forest Products Laboratory, 
here. Well known to the lumber fraternity as 
an authority on woods and their uses, Mr. 
Koehler gained national prominence with his 
testimony during the trial of Bruno Hauptmann 
for the Lindbergh kidnaping. 

It is estimated by the wood authority that 
during his long service with the Forest Service 
he has answered over 55,000 inquiries about 
wood, for an annual average of about 2,000. 








Chicago Lumbermen Co-operate in 
_Charity Fund Drive 


Harry Joseph, secretary of the Joseph Lum- 
ber Co., has been named chairman of the Lum- 
ber Group in the 1938 campaign of the Chicago 
Community Fund. The drive will open Oct. 17, 
with a goal of $3,550,000 for nearly 180 social 
welfare and charitable agencies. Assisting Mr. 
Joseph as vice chairmen in the drive are: E. 
A. Thornton, president of the E. A. Thornton 
Lumber Co., and Charles W. Jacob, president 
of the John Bader Lumber Co. 

In 1937, lumbermen of Chicago contributed 
more than $12,500 to the campaign, to surpass 
their quota by almost 50 percent. 





Opens Branch Warehouse 


JACKSONVILLE, Fia., Sept. 19.—The new 
office and warehouse building of the Atlanta 
Oak Flooring Co., housing its recently estab- 
lished Jacksonville branch, has storage capacity 
of some 250,000 feet. The main building is 
devoted to the storage of plywood and flooring, 
in various species and widths. 

John H. Breedlove is in charge of the new 
branch here, having joined the Atlanta Oak 
Flooring Co. organization last spring after 
some years in another lumber connection. 


G-Man Son of Lumberman Hurt in 
Fray With Gunman 


JEwELL, Kans., Sept. 19.—J. R. Nulty, man- 
ager and treasurer of the Jewell Lumber Co. 
of this city, is happy in the knowledge that his 
G-Man son, Leo C. Nulty, is out of the hos- 
pital and recovering from a wound in his right 
thigh which he received in a fray with a 
gunman in Memphis, Tenn., Aug. 15. 

The Federal agents were called when it was 
reported that a man resembling Floyd Ham- 
ilton, long sought desperado, was seen getting 
from an automobile. The F. B. I. men found 
the parked car, and, while inspecting it, a man 
walked up and opened fire. It was returned 
by the agents, and the man was fatally wounded. 
During the shooting, young Nulty was injured. 
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Leo Nulty is a graduate of Notre Dame 
University. He had been transferred to Mem- 
phis from Boston shortly before the skirmish 
Aug. 15. 





Chicago Man Is Elected International 
Savings & Loan President 


At the sixth congress of the International 
Union of Building Societies of Savings & Loan 
Associations, held last week in Zurich, Switzer- 
land, a Chicago man was elected to the presi- 
dency, in the person of Morton Bodfish, who 
is executive vice president of the United States 
Building & Loan League, with headquarters 
in Chicago, and president of the First Federal 
Savings & Loan Association of the same city. 
He also holds an associate professorship in 
land economics at Northwestern University. 





Lumberman's Grandson Helps Him 
Win Senate Nomination 


Hogu1AmM, WasH., Sept. 17.—It cost Frank 
H. Lamb, Grays Harbor logger-manufacturer, 
just 25 cents for election workers to win the 
Democratic nomination for State senator here 
this week. His small grandson earned the 
quarter by wearing a sign, “Vote For My 
Grandad.” 





Ground Broken for Redwood Build- 
ing at Exposition 

San Francisco, Cauir., Sept. 17.—There is 
no doubt that the great redwood country is 
going to tell the world all about itself at the 
1939 Golden Gate International Exposition. 
This was assured at a luncheon which followed 
the recent ground breaking ceremonies for the 
Redwood Empire Building, which will stress 
the recreational and commercial attraction of 
the great region north of here. J. P. Kelly, 
president of the Redwood Empire Exposition 
Commission, handled a pick at the ground 
breaking rites. 

Carl Bahr, president of the California Red- 
wood Association, declared that the exposition 
here next year will afford a great opportunity 
to publicize the qualities of redwood before 
the millions attending. The Redwood Empire 
Building will be a unit of the State of Cali- 
fornia group, located on Treasure Island. 


Virginians to Award Worker With 
Longest Record 


RicHmonp, VA., Sept. 19.—The Virginia 
Manufacturers’ Association is conducting a 
search by mail for the person in Virginia with 
the longest record of continuous employment by 
one industrial concern or its predecessor. To be 
eligible for the “suitable award” that the asso- 
ciation said it would make to the person with 
the longest record, contestants must have worked 
at least 40 years. Eighty persons have been lo- 
cated to date who have worked that long contin- 
uously either as employer or employee, for the 
same concern or its predecessor. 

F. E. Rogers. of Norfolk, aoneared to have 
a big lead on the field today. Mr. Rogers has 
worked for the past 57 years for the E. H. 
Barnes Co., of Norfolk, manufacturer of wooden 
boxes. He said that he disliked to “brag about 
it” until he has completed “another 57 vears.” 
Mr. Rogers went to work nailing boxes for the 
company 57 years ago. Today he is general 
manager. 








Loadings of Revenue Freight 


A report of the car service division of the 
Association of American Railroads shows that 
the revenue freicht for the two weeks ended 
Sept. 10 totaled 1.216.926 cars, as follows: 
Forest products, 56,727 cars (a decrease of 
4,187 cars below the amount for the two weeks 
ended Aug. 27); grain, 72,548 cars: livestock, 
29,312 cars; coal, 216,439 cars; coke, 10.052 
cars; ore, 51,588 cars; merchandise. 289.594 
cars, and miscellaneous, 490.666 cars. The total 
loadings for the two weeks ended Sept. 10 
show a decrease of 1,503 cars below the amount 
for the two weeks ended Aug. 27. 
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Big Money for Dealers Selling 


ABESTO 


For Roofing...For Re-Roofing 
For Damp-Proofing...No Hot Kettle 


Many a lumber dealer is building good business on 
ABESTO, proved protector of old and new roois! 
ABESTO pays large profits with small inventory. 
Helps you to land those extra sales on built-up 
roofing, recoating and repair materials. Replaces 
hot applications of asphalt or tar pitch. Applied 
more easily, it does the work for less. Seals holes 
and cracks securely. Adds years of service to an 
old roof. NOW is the time to start. Get ABESTO 
in stock. Free demonstration lands sales for you. 
TODAY, write for literature and FREE sample of 
ABESTO. No obligation. Write now. 


ABESTO MFG. CO., ™°msanc™ 





Richard Shipping Corp. 


Established 1847 


44 Beaver Street, NEW YORK 


Ocean Freight Brokers 
and Contractors 


Foreign Forwarders, Customs Bro- 
kers. We handle all classes of cargo 
and attend to collection of invoices. 


Special department handling export lumber shipments 











Builders’ Commercial Agency 
ESTABLISHED 1890 
1321 Builders’ Bldg., 228 N. La Salle St., Chicago 
A rating guide to the Contracting trade of 
Cook County and Cook County dealers 
Telephone Randolph 4893 Collection and Mechanics Liens 








GILBERT NELSON & CO. 


Public Accountants 


332 S. MICHIGAN AVENUE 
CHICAGO 


TELEPHONE HARRISON 0366 


* CHICAGO 


MEET ME IN 
19 N. CLARK STREET 
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THIS WEEK’S LUMBER PRICES 


SOUTHERN PINE 


East and west side mills have reported the following average f. o. b. mill sales prices on 


southern pine to the Southern Pine Lumber Exchange, New Orleans, La., 


for sales made 


in the period Sept. 8-12 but, where prices for this period were not available, prices for 
the month to date have been inserted and starred (*): 
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% x4— thick— Timbers, Under. 
snes - 4-8 ...... 0.25 60.50 No. 1 Shortleat Ne. es oe 
_ ara opt gS 2 oneas 70.50 ‘ Dimension iniidiitiitinn 
Co AF tera 19 S1.001T2 & 14 .. 23.34 21.25]3%4 & 4x4 30.00 27.50 
2 Casing, Base & Jamb/ji6 ....... 23.30 21.93] 4x6&@8x8 . 25.00 ... 
rop Siding, Stand- 10-20’ 35.7 
x6 3&4x10 .. 35.77 
ard Lengths, 1x6” Bé&better, 12 & 14 19.58 18.67 
ogy ead 59.57 59.67/16 S015 1851p oer est— 
sehen eee, -:: SESS Sela ees’ 3511 d0'83 
xo ° . 75 —8x8. 5. ‘ 
B&better.. 38.24 ss46 °112 & 14 21.14 19.16)3&4x10 .. 33.90 27.33 
No. 1 .... 35.55 35.40iwe. 1 Femeing, 10-20'/16 ....... 22.37 19.91]5x10-10xi0 32.08 26.00 
No. 116— eer 40.86 41.97] 3x10 3&4x12 .. 37.58 29.15 
ei | ee, were 41.90 42.00 13 cetera 31.12 29.75) 5X12-12x12 37.60 31.33 
N 7: 2 SO ore, eS 1. 30.25 
Oo. 1 .... 43.18 - 40.39 He. 2 Snigten ant ery 31.23 3004 sets ence 
Assorted patterne— fixs ...... 40.63 40.91|2x12 a 
B&better.. 44.01 38.00]1x5@10 .. 45.05 48.95}12 & 14 35.80 30.71) %x4&6— 
No. 1 .... 42.11 89.41 /1x12 beach 58.70 61.39/16 ....... 36.14 33.00] B&better..*44.00 








WESTERN RED CEDAR 


Seattle, Wash., Sept. 17.—Prices for red 
cedar siding in mixed cars, new bundling, 
8 to 18 foot, f.0.b. mills are: 


Beveled Siding, 14-inch 


Clear “— 7 
OEE seteneseotews $26.00 $23.00 20.00 
a esnetone aes 25.00 oe 
CHER cesccceccseee SOO 30.00 27.00 
Clear Bungalow Siding, %-inch 
Die cecseeneabeene we oecccccococcoes a 
10-inch ...... PLE OE SET CTE 
PP itdceonnrtedeceanneders cccccccce’ COO 
Finish, B&better, 82 or 48, 6-10’ 
828 or 848 
or Rough 
Ee ae ee NE ee oe eS $ 72.00 
DE  6-6.c¢beaeraegqemiungeesdeeeenae 7.00 
BEE ot cccbd debe debs eeedetstanetsdeun 85.00 
DC  ,iewEereEertreae lahat leabkeleal 95.00 
1x16” beéeChnedenbeees ulna cb cenmews 100.00 
1x18” KeenCCKbGbSSE eRe O OEE een 105.00 
cab ebeedEerogedonesatebees covcce SEO 
BREEN cevccceescoeseees re 120.00 
Ceiling or Flooring, B&better, 4-17 
De écncseceee seweetece corecceseeocece ane 
BE  deavseoceeoecéie cépeccgeetbeos ccccccecee Gee 


Discount on Mouldings 6-20’, Odd Lengths 


Series 8000— 
Listing under $4........ PPTTTTTTiITiiTy. .. 
Listing $4 and over.. 


Clear Lattice, 5/16”, 4 to 10 


vy: 10 5 
EEO: cyeweehnd feeds nessecesn0es cdl ame 
1%” PeeVocvsccccsvccvcccoscveccoeeses -50 


WESTERN PINES 


Following f. o..b. mill prices on actual 
sales were reported to the Western Pine As- 
sociation by members during the period from 
Sept. 5-Sept. 10, inclusive. Averages include 


both direct and wholesale sales, and are 
based on specified items only. Quotations 
follow: 
Ponderosa Pine 

’ B/4x8 6/4x8. 

Spiects, S2 or 4S— 1x8 & wdr. & war. 

eee $60.60 - $66.71 $70.25 
BN ad dei & Gers 3 08 44.04 eae ss ai 
SHop, S2S— No. 1 No. 2 

aaa eee . - $30.18 $18.25 

OS een ere re 30.64 18.93 
Commons, S2 or 4S— No. 2 No. 3 

SES. oldaais at aces «oben $22.07 $17.25 

SMES Ble Sas ddes S30 SS N80. 26.78 17.07 

ee! ee ee ee $13.07 

Idaho White Pine 

5-6/4-8 

Se.Lects, S2 or 4S— 1x8 & war 
ea Ae ee $69.58 =e! 

Gpetasey CEP) Tektec's ecw cecees 49.16 $74.00 


Commons, S2 or 4S— 
Colonial Sterling Standard 
Yo..1 No. 2 


N No. 
yy PAPE er $35.00 $28.89 $25.21 
BE are. ahtcn do's ok ane 69. 39.25 25.06 
Utility (No. #4) 4/4-RWRL..i.....2.... $16.11 

Sugar Pine 

1x8 5/4x8 6/4x8 

Seiects, S2 or 4S— &wdr. war. & war. 
|. A: ee $71.00 $73.00 $73.00 
it Pa ene abee 68.00 65.00 
| a ee 54.15 54.50 53.33 
SHop, S2S-—— No. 1 No. 2 No. 3 
|, SRP eee $38.9 $22.59 a's 
RS eo 32.93 22.61 15.25 
DE: 4%. c steted. nmmtoceman 50.27 24.41 13.75 

- Larch-Douglas Fir — 
ee SE eee ee $21.13 
po SS. RS Rae 19.67 


ee. 3 Camt., GE Ge Te Bee ots eles ces 18.28 





Flooring, vert: gr., C&Btr. 4 RL:...... 31.93 





CAROLINA PINE 


Following are prices realized, Norfolk rate 
of freight on sales made during the week 
ended Sept. 6: 


Flooring 
No. 1 No. 2 
Bé&btr. Com. Com. 
PC eee $42.45 $39.30 $24.20 
BS ia de vwtsvese caus 41.40 38.65 24.85 
Ceiling 
WOE oschicamnewdase $22.90 $20.55 $13.65 

Finish, Dressed, B&btr. 
eee $46.95 DR ke exedews $55.10 
(Ere 46.70 a 68.25 
er 47.15 EEE. . o:02 wosie 69.75 
DE Wis ettehe ates 47.20 SINE on Sve andi. 80.50 

Boards, Dressed 

No. 1 No. 2 No. 3 

Com Com Com 
a, Fee $42.40 $18.35 ar aie 
Me shecccvedererees 41.40 20.7 ee 
BR ads a & «er hwaadaen 41.90 20:90 $18.80 
SS es ee 43.30 21.55 eas 
ee 48.10 22.65 
ee re 57.55 25.70 

Boards, Air Dried or Roofer Grade, 

No. 2 Common Dressed cs 
Eee ae 1x & GT. 4s owe eee 
A aXe aioe acetal $20.10 eee x Stern 
Be Gite woraae « 20.00 Seer ar 
Shortleaf Dimension No. 2 Common, Dressed 

8to1é 18 & 20 
DE obaaweaedecwewene wanteme $20.95 $23.45 
BE OD, © wera ecm Rialale ak Ea 21.00 23.00 
OR Se ee ee ee 21.75 23.15 
PT er ee ee eek 22.45 25.75 
i ee ee 24.65 26.00 





WEST COAST LOGS 


Seattle, Wash., Sept. 17.—Average prices of 
logs are as follows: 

Fir: No. 1, 253: No. 2, $17; No. 8, $11. 
Peelers, No. 1, $30; No. 2, $24. 

Cedar: Shingle logs $15-17; lumber logs, $30. 

Hemlock: No. 2&3, $8.50-9. 





DOUGLAS FIR 


Seattle, Wash., Sept. 17.—Current quota- 
tions f. o. b. mill on Douglas fir items in 
mixed cars for rail shipments direct to the 
trade appear below: 


Vertical Grain Fiocoring 


B& Cc D 

BMG sssecsasdgecwonn $37.00 ..$35.00 $25.00 
Flat Grain Flooring 
ST eee wr ne $26.00 $25.00 $21.00 
MN \ dacaesa, 34-3: sodawre ofeee 31.00 29.50 24.50 
Drop Siding 
1x6 Pat. No. 106....$31.00 $29.00 $24.00. 
1x6 Pat. No. 116.... 31.00 29.00 24.00 
Ceiling : 

NG ib. o we ween $25.00 $23.00 $17.50 
PRR eer 26.00 25.00 17.00: 

Common Boards and Shiplap t 
1x6 1x8 1x10_—C. 1x13: 
ee are $18.00 $18.00 $18.00 $22.00 
Ss eee 15.00 15.00 15.00 15.00 
wee © sew 10.50 10.00 10.00 11.00 

No. 1 Common Dimension 

12 14 16 18 20 
FF ree $19.00 $19.00 $20.50 $21.50 $20.00 
gt RE PE 18.00 18.00. 18.50 19.50 19.50 
SS See 18.00 18.50 19.00 20.00 20.00 
OO EE 20.00 20.00 20.50 21.00 21.00 
ED exiesedas 21.50 21.50 22.50 22.50 22.50 

No. 1 Common Rough and/or Surfaced 

Timbers 
4x10 pasks 20 feet and shorter and 

PPE 664 ot 050.6 eet cns 460 ce ase 4 $17.50 
12x12 20 ft. and shorter.........ccceees 17.50 
SEES BS CO SO BO lcci diewccesses 18.00 





MAPLE FLOORING 


Michigan and Wisconsin flooring mills re- 

ort the following prices realized f. 0. b. 
— mill basis, during the week ended 
Sept. : 


38x24 


First Second Third 
S Selad a ween $73.82 $63.79 $45.83 





Sep 


a- 
he 


re- 
b. 
ied 


ird 
5.83 
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F.O.B. MILL PRICES OF 
SOUTHERN HARDWOODS 


Following are ranges of f. o. b. mill prices 
on rough, air dried southern hardwoods, 
from reports of sales made during the week 
ended Sept. 19: 


Qrtd. Red Gum Plain Poplar 
i 





FA 
No. 1 & Sel.— WR. cuss 56.25 
6/4 wees ie ie ene 65.00 @65.25 
Qrté. Sap Gum “Seo 70.00 @70.25 
FAS— Saps— 
7 etl, a 38.00 | 4/4 ------ 38.00 
rc ae sae 57.25 | No. 1 Com 
ee en 6. anne 26.25 
, eae ee 28.00 Ash 
Ve eee 28.50 | FAS— 
19) 25. S720 7 48... .. 47.00 
Plain Sap Gum Beech 
FAS— FA 
Gi cues 24.00@25.50 | 4/4 ...... 31.00 @ 40.00 
8/8 223 26.00 | No. 1 & Sel.— 
rie eens wa 00 f 4/4... 24.00 
Gf2 cies 32.50 
No. 1 & Sel.— des “ane 
ey, eee 18.50 @20.00 
6/42, 555% 1:00 Oe ee 58.00 
No. 2 Com.— Cottonwood 
UR omreas 10.00@11.50 | FAS— 35.00 
Qrtd, Black Gum No. 2 Com 
rea Oe ae een ee 19.00 
4/4 ee eeee 26.00 @ 27.50 Plain Sycamore 
No. 1 & Sel.— Log run— 
4/8 19.00@19.50 | 5/4 ...... 24.00 
VE a ee 24.75 - _ 
oO 
Plain Black Gum Nu.1& ro 
No. 1 & Sel— BE oscans 24.75 
ry, eee 40:00 4 OF .....- 31.00 
Tr 34.00 
Plain Tupelo No. 2 Com.— 
Fras— PA a Soa iate 18.50 
C/A smowdt: 31.25 Birch 
No. 1 & Sel.— Log Run— 
ry, are hoy eee 24.25 
CHE: ibaa 21.25 - 
No. 2 Com.— FAS— _— 
ry, eee 42.75 -1 47@ <0. 5: 40.00 
Qrtd. White Oak Plain White Oak 
FAS— FAS— 
eat $0.00..1° 4/4 *. vex 54.50 
No. 1 v=. tS! ee -75 
ne oo J 0 Sa 17.7 
I4 svsees 50.00@51.00 |. 374 21... 94.00 @95.00 
Plain Red Oak No. 1 & Sel.— 
No. 1 & Sel.— Yh Cara 35.25 
ry, ares i oO oor 39.25 @ 40.25 
eC eee 30.50 No. 2 Com.— 
is or 32.75 @34.25 oT eae: 20.00 
Mixed Oak a eee 
No. 3-B Com.— ee 26.00 
We nate 720-1 S465 5%. 30.00 





WISCONSIN HEMLOCK 


Following are prices f. o. b. delivery points 
in Wisconsin: 


No. 1 Hemlock Boards, 818 or 8181E 


ix 4” $30: 50 37 =) ‘ $33.50 
88 Oo iccscccccneed Mn 32.00 33.50 

 paghed hat teat >. 32.00 33.00 34.50 
SNE. Aa tnckiabicae it. 83.50 34.50 36.00 
INSS occ ccccecotses, MEME 35.50 37.00 


For D&M, plain shiplap, or S4S add 25 
cents; for drop siding, ceiling, fancy shiplap 
grooved roofing or partition, add $2.75.. 
No. 1 Hemlock Dimension, S1S1E or 84S: 

8’ 10, 12&14’ 16’ 


Se OP Sc desitien $32.50 $32.60 $33.50 
SPORTED ae 31.50 31.50 32.50 
Se BP cvikinae sae 4408 32.50 32.50 33.50 
SUMF 6k 0046 ashe 33.50 34.50 35.50 
SEU. bs kcaeedsdiuada 34.50 35.50 36.50 





RED CEDAR SHINGLES 


Seattle, Wash., Sept. 17.—Below are listed 
average prices received for red cedar shingles 
sold direct to the trade: 


Royals: 
Sem EE fo ty 4. 6 0. & Wn dcethecnsechedrecn we wae $4.35-4.50 
de | eee ee eer tars | 3.20-3.25 
SF ek bee bee b+ Res CD aks Biles 2.25-2.35 
Perfections: 
Le EE 6a bie Sadie os Fa REA ed $3.55-3.65 
Be a dct bb olasaee ots koe 3.00 
ke | ere? terre 2.15-2.25 
x : 
Sem Said! nang an een ¥ pe ow ow oes $3.20-3.30 
SOME hoo nn at, as a Dw ocr wa 2.60-2.75 
oo BR i eo oh ae! 2.10-2.20. 





Amemecanflumherman 


77 


Current Market Review 


Softwood demand in the two weeks 
ended Sept. 10 was 92 percent of that 
for the corresponding period of last 
year ; that for the preceding two weeks 
made only 88 percent of the previous 
year’s. Many distributors are disin- 
clined to stock up toward the fall, and 
some feel that increase in mill output 
might bring another softening in quo- 
tations. This seems highly unlikely, in 
view of the fact that August residen- 
tial contracts gained 36 percent, and 
total construction 12 percent, over that 
month last year. In eastern industrial 
centers, yard buying apparently was 
checked by the European war scare. 
Stocks of retail yards continue low, 
and 412 mills Sept. 10 had lower as- 
sortments than on the corresponding 
date of 1937—despite reports that 
some southern producers are going to 
cut actively until the wage-hour law 
goes into effect. While mill output has 
recently been a good deal in excess of 
new bookings, shipments are not far 
below production, and unsold stocks 
Sept. 10 were under last year’s level. In 
the East, building, and the movement 
of lumber from yards, have been 
brisker, but distributors are expecting 
arrival of West Coast lots ordered in 
July and are not placing large new 
orders, the result being that mill quota- 
tions are a little softer, with mills 
stiffly resisting further mark-downs. 
California trade has slackened, though 
there is still a good volume of North- 
west lumber being taken, and quota- 
tions are weaker, but, with building 
permits showing large gains, market 
improvement is counted on. The mid- 
dle West market has been a bit dull, 
but city building is undoubtedly show- 
ing sharp recovery, and it is believed 
that fall demand from farms will be at 
least fair. In the Southwest, trade has 
been good and has depleted mill as- 
sortments, with the result that prices 
are quite firm. In the Southeast, con- 
sumption has been fairly active, and 
yard buying slow; bad weather has 
forced a curtailment of output and 
caused a stiffening in prices. Export 
business, already of small volume, has 


been further restricted by fear of war 
in Europe. 

Hardwood trade has suffered from 
the war scare in Europe, for overseas 
demand fell off and many industrial 
consumers became very cautious about 
buying. But domestic furniture de- 
mand has been improving somewhat, 
and there is a fair call for flooring. 
Quotations are unsettled, but the pros- 
pect of cost increases under the wage- 
hour law gives them a firm undertone. 
The mills believe that building activ- 
ity will bring a much increased call 
for flooring and trim during the fall, 
and many are preparing to seek a 
larger share of the building market 
through offerings of such items as in- 
terior paneling. 





THe Street FRAMEWORK of the 200-foot 
Perisphere, which weighs 4,300,000 pounds, and 
of its attendant 700-foot Trylon, containing 1,- 
600,000 pounds of steel, have both been com- 
pleted at the New York World’s Fair 1939. 
No such structures of their kind have ever 
before been erected. 





OAK: FLOORING 


Following are current quotations on oak 
flooring carlots, f.o.b. Memphis and Johnson 


City, Tenn., and Alexandria, La., as points 
of origin. 
Be 39x1%” %x2” %x1%” 
Clr. qtd. wht. - ee 00 $70.00 $68.00 $58.00 
Cir. qtd. red..... 0.00 60.00 57.00 58.00 
Sel. qtd. wht.... 60:00 50.00 52.00 50.00 
Sel. qtd. red..... 58.00 51.00 50.00 58.00 
Clr. pln. wht.... 61.00 50.00 57.00 47.00 
Clr. pln. red.... 59.00 52.00 50.00 47.00 
Sel. pln. wht.... 57.00 46.00 47.00 41.00 
Sel. pln. red..... 56.00 50.00 41.00 42.00 
No. 1 com. wht.. 50.00 43.00 35.00 33.00 
No. 1 com. red... 50.00 45.00 35.00 34.00 
No. 2 common... 38.00 30.00 25.00 18.00 
%x2” %xl%” x2” 
A Re. See ee $77.00 $75.00 
- Ss SS. Sree 72 70.00 
Gel, GON, Wee... ci ccsccse 68.00 65.00 
Bel, Gee - POO. . ... vse ase 68.00 65.00 
ol RE Se 63.00 61.00 
oo SS eS eae 62.00. 60.00 
a eee 57.00 56.00 
es Sec cc cccses 56.00 55.00 
NO, “1 COM. WEE... cccser 48.00 46.00 
INO, 0) COE, POlecccceeces 45.00 43.00 
No. 2 common.......... 30.00 26.00 


New York delivered prices may be obtained 
by adding to the above the following differ- 
entials figured on Johnson City origin: For 
##-inch stock, $8; for %-inch, $4; for % and 
fs-inch, $4.50. 

Chicago déitvered prices may be obtained 
by adding to the above the following differ- 
entials figured on Memphis origin: For 
#-inch stock £6: for %-inch, $3; for %- 
and +-inch, $3.5 





APPALACHIAN HARDWOODS 


Cleveland, Ohio, Sept. 19.—Following are current prices on Appalachian hardwoods, f. 0. b. 


Cleveland: 
Ash: 4/4 5/4 6/4 
I ieseseeversia'e $81.00 $91.00 $96.00 
Com. & Sel.. 56.00 66.00 68.50 
Plain White Oak: 
i Sesegees 101.00 111.00 116.00 
No. 1 C.&S... 61.00 66.00 71.00 
Plain Red Oak: 
rears -00 96.00 101.00 
No. 1 C.&S... 56.00 66.00 71.00 
Poplar: : 
Tt cpdeens sé 93.00 103.00 108.00 
a. k C.&8. .'. 5S +4 60.50 63.00 
Reehstavele 00 78.00 78:00 
No. *2- A Com. 2 00 47.00 49.00 
Basswood: 
Wa ospe age 82.00 87.00 87.00 
No. 1 C.&S... 52.00 57.00 59.50 
No. 2 Com... 35.00 39.00 42.00 





8/4 10/4 12/4 16/4 
$98.50 $112.00 $126.00 $141.00 
73.50 81.00 91.00 110.00 
131.00 146.00 161.00 
76.00 86.00 96.00 
111.00 136.00 146.00 166.00 
76.00 86.00 96.00 120.00 
118.00 130-38 143.00 158.00 
73.00 83. 98.00 Bees 
88.00 | Chestnut: 4/4 5/4 6/4 | 8/4 
00)" FAS .108.00 113.00 118.00 118.00 
No, 1 C.&8.. 73.00 73.00 73.00 83.00 
97.00 WHND 41.00 45.00 46.00 53.00 
67.00 No. 1C.&Btr. 


. 42.001 Snd.-Wormy.. 36.00 40.00 41.00 48.00 
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NORTHERN HARDWOOD 


Following are prevailing quotations f. o. b. 


Wausau, Wis., on northern hardwoods: 


No.1 No.2 No.3 
Brown Ash— FAS Sel. Com. Com. Com. 
3 eer $57.00 hye et > ty ert 
CF errecr er 62.00 652. a . 6 7 ~ 
OER. wcueuits 67.00 57.00 48.00 32.00 19.00 GEORGE J. ZIMMERMANN, 
Ore civeenks 72.00 62.00 51.00 34.00 20.00 
No.1 No.2 No.3 died at his home Sept. 
Basswood— FAS Sel. Com. Com. Com 
OPO seeaedven $78.00 $68.00 $52.00 $28.00 $21.00 
, aearere 83.00 73.00 56.00 31.00 23.00 
errr. 86.00 76.00 56.00 31.00 23.00 
Ee seesaews 93.00 83.00 66.00 33.00 23.00 pany. 
re e+eeed un 103.00 93.00 73.00 45.00 wet 
0) ere 108.00 98.00 78.00 50.00 
Se ivshwass 70.00 60.00 41.00 24.00 .. dent. 


Key stock, 4/4, No. 1 and better, $78; or on 


Amemcanfimberman 
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OBITUARY RECORD 








56, former 
mayor of Buffalo, N. Y., and for many years 
active in the retail lumber field in that city, 
14. His father is 
George M. Zimmermann, also a Buffalo lum- 
berman. George Zimmermann left college to 
become active in Zimmermann (Inc.), later 
becoming president and treasurer of the com- 
In 1928 he was elected vice president 
of the Northeastern Retail Lumbermen’s As- 
sociation and in 1931 was named its presi- 
He also served as president of the 
National Retail Lumber Dealers’ Association. 
In 1934 he was elected mayor of Buffalo on 





grades, FAS, $88; No. 1, $68; 5/4, No. 1 and the Democratic ticket. He had been active 
betters, $83, or on grades, FAS, $93; No. 1, $73. in that party and had served on the board 
No.1 No.2 No.3 of education for eight years. In addition 
— mewn $2.00 sac.00 om $15.00 a = father, =~ wae. psn children, three 
[aGhawan ‘ 55. 5. : ° rothers and five sisters survive. 
MEG sthseaes 75.00 60.00 50.00 32.00 17.00 pce BRS 
SS eee 80.00 65.00 53.00 34.00 17.00 MRS. ELLA VIRGINIA CAMP, 78, widow 
We «veh eee 85.00 70.00 58.00 34.00 18.00 of P. D. Camp, who was president of the 
LS arr 85.00 70.00 58.00 35.00 18.00 Camp Manufacturing Co., died at her home, 
Be. waveened 98.00 83.00 66.00 40.00 er “The Elms,” Franklin, Va., on Sept. 9. She 
DD cok uname 98.00 83.00 69.00 40.00 eee was the mother of P. Ryland Camp and 
of! ae 118.00 103.00 - 81.00 43.00 ne John M. Camp, active in the management of 
arr 118.00 103.00 81.00 43.00 “ee the Camp Manufacturing Co., which has its 
16/4 wcccscee 158.00 143.00 121.00 ..... .... —_ ng ee RR at Pe a 
y r an arion, ussellville, an t. ephen, 
Soft Elm— FAS ~~ A a tly = Ss. C. Mrs. Camp, a native of the Franklin 
: . Seer $47.00 $87.00 886.06 $18.06 Community, was an exemplary Christian 
5/4 pinto 52.00 42.00 28.00 19.00 woman, and was generous in her gifts and 
—* Bobbie. 52.00 42.00 28.00 19.00 Support of church activities. Other survivors 
eee 200 «= 400~=S«3'00~—S—«i9,00~=«simclude five daughters and a son, Dr. P. D. 
10/4 °.....-. 66.00 48.00 $8.00 0 8=.... “SMD, SF, Richmond, Va. 
ier 63.00 53.00 38.00 inne CHARLES P. CROSBY, 79 
A , 79, pioneer northern 
No. 1 No. 2 No. 3 Wisconsin lumberman, died Sept. 14 at Win- 
Rock Elm— FAS om Com Com nebago, Wis. He was a resident of Rhine- 
4/4 wccccees $50.00 $32.00 $20.00 $17.00 lander and had operated the Crosby Hard- 
DEE enbecces 55.00 37.00 22.00 19.00 wood Lumber Co. there until two years ago. 
Oe enw enkes 65.00 45.00 24.00 19.00 He was the first lumberman in Wisconsin to 
Dee ¢2-060 mex 70.00 55.00 29.00 22.00 handle hardwoods exclusively, and had sold 
12/4 20000 case | FRGS | AGS OSV.00 coumtrion “Al Sus tite he Oise epeneien oe 
onieawh ee 3 5. : ’ 3 ne time he also operated re- 
No.1 No.2 No.3 (tail_yards. He had been engaged in the 
Birch— FAS Sel. Com. Com. Com lumber business at LaCrosse and Wausau 
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’ : . ee sion Aug. 25. He was a veteran employee 
Soft Maple— FAS &Sel. Co Com. of the bureau and thoroughly schooled in 
ME Svehbtene Stabe $61.00 $45.00 $28.00 $17.00 the red cedar shingle business and other 
BEE senednew scutes 66.00 49.00 29.00 18.00 phases of the lumber industry in which he 
6/4 nbt een ee aceee 76.00 54.00 34.00 18.00 spent his entire life. He had thousands of 
DFO. eswewens cramer 81.00 59.00 34.00 19.00 acquaintances among retail lumber déalers 
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A portrait is herewith given 
of Mr. C. H. Huttig, of the 
Huttig Sash & Door Co., St. 
Louis, Mo., who was _ inter- 
viewed a few days ago while his 
famous Mambrino steeds were 
exhibiting their swift feet to 
the writer on a St. Louis boule- 
vard. Mr. Huttig is but 25 
years of age, but is one of the 
most thorough-going business 
men in the Southwest. * * * He 
is unmarried, but is not hope- 
lessly so situated; he is a finan- 
cier of excellent judgment; a 
merchant who receives liberal 
rewards for his energetic la- 
bors; is popular with his trade, 
with whom he deals in the 
promptest manner possible, and 
his employees—some 75 of them 
—gave him a handsome testimo- 
nial last Christmas in the shape 
of an elegant clock and bronze 
mantel piece which cost several 
hundred dollars. And yet he is 
not proud. He enjoys a glass 


of buttermilk with a poor news- 
paper man as much as to fra- 
ternize with the merchant 
princes of St. Louis. It is said 
he may be connected with a 
new banking house soon to be 
started in St. Louis with N. O. 
Nelson at its head. 


Commodore Perry’s flagship, 
the Harriet Ross, in which he 
won his victory over the British 
on Lake Erie, is now a lumber 
carrier. She was rebuilt in 1853 
and nothing of the original ves- 
sel is left excepting the hull. 


Detroit lumber handlers 
thinking that three cents per M 
was not enough for docking 
lumber, the west siders have 
organized as the “Lumber 
Handlers’ Union” which is in- 
dependent of the Knights of 
Labor. Hereafter the dealers 
will have to pay 8 cents per M 








for docking. The dealers, how- 
ever, intend to see if they can’t 
make different arrangements. 


The editor met Fred Weyer- 
haeuser at the Lindell in St. 
Louis * * *. When asked about 
the possible rivalry of southern 
pine, in view of his vast stump- 
age holdings, the lumber king 
of the Northwest said: “As to 
that each wood will take care of 
itself. It will all be needed. A 
few of my friends and myself 
visited the Pacific Coast two 
years ago and came within an 
ace of buying a large tract of 
redwood. We offered a million 
dollars for it, a sum which I 
think would buy it today, but 
since coming home I am more 
thoroughly satisfied to have my 
investments centered here and 
am just as well pleased that we 
did not make a Pacific Coast 
investment.” 


the country over. In recent years he had 
spent most of his time covering the States 
in the Ohio valley along the Great Lakes. 
His home town was Bellingham, Wash. 


HENRY JOSEPH BARTLETT, 68, lifelong 
lumberman, died Sept. 5 at Orillia, Ont. His 
first lumber connection was with the Skill- 
ings, Whitneys & Barnes Lumber Co., Arn- 
prior, Ont., the firm for which he became 
Canadian representative and later president. 
He formed the Bartlett Lumber Co. in 1910, 
near Sault Ste. Marie, Mich., acting as mana- 
ger and treasurer. He was vice president 
of the George Gordon & Co. Ltd., Cache Bay, 
Ont., and had timber interests in British 
Columbia, The widow and five sons survive. 


JOHN F. KEENAN, 71, lumberman of North 
Tonawanda, N. Y., died Aug. 30, at his home. 
He had been connected with the lumber in- 
dustry in his city for more than 50 years. 
He was with Smith, Fasset & Co., and later 
with A. Weston & Son, until the latter dis- 
continued operations in 1926. Since then he 
had engaged in the lumber brokerage busi- 
ness and, at the time of his death, was also 
secretary to an assemblyman. He was active 
in fraternal and political circles. The widow, 
six sons, a sister and a brother survive. 


JOHN M. NEFF, SR., 75, active in the lum- 
ber business at Lexington, Neb., since 1891, 
as J. M. Neff & Son, died in a Lexington hos- 
pital on Sept. 11. He was active in promot- 
ing irrigation for the valley section in which 
he lived and filled his share of church and 
public offices. The widow, three daughters, 
a sons, two sisters and two brothers sur- 
vive. 


CHESTER A. EASLEY, 62, identified with 
the lumber and coal business in Beaumont, 
Tex., for many years, and one-time mayor of 
that city, died at his home during early Sep- 
tember. He was the founder of the Seaport 
Coal Co., and was vice president of the Keith 
Lumber Co., and the Beaumont Building 
Material Co. 


WILLIAM BURGI, 53, president of the 
Burgi Lumber Co., Yankton, S. D., died Aug. 
4. He had spent his entire business life in 
the lumber business founded by his father, 
Fred Burgi, and had been actively in charge 
since the death of his father. He was active 
in civic, business and fraternal affairs. The 
widow, a son, three daughters and two sis- 
ters survive. 


NICHOLAS M. BLOCK, 76, who was a vice 
president of the Massee-Felton Lumber Co., 
when it was in operation at Macon, Ga., died 
Sept. 4, at Ventnor, N. J., his summer home. 
He was also president of the Hotel Dempsey 
Co., Macon, and in the past had been con- 
nected with several enterprises in that city. 
The widow and three children survive. 


BOGUE VANDERCOOK, 61, one of the first 
of the Long-Bell Lumber Company’s en- 
gineers to move west for the establishment 
of the city of Longview, Wash., and the com- 
pany’s mill operation there, died at his home 
in Longview on Sept. 13. He had served as 
general construction foreman at the Long- 
Bell plant until 1933. The widow, a daugh- 
ter, four brothers and a sister survive. 


JOHN D. SERENA, 57, connected with the 
United States Bung Manufacturing Co., and 
in the lumber business in Cincinnati, Ohio, 
for the past 30 years, died Sent. 15, at his 
home. e was a member of the Cincinnati 
Lumbermen’s Club. The widow, four sons, 
six daughters, his mother, a brother and a 
sister survive. 


HENRY D. TOLLES, 66, superintendent of 
J. H. Tolles & Co., Nashua, N. H., died at his 
home on Sept. 15. A native of Dunstable, 
Mass., he had made his home in Nashua for 
half a century. He was active in fraternal 
affairs as a Mason. Surviving are the widow 
and one brother. 


JOHN A. DOW, 86, senior member of the 
sawmill firm of Dow, Barton & Pettengill, 
Pittsfield, N. H., died Sept 7, at his home. 
resident of Pittsfield for the past 30 years, 
he had been engaged in the lumber business 
all of his life. Surviving are the widow, a 
daughter and a sister. 


JOHN BURRIS, 80, pioneer Wisconsin lum- 
berman, who founded the Plattesville Lum- 
ber & Fuel Co., Plattesville, Wis., and was 
active as its manager, died recently. The 
widow, two sons and two daughters survive. 


HORACE A. SPENCER, 70, who helped to 
build the first sawmill at Bogalusa, La., died 
there Sept. 8. A native of Hartford, Conn., 
he came to Bogalusa shortly after the turn 
of the century. Two daughters survive. 
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September 24, 1988 


Association Activity 


(Continued from Page 57) 

have, therefore, arranged for a dinner meeting 
to be held at 6 p. m. on Friday, Sept. 30, at 
the Embassy Club, Toronto. Following the 
dinner, there will be an address by W. J. 
LeClair, Toronto, manager of the White Pine 
Bureau, who is well qualified to explain the 
Housing Act. It is expected also that a repre- 
sentative of the National Housing Administra- 
tion will be at the dinner, and will supplement 
Mr. LeClair’s remarks. 





Ontario Wholesale-Retail Commit- 
tee to Study Small-Mill Trucking 


Toronto, Ont., Sept. 19—-The amount of 
lumber produced by small sawmills in Ontario 
has increased so greatly during recent years 
that, with good roads reaching into all parts 
of the Province, much of it is being marketed 
by truck direct from mill to consumer, and 
larger mills find the new development disturb- 
ing. There is scarcely a city, town or village 
anywhere in Ontario, to which small-mill 
products are not being trucked. The Wholesale 
Lumber Dealers’ Association has appointed a 
committee to study the situation, and has invited 
the Ontario Retail Lumber Dealers Association 
to appoint a similar committee, This is being 
done, and the two committees will confer as 
early as possible. 





Wage-Hour Discussion Features 
Roofer Meeting 


CoLumBus, GA., Sept. 20.—Consideration of 
possible effects of the wage-hour law occupied 
the major portion of a regular meeting of the 
Roofer Manufacturers’ Association, here, to- 
Hammack, Turman Lumber Co., 
Edison, Ga., president of the association, stated 


| that: “Without attempting to defend the pre- 


vailing wage scalés in the South, I do not be- 
lieve the so-termed ‘shot gun’ imposition of 
abrupt legislation is the proper approach 
President Hammack 
also stressed the importance of lower freight 
rates on lumber in the South, to offset the in- 
creased cost of production to be brought about 
by higher wages and shorter working hours. 

There was considerable comment on the sud- 
denly active and advancing market of sixty 
days ago which dropped out of sight as 
abruptly as it came into existence. 

The meeting was well attended by represen- 
tative lumber manufacturers of Georgia and 
Alabama. The next meeting of the association 
has been scheduled for Nov. 1. 





Hardwood Producers to Help Set 


Standards for Panelings 

MempPHIs, TENN., Sept. 21—The 1939 an- 
nual meeting of Southern Hardwood Producers 
(Inc.) will be held at New Orleans during 
March or April, directors meeting here today 
decided. Representing 40 percent of the pro- 
ductive capacity of the industry, the directors 
instructed E. R. Linn, secretary-manager, to in- 
stitute an extensive membership campaign. 

Announcement was made that secretaries of 
all the hardwood organizations would meet at 
Chicago on Saturday with representatives of 
the U. S. Bureau of Standards to fix standards 
for hardwood panelings, and that the Producers 
would be represented. The National Hardwood 
Lumber Association is sponsoring the meeting. 

The directors gave consideration to the Gov- 
ernment’s inquiry into forestry practices and 
reforestation, and instructed Mr. Linn to draw 
up a brief for presentation to the Congressional 
committee suggesting ways in which the Gov- 
ernment might be helpful to the industry, and 
by which it might help provide a hardwood tim- 
ber supply for the future. 
_ Announcement was made that the hardwood 
industry wages and hours committee had not 
Started functioning. 





| How to Figure Costs for Advertising 


In Classified Department 





Two consecutive issues..........55 cents a line : 





Three consecutive issues..........75 cents a line 


| Four consecutive issues..........90 cents a line 


| Thirteen consecutive issues..........$2.70 a line 
Twenty-six consecutive issues.......$5.40 a line 


Seven words of ordinary length make 
one line. 

Count in the _ signature. 
counts as two lines. 

No display except the heading is 
permitted. 


Extra white space figured at line 


Tate. 
One inch space advertisement is 


equal to fourteen lines. 


Heading 


Remittances to accompany the order. 
No extra charge for copies of paper 
containing advertisement. Copy must 
be in this office not later than Wednes- 
day morning in order to secure inser- 
tion in regular department. All adver- 
tisements received later will be placed 
under heading Too Late to Classify. 
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Salesmen 


WANTED: LIVE WIRE SALESMAN 
For St. Louis yard. In answering please describe 
your qualifications thoroughly. 
Address “R. 44,” care American Lumberman. 























NORTHERN MFR. & WHOLESALER 
Wants salesman acquainted retail yards and indus- 
tries Southern Wisconsin. 

Address ‘“‘R. 61,’”’ care American Lumberman. 





Employees 


WANTED: EXPERIENCED FOREMAN 


For Stair, Cabinet and Frame department by Mid- 
South Sash and Door Factory, producing special 
and stock work. Must be capable of reading shop 
details and drawings, laying out work and piece 
billing. Give full description of experience and ref- 
erences in first letter. State salary wanted. 
Address ‘‘R. 54,” care American Lumberman. 


WANTED: EXPERIENCED SAWYER 


Must be capable of managing small oak mill. Mid- 
dle aged man preferred. Small house furnished. 
References required. Permanent position. 

Address “R. 42,” care American Lumberman. 








WTD: YOUNG MAN AS ASSISTANT BUYER 
For a line yard lumber company. 
Address “‘R. 50,” care American Lumberman. 








THE GREATEST MARKET PLACE 


In the lumber, woodworking and allied 
industries to advertise in, is the Wanted 
and For Sale department of the 


AMERICAN LUMBERMAN 


Read the Classified ads. Many oppor- 
tunities are offered for Buyer and Sel- 
ler. Best for selling lumber, shingles, re- 
tail yards, business opportunity, timber 
and timberlands, machinery, locomo- 
tives, cars, rails and equipment used 
in logging operations. You can get em- 
ployees, salesmen, employment or any- 
thing used in lumber and allied indus- 
tries by advertising in the Wanted and 
For Sale department of the American 
Lumberman, 

Send your advertisement to the 


AMERICAN LUMBERMAN 


Greatest Lumber Newspaper on Earth. 
Address 481 South Dearborn Street, 
Chicago, Illinois. 


Too Late To Classify 


CARPENTER APRONS 


Write for wo” and prices. 
THE MINNESOTA ‘ECI co., Inc., 
Minneapolis, Minn. 











Salesmen 


RAILROAD TIE PRODUCER 


Wants to contact salesmen calling on Industrial 
trade and Railroads; want representative on Com- 
mission basis in St. Louis, Detroit, Cincinnati, 
Cleveland and Pittsburgh.” Write full particulars 
when applyin 

Address “ 





g. 
. 37,’° care American Lumberman. 





WANTED: SALESMEN FOR CHGO AREA 
By old est. Chgo commission lbr Co. Advise exper. 


and refs. Want one man versed in West Coast and 
one familiar Y. P. 
Address “R. 43,’’ care American Lumberman. 





WANTED: CAPABLE SALESMAN 


To represent us in Southern half of _ Illinois. 
Familiar with retail lumberman’s requirements, 
also able sell carloads yellow pine. Territory fully 
covered weekly past two years. Real opportunity. 
WAGGENER STORE CoO., Festus, Mo. 





A CLASSIFIED AD WILL MOVE SLOW STOCK 
ADVERTISE FOR WHAT YOU WANT 








WANTED: YOUNG MAN—EXPERIENCED 


Large retail lumber operator, Central Wisconsin 
point, capable of estimating, selling, some draft- 
ing ability. Permanent work. Splendid opportunity 
for right man. 


Address “R. 49,” care American Lumberman. 


WTD: COMPETENT ESTIMATOR OF HOMES, 


Barns, garages, etc., having sales ability, familiar 
with lumber and builders supply business. Salary 
expected, references. 

Address “R. 60,” care American Lumberman. 


WANTED: DETAILER AND BILLER 


Special Millwork plant. Do not apply unless you 
are thoroughly competent and can furnish Al ref- 
erences as tq your ability, character, etc. State 
age, employment record for the past ten years and 
salary expected. ; 

P. O. Box 1109, Jacksonville, Fla. 


WTD: EXPERIENCED MILI.WORK DETAILER 


And Biller by Mid-South Sash and Door Factory. 
Must be capable of handling all kinds of work from 
Architects plans and specifications. Give full de- 
scription of experience and references in first letter. 
State salary wanted. 

Address “‘R. 58,” 











care American Lumberman. 


WANTED: RETAIL YARD MANAGER 


With ability and experience to suceessfully. handle 
a yard in a good town against three competing 
y 





ards. 
Address ‘‘R. 41,’ care American Lumberman. 


WTD.: MILLWORK ESTIMATOR & GEN’L SUPT. 


Experienced in estimating millwork from blue- 
prints, detailing to shop and take charge of a-mill 
in Northwestern Pennsylvania. Must be able to 
follow up estimates with Architects and Contrac- 
tors. A good permanent job for the right man. 
References and salary desired in first letter. 
Address “R. 36,” care American Lumberman. 








Ermployment 


ACCOUNTANT-LUMBERMAN-OFFICE MAN 
Age 44. Married. 10 years Mfg. and Wholesale; 
14 years Retail—Detroit District. Never unem- 
ployed. Dependable. Go anywhere. What have 
you? 

Address “R. 35," care American Lumberman. 


SUCCESSFUL FACTORY SUPERINTENDENT 


Sash, Doors, Interior Finish, Cabinets. Expert on 

plant management; also on estimating, layout and 

detailing. Proven profit making past record. 
Address “K. 48,” care American Lumberman. 


POSITION WANTED 


14 years experience in listing materials and mill- 
work from plans and specifications. Cost Book “A”’- 
Graduate. References. 

Address “R. 46,” care American Lumberman. | 
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WANTED 








WANTED 





FOR SALE 











Employment 


ATTENTION:—RETAIL LUMBER YARDS 


Are you interested in installing a home building 
department to increase your sales? A young, pro- 
gressive and level headed man of 32, very well ac- 
quainted with the Home Building Line is willing to 
install and take complete charge, from selling to 
completicn, a Home Building Dept. in a progressive 
yard in a Marketable Community. The only in- 
vestment for the yard will be their co-operation 
and the yard will derive increased Sales through 
supplying the necessary building materials for the 
homes. The yard must be reputable and reliable. 
What have you to offer me? State your popula- 
tion etc. 
Address “R. 65,” 





care American Lumberman. 


EXPERIENCED HARDWOOD LUMBERMAN 
Can handle complete operation from tree to cus- 
tomer. Capable timber buyer. Extended office ex- 
perience. Know industrial trade. Available at 


once. 
Address “R. 57,” 





care American Lumberman. 





SUCCESSFUL MILLWORK ESTIMATOR 


Detailer, biller and salesman; also lumber experi- 
ence. Proven past record. 

M. J. McELLIOTT, 84 
Paul, Minn. 


EXPERIENCED SALES EXECUTIVE 


Now employed, desires change and invites cor- 
respondence with manufacturer of southern pine, 
hardwoods or western woods who may be inter- 
ested in Chicago sales office wnder direction of real 
producer. References best and exchanged. 
Address, “‘R. 62," care American Lumberman. 


DEPARTMENT MANAGER 


Experienced paint man available for management 
of department with lumber or building material 
concern. Ten years in executive position with well 
known paint manufacturer. Also knows hardware 
and building supply lines. Thoroughly capable. 
Excellent past record. 

Address “‘R. 63,’ care American Lumberman. 


BAND SAW FILER WANTS JOB 
Handle any size plant. 
P. O. Box No. 32, Leslie, Ga. 


No. Cleveland Ave., St. 














1ST CLASS DETAILER-BILLER-ESTIMATOR 
For special millwork desires position with some 
millwork concern; can also supervise plant. 

Address “R. 48,” care American Lumberman. 


RETAIL LBRMAN—12 YRS. EXP. RETAIL LBR. 
Hardware, fuel & bldg. material. Yd. & office, 
estimating, counter & yd. salesman. Accurate, reli- 
able, dependable. Middle age, good health. 
Address “P. 74,” care American Lumberman. 








FORMER SPA INSPECTOR OPEN 
toed buying-inspection position. South-wide acquain- 
ce. 


Address “R. 56,” care American Lumberman. 


Retail Lumber Yards 
WANTED TO BUY: A LUMBER YARD 


In Northern or Central Illinois. 
Address “‘R. 27," care American Lumberman. 


I WANT TO PURCHASE 
And personally operate a retail lumber yard in a 
town of three thousand or over in Midwest States. 
Address “R. 47,’’ care American Lumberman. 











Lumber and Dimension 


PLACING ORDERS FOR 


White Ash and Hickory thrifty growth straight 
grain dimension. 
Address “R. 51,” 





care American Lumberman. 


WANTED: SALES CONNECTION 


With mill producing Ponderosa Pine mouldings for 
shipment into New York market. Can furnish 
specifications immediately. 

Address “R. 53,” care American Lumberman. 


100,000’ 4/4 No. 2 Com&Btr BIRCH TIE SIDES 


Write VAN KEULEN & WINCHESTER LUMBER 
CO., Grand Rapids, Michigan. 


Steel Rails 


RAILS WANTED 


Any weight—any tonnage. Before you sell write 
“Pp, 44," care American Lumberman, 


Used Machinery 


WILL PAY $2000.00 CASH OR MORE 
For late model 4 or 6 inch Mattison, Vonnegut, or 
Yates traveling bed, electric moulder. Give full in- 
formation. 
DAKOTA SASH & DOOR CO., Aberdeen, 8S. D. 


WTD.: A SECOND HAND SHAVING BALER 


ve full information in first letter. 
OKS LUMBER CoO., Clayton, N. Y 


WANTED: 
No. 4 late model Buss Planer 30”, 
Four rate feed motor driven. 
CH BROS. PLANING MILL, Independence, Mo. 


WTD.: PLANER & MATCHER OR SURFACER 


At least 15” wide, one with upper cylinder cutting 

' first and heavy enough to stand Birch and Hard 
Maple. 
Address “‘R. 64,” 























Please 
OTIS BR 





ball bearing. 





care American Lumberman. 





POSITION WANTED BY 1ST CLASS DETAILER 


And biller, experienced in handling large projects 
= —— Middlewest and South. Good quantity 
rveyor. 


Address “N. 70,” care American Lumberman. 


EXPERIENCED SAWYER ON BAND MILL 


Right or left hand mill. 33 yrs. old: can go any- 
here. R. S. HARRIS, 600 Henderson Ave., Wash- 
ington, Pa. 








SITUATION WANTED 


Granduate of Michigan State College with a B.S. 
degree in forestry. Majored in the utilization and 
merchandising of forest products. No actual ex- 
perience, but a very good foundation to work on. 
23 years old. Dependable, and eager to work. 
Address “R. 45,” care American Lumberman. 


WTD POSITION: ASSISTANT MANAGER 


Experienced in manufacturing and selling soft- 
woods. Good references. 
Address “P. 89,"" care American Lumberman. 








EXECUTIVE WITH 25 YRS. EXPERIENCE 


In Northern Woods open for position in the near 
future. Experienced from stump to market. Ref- 
erences and interview can be arranged. 

Address “R. 40,’”" care American Lumberman. 





DO YOU WANT EMPLOYEES? 


Write an advertisement; send it to the paper that 
reaches the people. We can help you. AMERICAN 
LUMBERMAN, 431 8. Dearborn St., Chicago, Il. 


FOR SALE 
‘Timber and Timber Lands 


FOR SALE: i9,00 ACRES VIRGIN TIMBER 


200 miles N. of Toronto, 60% Hemlock, 25% Birch, 
bal. White Pine, Ash, Elm & Basswood. Large 
amount of Spruce & Balsam, Pulpwood, Cedar 


posts, poles & ties. 
care American Lumberman. 


Address “P. 33,” 
- FOR SALE: 


Four large Virginia hardwood timber tracts. 
R. P. JOHNSON, Wytheville, Va. 




















3000 ACRES—MAPLE, BIRCH, ASH TIMBER 


In Adirondacks, Must sell. Price $23,000. 
MOSTELLER, 41 Mayfield St., Akron, Ohio. 





WHY WAIT WHEN YOU WANT SOMETHING? 


When you want a new stock of lumber or shin- 
gles, new or second-hand machinery; engines, 
boilers, electrical machinery, locomotives, cars, 
rails, business opportunity, timber and timber lands. 
or anything used in the lumber industry, you can 
get it at a small cost by advertising in the 
American Lumberman, 431 8. Dearborn St., Chi- 





cage, Ill. 





Business Opportunities 


BUSINESS OPPORTUNITY 


We offer for sale our entire holdings located in 
Central Mississippi, IC railroad, a complete pine 
manufacturing plant, consisting of saw mill, re- 
manufacturing plant, dry kilns, planing mill, all 
of which is in first class operating condition. A 
going establishment operating at a _ substantial 
profit the past five years, being surrounded with 
dense growth shortleaf pine of excellent quality. 
Have several million feet standing timber, good 
inventory of lumber, well established trade and 
ideal labor conditions. Capacity of plant, fifteen mil- 
lion annually. Plenty of additional timber avail- 
able for many years operation at reasonable price. 
An investment of approximately one hundred 
thousand dollars with terms to responsible parties. 
Will require approximately fifty thousand dollars 
to handle. Health of owners’ family only reason 
for sale. Can arrange immediate delivery. 
Address “R. 26,” care American. Lumberman. 


RED CEDAR TIMBER OPERATION 


Timber owners will put timber against money 
to build 8 machine shingle mill—10 to 15 year 
operation or will sell timber outright. Logging 
can be contracted at $7.00 per M. Lumber logs 
can be sold on market at good margin. 

Ship from Forks, Wash. Terminal rate C. M. 
& St. P. & P. Ry. 

Address: H. G. CROWLEY 
1106 4th Ave., Seattle, Wash. 


WANTED: 


Good logger or band mill operator with equipment, 
take an interest and operate good size hardwood 
and pine property. Excellent opportunity for the 
right man with $15,000 to $20,000 capital. 

Address “R. 52,’’ care American Lumberman. 


EXCELLENT OPPORTUNITY 


For anyone interested in putting Capital into lum- 
ber and transportation operation. Water Movement. 
Address Box 363, Cairo, Ill. 

















FOR SALE: COMPLETE LUMBER MFG. PLANT 


Including Sawmill, Planer, Dry Kilns, Commissary, 
and Tenant Houses. Fifty Million feet of timber. 
Thirty thousand acres Fee Land. Four and one- 
half million feet of lumber. Excellent stand of 
Pulp Wood. Running now at thirty to forty thou- 
sand capacity. No brokers or commissions. Write 
direct to J. G. MITCHELL, Box 267, El Dorado, 
Arkansas. 


FOR SALE: 8 FT. CLARK BAND MILL 


Complete, Western part old Virginia, 5% ft. resaw, 
carriage, blocks, steam feed, large edger, automatic 
trimmer, slasher, lath and shingle mill, complete 
file room and all other equipment, including boilers 
and engines. Mill now in operation, will complete 
work soon. Address P. O. Box 415, Northumber- 
land, Penna. 








Lumber and Dimension 


FOR SALE: 
9M 8/4 No. 2 Com Hard Maple. 
25M 10/4 No. 2 Com & Btr Hard Maple. 
25M 2x6 Hardwood Hearts. 
40M 3x6 Hardwood Hearts. 
D. J. ROHRER LUMBER CO. 
Clintonville, Wis. 


COMMISSION LUMBER 
Industrial, Railroad, Factory, Yard and Planing 
Mill Lumber, Post, Poles and Shingles, the best. 
FRANK F. BACHELOR, Goshen, Ind. 


WE ARE NOW CUTTING PINE LUMBER 
And will be in position to furnish in mixed_cars 
along with our complete line of Southern Hard- 


woods. 
EASTMAN-GARDNER HDW. CO., Laurel, Miss. 


CUSTOM CUTTING 


Modern Indiana mill open for custom veneer and 
lumber cutting. 
Address “P. 71,” care American Lumberman. 


FOR SALE: 
400,000’ Birch, Maple and Ash tie side lumber, both 
4/4 and 5/4, No. 3 and better grade. 
Address “R: 59,’ care American Lumberman. 


FOR SALE 


ASPEN lumber cut to your order in 100” lengths; 
can resaw. 

PINE lumber cut to your order regular lengths, 
rough. 

Address 




















“R, 66,"" care American Lumberman. 
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